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By JOHN N. COSGROVE 


The field man is the fall guy in the 
current move to cut expenses. This 
plaint by a member of the field frat- 
ernity, whose territory was recently 
absorbed into a larger company unit 
of supervision, was understandably 
personal and emotional, since the com- 
mentator was without a job. Never- 
theless, it illustrated an extreme view 
ofa question which has echoes around 
the country. 

“Cut Costs” is the battle cry in the 
business today. On this objective, com- 
panies and their agents appear to be 
in accord. The methods to be used are 
another matter. Most current discus- 
sions deal with statistics, such as acqui- 
sition cost and other factors. Up to that 
point the campaign for savings sounds 
impersonal—but when the time comes 
for action, then tables, charts and 
| ante are translated into people. Cost 
| cutting may involve reduced functions 
for some personnel in certain areas of 
\activity so that they may take on ad- 
ded responsibilities in other aspects of 
the business. Possibly some functions 
pe be curtailed or eliminated. 





‘The Factors Are Persons 


One thing is certain. Cost cutting is 
ifundamentally achieved in terms of 
—. regardless of high flown ex- 
planations of economies’ effected. 
Right now the various factions in the 
business are drawing economic straws 
and nobody wants the short one. 

The field man—one day the fair 
haired and the next day the whipping 
boy of the business—has already been 
singled out in connection with cutting 
production costs. A number of agents, 
whose views deserve respect, have ob- 
served individually and through their 
associations that there is much dupli- 
cation in special agents’ service which 
is, to that degree, an added and un- 
necessary cost factor. /Some agents 
also observe that the special agent 


Anti-Trust Views Of 
Justice Department 


Sought On Aviation 


Sen. O’Mahoney has made available 
‘o the Department of Justice the com- 
dlete record of the study of the avia- 
{ton Insurance industry on which the 
anti-trust and monopoly subcommittee 
toncluded hearings Aug. 15. In a let- 
lr to Victor R. Hansen, assistant at- 
lomey general in charge of the anti- 
Tust division, Sen. O’Mahoney noted 
that unregulated monopoly cannot be 
lolerated and emphasized that the 
tight of individual business men to 
‘ater any market and offer consumers 
he benefits of active competition is 
important in the insurance busi- 
Mess as it is in any other industry. 

{CONTINUED ON PAGE 49) 








who has been converted into a mul- 
tiple-line representative is of far less 
value to them than the old time 
specialist in particular lines. There 
have even been charges that some 
field men are incompetent time wast- 
ers. The agents expressing these views 
are among the most able in the busi- 
ness. They are not in any sense con- 
ducting a witch hunt with all field 
men as the quarry. They are simply 
identifying an area which, from their 
viewpoint, demands investigation. 


Trouble May Go Deeper 


It is a human tendency to treat the 
symptoms of a disease and neglect the 
underlying cause. For one thing, it is 
simpler to deal with the obvious. The 
poison-ivy victim does not want a 
treatise on dangerous plant life and 
how to avoid it; he wants to get rid 
of his itch. When he has temporary 
relief, he may be willing to listen to 
advice about identifying the cause of 
his trouble. 

It is quite possible that the field 
man has cropped up for primary at- 
tention because he may be the symp- 


Field Men Get Star Billing In 
Forthcoming Cost Cutting Drama 


tom of a deep seated ill—the lack of 
a marketing and merchandising phil- 
osophy from the top down in those 
companies which have not begun and 
have no plan to adjust to today’s com- 
petitive pressure. It should be remem- 
bered that the field man is charged 


with executing policy—not making it. - 


Nevertheless, he is the one person 
present when company policy—or lack 
of it—must be transmitted to produc- 
ers. Small wonder then that he re- 
ceives the criticism. When Sir John 
Hillary was asked why he climbed Mt. 
Everest, he said: “Because it was 
there.” Agents may unwittingly at- 
tribute company faults to the field 
man “because he is there.” Thus the 
field man may be more of a symbol 
of what is wrong than the wrong it- 
self. Nevertheless, since he has been 
given top billing in the cost cutting 
drama, the time seems right for a 
hard look at the field fraternity. 
Generalizations are invariably mis- 
leading and deceptive. This is particu- 
larly true in relation to field men, and 
agents’ opinion of them. As a group, 
(CONTINUED ON PAGE 58) 





Expect Hearings To Be 
Called In Pennsylvania 


On Fire Rate Proposals 

The Middle Department Assn. of 
Fire Underwriters has filed fire rate 
change proposals with the Pennsyl- 
vania department. Commissioner Smith 
has stated that the changes result in 
increases for some sections and de- 
creases for others. 

He said that under the law, rates 
do not become public until approved, 
but in this case he expects to hold a 
public hearing because of protests 
from Philadelphia city officials. The 
Philadelphia Inquirer has predicted 
a 20% boost for business and residen- 
tial buildings. Mr. Smith rejected a 
20% rate rise for the Philadelphia 
area last year. 

David Berger, Philadelphia city so- 
licitor, has predicted that the com- 
panies will be hard. put to show that 
they are losing money and _ should 
have higher rates. He based this view 
on a number of improvements in the 
city. 


Mid-Union Indemnity 
Sets Up Regoinal Units 


Mid-Union Indemnity of Elgin, II1., 
set up seven regional service offices to 
provide engineering and claims serv- 
ice. Mid-Union specializes in coverage 
for commercial truckers. Its recently 
acquired affiliate, Public National, will 
confine underwriting to the commer- 
cial trucking field and will also service 
risks through the new regional of- 
fices. 

The new offices are staffed by ex- 
perts in the transportation field and 
are located in Baltimore, Chicago, 
Denver, Fort Worth, Los Angeles, Mi- 
ami, and Seattle. 


Insurance Economics 
Society Reelects 
Paul Watt President 


Paul W. Watt, president of Wash- 
ington National, was reelected presi- 
dent of Insurance Economics Society 
of America at its meeting in Chicago. 

Mr. Watt in his presidential address 
detailed the work performed by the 

(CONTINUED ON PAGE 49) 


NYFIRO Cites Costs 
Allstate Faces In 
Commercial Field 


Doubts Company Expense. 
Prediction As Proper 
Basis For Deviation 


By JOHN N. COSGROVE 


NEW YORK—Alternating acid re- 
partee with exchanges of amenities, 
George Kline, vice-president and gen- 
eral counsel of Allstate, and Abraham 
Kaplan, of Powers, Kaplan & Berger, 
counsel for New York Fire Insurance 
Rating Organization, resumed their 
contention on the company’s right to 
deviate by 15% on fire and extended 
coverage on commercial lines in New 
York at a second hearing at the insur- 
ance department here. 

Allstate is basing its right to devi- 
ate on its prediction of expense sav- 
ings in writing commercial lines in 
the state. In support of its projected 
commercial expense figures, the com- 
pany submitted an exhibit detailing 
the accuracy of its expense prophecies 
made in 1955 in connection with its 
independent fire and EC dwelling 
filing which was approved in New 
York at. 15% off bureau rates. This 
exhibit shows that in fire lines, where 
the company said its total expenses 
would be 35.5%, it came within 1% 
of this figure with actual expenses of 
36.4% in 1957. In EC the record show- 
ed a predicted expense of 44.4% and 
an actual one of 40.8% last year 

Mr. Kaplan maintained, however. 
that commercial expense predictions 
involve many other factors which he 
introduced in his all day cross exam- 
ination of L. G. McKnight, Allstate’s 
assistant secretary in charge of fire 

(CONTINUED ON PAGE 56) 








Leaders of National Assn. of Independent Insurance Adjusters at a meeting 
of the executive committee in New York: From the left, Benjam Horton, Louis- 
ville, first vice-president; R. R. Cloud, Baton Rouge; R. M. Ryan. Chicago; R. D. 


Batjer, Abilene, NAIIA president. 
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Insurance Public Relations Much 


More Involved Than Critics Think 


By JOHN N. COSGROVE 


Critics often deplore the public 
relations status of insurance as a busi- 
ness. Painful comparisons with 
other industries are made, and faults 
are found with insurance good will 
building and sharing of information. 
It is alleged that no one major seg- 
ment of the business has ever come 
up with a national, integrated public 
relations program—let alone the whole 
business. 

Worthy ends are one thing; practical 
means are another matter. If critics 
took a hard look in broad perspective 
at the peculiar problems and compli- 
cations of insurance public relations, 
their comments might lose edge and 
their impatience might be tempered. 
They might even agree that the prob- 
lem still requires herculean individual 


effort from the bottom up as well as 
an organization which they seek at the 
top. 

In all lines of activity, good will and 
understanding are built by perform- 
ance. The buyer of a television set, an 
automobile or a refrigerator can select 
the make and model he prefers and 
see the product perform before pur- 
chase. If it continues to perform after- 
ward, he thinks well of the maker. If 
not, he complains. In any case, all 
buyers of tangibles are a public rela- 
tions market because all see perform- 
ance or lack of it. Most products are 
satisfactory most of the time and that 
is the fundamental factor in building 
the reputations of the makers. They 
are rarely accused of being backward 
in public relations. 

How about insurance? There is only 
one occasion when it can actually 


deliver in tangible form and that is at 
the time of loss. The primary public 
relations market is therefore restricted 
at the outset to many who are not in 
the happiest frame of mind and some 
who are in acute distress. They are 
self-concerned and understandably so. 
In this atmosphere the adjuster enters 
with every intention of fair and equi- 
table dealing. Despite his best efforts, 
there are many factors which can 
contribute to customer dissatisfaction 
after the adjustment. In the case of 
first party claimants, their contracts 
are sometimes improperly sold or 
inadequately explained so that they 
do not have or do not understand the 
coverage. These claimants are often 
unreasonable and unreceptive due to 
the stress of their situation. And of 
course there is margin for error on the 
(CONTINUED ON PAGE 44) 





CPCU Elects Daenzer 
At Annual Meeting 


Bernard J. Daenzer, president of 
Wohlreich & Anderson, New York, 





Dr. H. J. Loman 


Bernard J. Daenzer 


was elected president of Society of 
CPCU at the annual meeting in New 
Orleans. He succeeds Gerald E. Myers 
of W. A. Alexander & Co., Chicago. 

It was one of the best attended 
conferences in CPCU’s 14 years. About 
600 members and wives, with more 
wives than ever before, were on hand. 
General chairman was George M. 
Howard, Stahl & Tricou, New Orleans. 


Young, McCulley Are V-Ps 


Robert O. Young, manager of the 
Cleveland service office of North 
America, and the late Alphonso Rag- 
land, Dallas agent, were elected vice- 
presidents. Accepting a recommenda- 
tion of the nominating committee, di- 
rectors appointed Price M. McCulley, 
Shreveport adjuster, as _ vice-presi- 
dent, following the death of Mr. Rag- 
land in an automobile accident Sept. 
15. The society’s vote is by mail just 
ahead of the meeting. 

William R. Kersten, vice-president 
of Van Schaack & Company, Denver, is 
the new secretary. He was also named 
seminar chairman of the 1959 annual 
meeting, to be held in Los Angeles. 

R. Maynard Toelle, secretary of 
American Foreign Insurance Assn., 
New York, was reelected treasurer. 


New Directors Elected 
Newly elected directors are: Dr. 
Kenneth Black Jr., who is also a CLU, 


chairman, insurance department, 
Georgia State College, Atlanta; Don- 


Liberty Mutual Executive Analyzes Methods 
Of Improving Dwelling Fire Loss Experience 


An analysis of the dwelling fire 
problem which calls for “our very 
best efforts in many directions” if 
unfavorable trends are to be reversed, 
was offered members of National Assn. 
of Mutual Insurance Companies and 
Federation of Mutual Fire Insurance 
Companies at their meetings in Atlan- 
tic City by J. Albert Burgoyne, assis- 
tant vice-president of Liberty Mutual. 


Characterized By Losses 


Dwelling fire line, Mr. Burgoyne 
observed, has been characterized for 
some time by steadily increasing loss 
ratios and expense ratios, although 
rate levels have not been responding in 
kind. In 1957, the national average 
rate level compiled on the basis of 
Liberty Mutual’s volume and distri- 
bution showed no change from that of 
1956, but in each of the preceding 
seven years the company’s average 
rate decline from that of the previous 
year in percentages ranging from .5 
to 5.2, producing a total unweighted 
decrease in a 1957 rate of approxi- 
mately 17.6% from the 1949 level. 
There have been a few rate changes 
producing minor increases in 1958, 
the real importance of which Mr. 
Burgoyne says may be an indication 
that the downward trend has at last 
been reversed. 

The decrease in rate levels has 
occurred during the period of steadily 





ald C. Brain, partner W. B. Johnson 
& Co., Kansas City; Harold M. Steele, 
assistant manager, Fireman’s Fund, 
Los Angeles; George V. Whitford, 
vice-president Reliance at Madison, 
Wis.; and John B. Walker, assistant 
superintendent of America Fore. 

Dr. Harry J. Loman, dean American 
Institute, awarded diplomas and ad- 
ministered the CPCU charge to 256 
new designees at national conferment 
exercises held during the all-industry 
luncheon. 

Guest speaker was Dr. Robert W. 
French, director of the Port of New 
Orleans, who addressed the luncheon 
audience of more than 800 persons on 
“Management’s Challenge in Change.” 
Portions of the proceedings were re- 
broadcast and televised. 


rising loss ratios which are accom- 
panied by inflationary pressures on 
expenses, a combination which has 
resulted in unattractive annual state- 
ments. 

Mr. Burgoyne attributed the high 
loss ratios to more than lower rate 
levels, mentioning the increase in the 
number of fires, the increase in the 
size of the average fire loss as a result 
of inflation, and the increase in the 
average cost of the large single loss, 
and the increase in the extent and 
amount of other insurance generated 
by the rapid rise in property values 
and replacement costs. 


Large Loss Costs Are Up 


The number in costs of fires reached 
record highs in 1957, but from the 
experience of Liberty Mutual, Mr. 
Burgoyne said a less apparent develop- 
ment is making a substantial contri- 
bution to the loss picture—the marked 
increase in the average cost of the 
so-called large loss. In the past, under- 
writers may have been prone to 
discount the large loss in evaluating 
the loss results, but it now seems 
“quite imprudent to discount the effect 
of such losses when we undertake to 
analyze our underwriting results, at 
least for a broad geographical spread 
of business.” 

The onset of multiple peril policies 
has had an impact on fire insurance 
rate levels and loss ratios, Mr. Bur- 
goyne remarked. To the extent that 
packaging discounts apply to the fire 
portion of the coverage, the insurer 
has a reduced premium income for 
properties insured against the fire 
hazard, and at the same time there 
are indications that risks converted 
from conventional fire policies to 
multiple peril policies represent a 
somewhat higher average quality and 
thus have an effect of lowering the 
average quality of the portfolio insured 
under the standard policy. 

Some of these factors can be cor- 
rected by intelligent application of 
rate-making principles, but others 
may be beyond the direct control or 
influence of the companies. Still others 

(CONTINUED ON PAGE 63) 
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October 10, 195 


Reviews Significant 
Events In The East. 


Eastern Agents Conference has 
ommended to Eastern Underwritem: 
{ 
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Assn. that the latter’s public relatiga! 
committee be requested to estab 
a continuing national program to e 
ucate the public to increase prope 
insurance to correspond with tods 
higher values. This was brought 9 
in the report of E. Stuart Windsgps 
Baltimore chairman of the conferene 
committee of Eastern Agents Confer 
ence, at the NAIA convention in Nal 
Orleans. + 
Since inflation is continuing, ang 
there is no indication that there wii] 
be a return to the old days, compan 
and agents should regularly and ¢ 
sistently review values compared y 
coverage, rather than attempting § 
get the job done by a single effg 
such as that conducted by Nation 
Board in the spring of 1957, supple 
mented by a single folder released 
1958, Mr. Windsor commented. 


EUA-EAC Folder Popular 


He reported that the folder on wh 
insurance costs are going up, produced 
by EUA at the request of the agent 
has had a distribution of nearly 
million copies, 144 million of them 
the eastern territory. However, hf 
said, other regional organizations 
the south, on the Pacific coast, in Tex: 
as and in Canada produced simi 
folders for agency distribution, which!) 
represented more than 5 million ¢¢ | 
ies in the two countries. 

The new business interruption pro-Lad 
gram of Inter-Regional Insurane 
Conference has been recommended 
rating organizations, Mr. Windsor 
ported. It consists of two gross eg 
ings forms, one for manufact 
and the other for all other classes, 
replace the four forms in current 

Coverage of water damage is bei 
tightened up in dwelling policies, 
observed. Inter-Regional has recon 
mended exclusion of all awnings fro 
windstorm coverage, with provisi 
for coverage but as an assumptio 
endorsement for an additional p 
mium of 744%. Automatic pin-sett 
installations in bowling alleys ha 
been classified as contents and af 
to be written at the contents rate, I 
said. 


SP 


Water Damage Exclusion 


Inter-Regional has also recommend- 
ed countrywide the water damage 
exclusion for the special dwelling 
form and application of the $50 loss 
deductible to falling objects, weight 
of ice, snow or sleet and collapse. 

In many instances, he said, though 
the broader dwelling coverages re 
quire a higher rate, in certain respects 
they provide less protection. EUA, it 
is understood, is making recommenda- 
tions to eliminate this inconsistency. 
Since the new homeowners. policies 
have not completely solved the prob- 
lem, the property committee of NAIA 
is continuing its efforts to eliminate 
the confusion in those forms. 

Mr. Windsor said that EUA is ex- 
ploring the possibility of recommend- 
ing in connection with cancelled poli- 
cies, that the companies accept the 
policy face containing typed informa 
tion and policy number, torn or clip- 
ped from the cancelled policy upon 
which could be inserted the data 
necessary for the company to process 
the cancellation and the return prem- 
ium. This would save postage costs. 
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Coe Culbertson, on assistant manager in FxD’s Los Angeles 
office, has burned many a lampful of ‘‘midnight oil” during his nine 
years with the company, to the end that he would be able to do the 
best possible job for FaD’s agents and their clients. This philosophy 
of better service through greater knowledge is the rule, rather than 
the exception, throughout F&D’s organization. Agents are well aware 


of its benefits to them, and recognize it as another good reason why 


FD is good to do business with. 


Fidelity and Deposit Company 


Bonding and Insurance Baltimore, Maryland 








Illinois Agents 
Set Program For 
Annual, Oct. 19-21 


The program for the annual con- 
vention of Illinois Assn. of Insurance 
Agents has been designed to cover 
subjects which a pool of the member- 
ship has indicated were most de- 
sired, according to George J. Nicoud, 
executive manager. The meeting will 
be held Oct. 19-21 at the Morrison 
Hotel in Chicago 

As in the past few years, a local 
board workshop on Sunday, Oct. 19, 
will act as a starter for the conven- 
tion. Jerome Mayer of St. Paul will 
speak on “Life Is a Series of Ex- 
plosions,”” and a panel consisting of 
Arthur Smith, Joliet; Clarence Mey- 
ers, Peoria; Norman Schuneman, Sterl- 
ing-Rock Falls; Dorothy Phillips, Cen- 
tralia, and Andrew Horn, Galesburg, 
will discuss “Accomplishing Accom- 
plishments.” An open forum follow, 

The annuai membership meeting 


FieNATIONAL UNDERWRITER 


with election of officers and comunit- 
tee reports will be the first order of 
business Monday morning. Charles M 
Hanna, lecturer and humorist, will be 
the luncheon speaker, following greet- 
ings by Mayor Daley of Chicago. 

At the first general session, Monday 
afternoon, speakers and their subjects 
will be: M. W. Whitelaw, Western 
Adjustment, “The Bells Are Ringing;” 
Porter Ellis, Dallas, member of the 
NAIA executive committee, “Let’s 
Get Personal;” and M. B. Simms, Con- 
tinental Assurance, “In Days Like 
These—-Whe Cares?” A panel entitled 
“Sounding Brass” will follow. Modera- 
tor will be L. W. Berg, Aetna Casu- 
alty, and panelists will be Eugene F. 
Gallagher, Standard Accident; Urban 
Lelli, Phoenix-Connecticut group; and 
C, N, Mullican Jr., Fireman’s Fund. 

Breakfasts and special sessions for 
farm agents and for large lines men 
will open Tuesday’s business. Speaking 
at the farm agents’ meeting will be 
Lloyd E. Morgan, Corroon & Reyn- 
olds, “The Future of Crop-Hail In- 
surance,” Robert Rowe, Doane Agricul- 
tural Service, St. Louis, ‘“Obsolesc- 
ence—A Real Farm Problem;’’ and 














LONDON « 


NEW YORK 








Stewart, Smith & Co., Inc. 


consulting brokers 
to the insurance industry 


116 JOHN STREET 
NEW YORK 36, N. Y. 


CHICAGO *® MONTREAL 














William G. Traver, Wolverine Ins 
Co., “Casualty Exposures of the Mod- 
ern Farmer.” Members on a question 
and answer panel will be Harlan W. 
Wyant, Great American; Loren G. Van 
Zile, Fireman’s Fund; Martin E. Aeg- 
erter, Home; and Mr. Morgan. 

Two panels will be featured at the 
large lines agents’ breakfast and meet- 
ing. Panelists discussing “Problems 
Ahead for Large Lines’ Agents” will 
be Walter M. Sheldon, W. A. Alexand- 
er; Emil L. Lederer, Chicago; Frank 
H. Hawk, Peoria; and Alvin S. Keys, 
Springfield, with Philip L. Cochran, 
W. A. Alexander, moderator. Chicago 
chapter of CPCU will offer a panel 
on “Current Underwriting Problems” 
with Goodwin Clark Jr., Continental 
Casualty, “Rate Approvals;” William 
'T, McElveen, Chicago, “Contract Lib- 


eralizauon;” Joseph J. Corbett, Chi- 
cago, “Judicial Liberalization; and 
Robert A. Hedges of University of 


Illinois commerce school as moderator. 

Members of the Peoria association 
will perform in a one-act skit en- 
titled “Vertigo” at the second general 
session Tuesday afternoon. Speakers 
will be Paul C. Yankey Jr., state 
national director of Kansas Assn. of 
Insurance Agents, “Horizons Unlim- 
ited;” Curtis M. Elliott, professor of 
insurance University of Nebraska, 
“The Agent, the Industry and the 
Golden Future;” and Director Gerber 
of Illinois, “State of Affairs.” 


Michigan Blue Shield 
To Request Rate Hike 


Michigan Blue Shield will reported- 
ly ask for rate increases at an early 
date, with the increase expected to 
take effect by Feb. 1, if approved. 

Any raise approved would apply to 
the old contract classification for sub- 
scribers with income limits of $2,500 
to $5,000, according to Jay C. Ketch- 
am, vice-president and general man- 
ager of Michigan Blue Shield. He did 
not reveal the amount of increase 
sought. 

Michigan Blue Shield lost more than 
$2,200,000 in the last fiscal year, in 
spite of a 12% rate boost allowed by 
the Michigan department last October, 
and lost $3,372,841 in the previous 
year, Mr. Ketcham said. 

New contracts for 1,750,000 United 
Workers-C.1.O, members, now under 
negotiation, have been reviewed by 
actuaries and will not require any 
early revisions. 

Michigan State Medical Society del- 
egates debated Blue Shield matters at 
length at its recent convention in De- 
troit, criticizing the plan but agreeing 
to continue it rather than risk an even 
more unsatisfactory solution of prepaid 
medical service problems. The new 
service certificate will expand bene- 
fits for subscribers but will clarify the 
distinction between subscribers whose 
entire bill will be absorbed by the 
plan and those subject to additionai 
fees. 


California AR Plan Just 
Grows And Grows And Gro 


Although premiums for assigned 
risks with California Automobile As- 
signed Risk Plan increased 38% dur- 
ing the past year, experience contin- 
ues to be unfavorable, according to 
a synopsis of a report by Thomas G. 
Aston Jr., manager 

During the year there were 64,913 
new assignments and 43,944 renewals 
for a total of 108,861, an increase of 
22%. There were 2,763 risks ineligible 
or cancelled for cause; four appeals to 











to W. H. Carns, secretary in charg 
of claims. Mr. May joined Zurich. Ins. Co. ‘ 
American in 1948. In his r 
Connell sa 
lusion thi 
Beem Retires After 40 Years With lout to pet 
Firestone Park Agency Of Akron iiquidation 
Lawrence G. Beem, vice-presidentirecords to 
of the Firestone Park agency of Akronjconservato 
Ohio, will retire Nov. 1. Mr. Beemthat the < 
will celebrate his 65th birthday oncient for 
Oct. 4. He has been with the Firestongbusiness; 
Park agency for 40 years. The thredexist whi 


active officers of the agency, ot sho 


October 10, 19% October 1 
oe 
Zurich Revises Its | Add § 
Fj U d @,e@ To Al 
Ire Underwriting | °..:: 
e million to 
Unit; Keller Promoted! :*#2": 
Zurich and American Guaranty a eaeeaies 
have promoted Robert F. Keller jg} to aggrega 
. superintendent } cording 
fire and _ inlang) Branch. 
marine underwri.} The $50 
ing following the raised by 
resignation of T} jon in Se 
Brady Goldsmith} tional car 
effective Oct. 3} continued 
Simultaneously the] jine exP* 
structure of the} Branch sa 
fire department js} the comp 
being reorganized} mediate & 
Mr. Keller yijjj personal | 
report to Lewis F public.” 
R. F. Keller Miller,  assistani} from the Ep 
U. S. manager inj alistate’s 
charge of underwriting. million. 
In the future all fire and _ inlang 
marine production will be under t¢ 
jurisdiction of Fred H. Oliver, eal F ate C 
tary in charge of production. Insure! 
Ray E. Hedges as supervisor, in. id 
land marine underwriting, will report Deci ¢ 
to Mr. Keller. Mr. Hedges has been} Judge 
with the companies since 1956. County Su 
Willard R. May as supervisor, fire {or 2 hear 
and inland marine claims, will reporj missioner 
ic liquidat 


J. Hanlon, president; Mr. Beem, andthat the | 
Harold L. Lange, secretary, recentlytrust will 
celebrated their 100th anniversary ofause the 
combined service. An open house aa 

be held for Mr. Beem’s friends at th 
agency on Oct. 31. 

H. L. Lange is being promoted fro 
secretary to vice-president of t 
Firestone Park agency, and Roy Vi 
Velie will succeed Mr. Lange as sec 










retary. Mr. Velie was formerly a speftion hol 
cial agent for North America out ofmerate « 
the Cleveland branch. f the in 

oneeivab] 
the governing committee and one td trust 
the insurance commissioner. wn vin 


Written premiums totaled $8,353,6 
—an increase of 38%. Mr. Aston sai 
underage drivers continue to rep 
sent the largest percentage of assign 
risks. 
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Add $50 Million 
To Allstate Surplus 


Sears Roebuck & Co. has added $50 

million to the equity capital of its 
subsidiary, Allstate, this making All- 
state “one of the largest | insurance 
companies in the nation with respect 
to aggregate capital and surplus,” ac- 
cording to its president, Judson B. 
; h. 
— $50 million came from funds 
raised by the recent sale of $350 mil- 
'‘}lion in Sears debentures. “The addi- 
tional capital is to be used in the 
continued development of multiple 
line expansion of Allstate,” Mr. 
the! Branch said. “This capital will enable 
is}the company to accomplish its im- 
mediate goal of providing complete 
|} personal insurance coverage to the 
public.” The $50 million received 
from the parent company will increase 
Allstate’s surplus to more than $150 
million. 


Fate Of Tangier 
Insurer To Be 
iM Decided Oct. 16 


ee Judge Devine of San Francisco 

County Superior court has set Oct. 16 
for a hearing on the petition of Com- 
report missioner McConnell for appointment 
arg liquidate International Guaranty & 
urich. ns. Co. of Tangier. 

In his request to liquidate, Mr. Mc- 
Connell said: “I have reached the con- 
dusion that there was no alternative” 

ith jput to petition to obtain an order for 
fron jliquidation, because of inadequate 
sidentirecords to permit continuance of the 
Akronjconservatorship. He also pointed out 
Beenithat the available assets are insuffi- 
ay oncient for continued conduct of the 
estongbusiness; that outstanding claims 
t xist which, in the interest of the 
opt should be determined and paid; 


sistant 
Ser in 


inland 
or the 
secre- 





r, fire 


n. at the realization of the assets in 
scentlytrust will require time and effort be- 
ary ofcause these assets are not readily 
se stfearketable—“to the extent normal in 
at thasecurities admitted insurers are re- 

uired to invest,” and that a number 
4 a policies of insurance of accounts or 
yf theequities have been issued by Inter- 
toy Vplational in savings and loan associa- 
ys sections and a failure of any such insti- 
a speftution holding such a policy would 
sa ert claims beyond the capacity 

f the insurer to pay “out of any 


onceivable realization of assets in 
one tad trust apart from the claims esti- 





ted in the interim supplementary 
353,619report.” 
mn sai — 
be M. Stone Named SA 


N. C. By Blue Ridge 


Dan M. Stone has been appointed 
slate agent for North Carolina by 
Blue Ridge. Previously, he was in 
gency service work in the Carolinas, 
end has been an engineer for South- 
tastern Underwriters Association for 
four years. 


en In Me., N. H. Field 


Agricultural has appointed George 
C Allen state agent for Maine and 
New Hampshire with headquarters at 
ortland. He succeeds Chester Hansen, 
ho has purchased an agency there. 
ft. Allen was formerly special agent 
or Boston at Albany. 


ht 
} 
KS | 


Russell H. Tandy Jr. has become a 

Gist eet of Flynn, Harrison & Conroy, 

ade York brokerage firm. He has 

“en with the company since 1950, 

“ Prior to that was a bond under- 
er with Chubb & Son. 


} 
\ 
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NAMIA Annual Card 
Pictures The Future 


More than 700 advance registrations 
have been received for the annual 
meeting of National Assn. of Mutual 
Insurance Agents at the Commodore 
hotel, New York City Oct. 22-22. The 
meeting theme is “The Mutual Agent 
of Tomorrow.” Earl Lamb of New 
York City is convention chairman. 

Over the week-end, prior to the open 
general sessions, the advisory board 
of state association presidents and the 
board of directors will meet. A dinner 
for state association secretaries will 
be held on Sunday. Registration will 
begin that day. 

On Monday the luncheon speaker 
will be Tennyson Guyer, newly elected 
state senator of Ohio, whose subject 
will be “TNT- Tomorrow Needs To- 
day.” The general business session 
will follow. 


Mass Marketing Vs Account Selling 


On Tuesday a panel discussion on 
mass marketing vs account selling 
will be moderated by William N. 
Woodland, editor of the Standard. 
Harry E. Uhler of Baltimore and 
Ralph Williams of Kansas City will 
uphold mass marketing, while Hugh 
H. Murray Jr. of Raleigh, and Henry 
Duke of Cumberland, Md., will favor 
account selling. Thomas C. Morrill, 
vice-president of State Farm Mutual, 
will present the viewpoint of a com- 
petitive system of operation with his 
talk on “The Price of Success.” Nor- 
ris C. Flanagin, president of Lumber- 
mens Mutual Casualty, will deliver 
the keynote address, exploring the 
future of the mutual agent. 

Tuesday afternoon, William  H. 
Rodda, secretary of Transportation 
Insurance Rating Bureau, will discuss 
changes in the new homeowners forms 
and will answer questions. Robert 
King of Raleigh will moderate a ses- 
sion on techniques of survey selling. 

This will include the approach 
phase, covered by Mr. Duke; making 
the survey, by C. B. Wason of Ra- 
leigh, and selling the completed sur- 
vey to the account, by Joseph Norton 
of Charlotte. 


To Give Capsule Course 


John Adam Jr., vice-president of 
Central Mutual at Boston, will present 
a capsule version of his practical 
salesmanship course on Wednesday 
morning. Laurence J. Ackerman of 
University of Connecticut will speak 
on agency perpetuation. In the after- 
noon, Roy R. Allsopp of Waynesboro, 
Pa., will moderate a safety conference. 
The speakers will be Sherman Pickard, 
director of voluntary fire service 
training for North Carolina; Fred J. 
Hoey of Albany, N. Y., director of 
U. S. Lightning Protection Assn., and 
Charles F. Oddy, secretary-treasurer 
of Optical Manufacturers Assn. The 
president’s reception, annual banquet 
and entertainment conclude the meet- 
ing. 
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MOTOR’S 


CRASH BOOK 


SERVICE 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 


all the information 

you need to make fast, 
accurate, appraisals of 
auto collision damage. 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 





MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures; frame dimen- 
sions and major assemblies . . . plus 
complete information for identifying 
car models and body styles. 















Write today, for full information —to: 
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TELEPHONE HARRISON 7-8040 ¢ 


reinsurances / 


175 WEST JACKSON BOULEVARD 
TWX CG3534 





250 West 55th Street, New York 19, New York 
PUBLISHED BY THE HEARST CORP. 


OmMmpany inc. 





speed in handling your 
excess and surplus lines 


* CHICAGO 4, 
CABLE: 


ILLINOIS 
MANKINCO 











99 John Street 
NEW YORK 38, N. Y. 








REINSURANCE 


U. S. & FOREIGN MANAGEMENT, LTD. 


INTERMEDIARIES 


DAYTONA BEACH, FLA. 


533 N. Atlantic Ave. 
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IF HE HUNTS 
He’s A Good Prospect 
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You’re bound to be on the target with the 
Sportsmans policy. Every hunter is a 
prospect—and hunters buy because you 
offer three important coverages in one 
policy, world-wide protection from one 
to 31 days for $5,000 to $50,000. 


Use the Sportsmans policy as a door 
Opener—it’s a good way to make new 
friends, a good reason for visiting old 
ones. 


Write for complete information. Bag more 
business with the Sportsmans policy. 


HieNATIONAL UNDERWRITER 







Triple Coverages Include: 


1. Gunshot, travel and other 
accidents. 

2. Theft, loss and damage to 
equipment. 

3. Sportsman’s liability to 
others. 





HOME OFFICE 
111 W. Fifth Street 
St. Paul 2, Minnesota 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Massachusetts 


90 John Street 


Mills Building 


EASTERN DEPARTMENT 0 i 


New York 38, N. Y. 
PACIFIC DEPARTMENT 


San Francisco 6, California 
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The Agency System...An American Tradition 


ROBERTSON, HALL & HENSHAW, LTD. 


GENERAL INSURANCE 
REINSURANCE 


SAFETY ENGINEERING 


1510 Drummond St. 


Plateau 9881 


Montreal, 25, P.Q. 


Enquiries from Brokers Solicited 
































Case Hinges On Redcap’s Ignorance 
Ot Jewelry In Salesman’s Baggage 


St. Paul F.&M. has applied to the 
U. S. Supreme Court for a writ of 
certiorari in a case in which the com- 
pany, as subrogee, was denied recov- 
ery of $34,605 from Chicago Union 
Station Co. A redcap, employed by 
the latter, relinquished sample cases 
of jewelry belonging to an insured to 
an imposter who was never appre- 
hended. Both the district court of 
northern Illinois and the seventh cir- 
cuit court of appeals rejected the in- 
surer’s suit for recovery of payment 
under its policy. 

On Sept. 11, 1955, Harry L. Mintz, 
a jewelry manufacturers’ representa- 
tive, went to the Union Station in 
Chicago to take a train for Minne- 
apolis. He checked two sample cases 
of jewelry and a brown two-suiter bag 
with a redcag named Rettig who gave 
him three claim stubs. Mintz claimed 
that he told Rettig that the cases were 
valuable, to be extremely careful with 
them and to make sure they did not 
roll off the baggage truck. Mintz then 
left to telephone his home. He went 
down to the train through a special 
door which enabled him to avoid the 
crowd taking the train. He was first 


Urge To Embezzle Is 
Basic, Buyers Told 


The best protection against embez- 
zlement is to bond a man first and 
trust him afterward, William J. Schiff, 
assistant secretary of Indemnity of 
North America’s fidelity department, 
warned a meeting of Delaware Valley 
chapter of American Society of Insur- 
ance Management at Philadelphia. He 
said that dishonesty is an incurable 
human disease linked sociologically 
perhaps to survival. 

With regard to the kinds of insur- 
ance protection employers need 
against employe dishonesty, he said 
that fair pay checks, careful selection 
of key employes, and audits, both by 
internal control system, tend to min- 
imize embezzlement losses but are not 
sure guarantees against loss. A bond 
is necessary. 

Mr. Schiff sketched a picture of the 
typical embezzler and the way he or 
she—4% of embezzlers are women— 
operates. More than 80% of embezzlers 
are married, he said, and more em- 
bezzle between the ages of 30 and 40 
than before or afterward, although 
teenagers and oldsters of 85 have 
sticky fingers. The embezzler steals 
by snatching just once or by repeated 
acts over a period of time. Two years, 
five, 10, even 20, might elapse before 
discovery, he observed. 

Usually trusted absolutely, the em- 
bezzler may have been with the 
company he robs as long as 50 years. 
Six years could be considered a fair 
average, and when one has been 
employed for six years, it is certain 
that he is trusted. 


Dishonesty At All Levels 


Status in a company is no guarantee 
a person will not embezzle, Mr. Schiff 
continued. The embezzler might be a 
clerk or a_ vice-president. Outside 
employes, such as collectors and 
drivers, and branch managers of retail 
outlets will perhaps make up 50% of 
embezzlers. The other half, which 
includes bookkeepers, cashiers, and 
executive officers, represents perhaps 
the more dangerous risks, as the op- 
portunities to steal large amounts are 
greater. 
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aboard and took a rear seat which 
allowed space for his bags. He waitg 
for them in vain. 


Three Bags Disappear 


Meanwhile, Rettig, who had a fy 
load of bags on his truck, was ap. 
proached by a man who said: “We are 
not making the trip. We are Zoing ty 
drive up by automobile to Minneapp. 
lis.” Rettig asked who was not making 
the trip, and the man pointed t 
Mintz’s three bags. Rettig said he coulg 
not have them without claim checks 
The man replied that his brother hag 
the checks and was busy telephoning 
He then left temporarily and Rettig 
waited. The imposter returned ang 
said that his brother was completing 
his phone call and would appear in g 
moment. He asked Rettig to bring the 
bags out to a cab, which he did, plac. 
ing them in the vehicle. The two ther 
waited for the supposed brother whe 
was telephoning. As train time drew 
close, Rettig sought the help of an. 
other redcap to replace him in await- 
ing the brother’s return or to take his 
baggage truck to the train. While he 
was looking for help, he heard the 
taxi pull away. He never got the three 
baggage checks. 

St. Paul F.&M. paid the loss to three 
insured, including Mintz, who owned 
various pieces of the stolen jowslel 
In its ruling the district court observed 
that Chicago Union Station Co. and| 
similar operations do not offer to pro-; 
vide redcaps to transport currency, 
jewels or articles of great value, but| 
merely the ordinary hand baggage 
containing travel necessities. The court 
said that Mintz was acting fraudulent- 
ly in attempting to carry more than} 
$36,000 worth of jewelry aboard the! 
train from Chicago to Minneapolis 
without paying an insurance charg 
for its transportation. Therefore, the 
court was positive that Mintz had no 
told Rettig that the bags were valu- 
able, and consequently there was ng 





contract of bailment. The court said) 


there was no difference in principle 
if the bags disappeared through the 
trickery of the imposter or if they’ 
had been stolen by stealth. Rettig was 
robbed while making every effort to 
accomodate the traveling public. He 
never intended to relinquish the bags 
without receiving claim checks. 

The appeals court noted that the 
shadowy evidence introduced failed t 
prove that the railroad station com- 
pany knew anything about the jewelry 

(CONTINUED ON PAGE 41) 











FIRE POSITIONS 
$6,500 . $8,000 


A group of our progressive company clients 
are currently expanding their Fire opera: 
tions. These companies place major impor- 
tance upon age, college graduates and 
highly important, potential. We would highly 
recommend these openings to men in the 
28-35 age range with a minimum of three 
years Fire experience. 


All positions available are in State of Illinois 
(excluding Chicago). A selection of the more 
attractive positions: 
Fire Claims Supvrs. Fire Spec. Agents 
Hail Undwr. Mgrs. Fire Underwriters 


Extensive selection positions available all 
areas of the country for men with min. two 
years and up Fire - Casualty - Life - A and H. 


Write for HOW WE OPERATE. No obligation 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 
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We salute these men... 


. who have contributed richly to the success of the 1958 Insurance Institute Schools 
for Ohio Agents and their employees. Companies represented here and their men have 
invested generously of their time and talents. 









































JOSEPH B. GREENWOOD EDGAR L. KRODER 


New York Underwriters The Fidelity & Casualty Company 
Insurance Company, Cleveland Cleveland 


Raymond W. Douglass — Agricultural Insurance Company, Columbus 


Raymond W. Kapp — Phoenix-Connecticut Group, Columbus 


VERNON H. OLSON 


New Amsterdam Casualty Company 


Cleveland 


Edward O. Platell — American Surety Company of New York, Cleveland 


Fred W. Selsor — The Fidelity & Casualty Company, Cleveland 


William L. Venable — U. S. Fidelity & Guaranty Company, Columbus 


kkk 


Bruce Jackson — Great American Insurance Company, Akron 


Ben M. Jacoby — Aetna Casualty & Surety Company, Cleveland 
Robert M. Kassinger — U. S. Fidelity & Guaranty Company, Cleveland 
George Renkert— Aetna Casualty & Surety Company, Columbus 
Richard Stitt — North British & Mercantile Insurance Company, Ltd., 


Cleveland 


James A. Ward — Ohio Farmers Insurance Company, Leroy 


x* 


Robert Brofft — U. S. Fidelity & Guaranty Company, Toledo 


John Coghill — Royal-Globe Insurance Group, Columbus. 

Richard Cook — American Surety Company of New York, Toledo 
Howard Dobbs — U. S. Fire Insurance Company, Toledo 

Hoyt M. Hammer — U. S. Fidelity & Guaranty Company, Cincinnati 


Donald Mennie — Home Insurance Company, Columbus 


* 


Robert E. Sewell — Royal-Globe Insurance Group, Cincinnati 
James Sheibley, Jr. — Maryland Casualty Company, Toledo 
Jack S$. Taylor — Atlas Assurance Company, Ltd., Cleveland 


MICHAEL B. LASH JACK SIEBOLD 
U. S. Fidelity & Guaranty Company Aetna Casualty & Surety Company 
Cleveland Cleveland 


Wilfred C. Barr — Glens Falls Insurance Company, Columbus 

Edward Becker — Ohio Inspection Bureau, Columbus 

Samuel P. Bennett — North British & Mercantile Insurance 
Company, Ltd., Cleveland 

Peter Coutts — Aetna Casualty & Surety Company, Cleveland 

W. Dean Ehlert — Aetna Casualty & Surety Company, Cleveland 

Donald R. Engle — Royal-Globe Insurance Group, Cleveland 

William A. Gibson, Jr. — North British & Mercantile Insurance 
Company, Ltd., Cincinnati 

Joseph Hughes — National Union Insurance Company, Columbus 

M. P. Hutchinson — The Fund Insurance Companies, Ravenna 

Howard Kimball, Jr. — Aetna Insurance Company, Cleveland 

Karl J. Krug, Jr. — St. Paul Fire & Marine Insurance Company, 
Columbus 

Robert Leedy — U. S. Fire Insurance Company, Columbus 

William J. Murphy — American Home Assurance Company, 

Columbus 

Kenneth J. Peterson — Atlas Assurance Company, Ltd., Cleveland 

Franklin Rice — Springfield Fire & Marine Insurance Company, 
Columbus 

Allen Roush — New Amsterdam Casualty Company, Cleveland 

Frank Santagata — New Amsterdam Casualty Company, 
Cleveland 

Fred Schroer — Home Insurance Company, Columbus 

Marshall Sickel — Travelers Insurance Company, Columbus 

Carl Smith — Ohio Inspection Bureau, Cincinnati 

Ronald M. Streeter — Hartford Accident & Indemnity Company, 
Cleveland 

Louis F. VonVille — U. S. Fidelity & Guaranty Company, 
Columbus 


William Walker — U. S. Fidelity & Guaranty Company, Toledo 
Fred Wolf — New York Underwriters Insurance Company, Cleveland 


WILLIAM H. ALBERSHARDT — U. S. Fidelity & Guaranty Company, 
Columbus 

MARL H. APPEL — Aetna Casualty and Surety Company, Columbus 

NORMAN D. AYLESWORTH — U. S. Fidelity & Guaranty Company, 
Columbus 

ROBERT BRASSEL — Travelers Insurance Company, Columbus 

EDWARD J. BYTNAR — America Fore Loyalty Group, Cleveland 

ROBERT CHRISTEN — Home Insurance Company, Columbus 

FENTON P. CLARK, JR. — Maryland Casualty Company, Cincinnati 

L. E. DANGELMEIER — American Surety Company of New York, 
Cincinnati 

ROBERT D. DAUGHERTY — Hartford Fire Insurance Company, Canton 

JOHN F. DEZELL, JR.— Home Indemnity Company, Cleveland 

JAY B. ELLIS — Hartford Accident & Indemnity Company, Cleveland 

RICHARD B. ERICKSON — America Fore Loyalty Group, Cleveland 

RAYMOND T. FIELDER — Yorkshire Insurance Company, Cleveland 

JOHN B. FITZGERALD — Standard Accident Insurance Company, 
Cincinnati 

STANLEIGH FISK —Travelers Insurance Company, Cleveland 

CHESTER H. GARBUTT — America Fore Loyalty Group, Cincinnati 

MARK E. GARDNER — Travelers Indemnity Company, Cleveland 


OHIO ASSOCIATION OF 


HONORABLE MENTION 


THOMAS GILBREATH — Travelers Insurance Company, Toledo 

EDWIN GOTTSCHALK — Aetna Casualty & Surety Company, Cleveland 

W. W. GREIG—Western Adjustment and Inspection Company, 
Cincinnati 

HAROLD D. HANNAHS — Royal-Globe Insurance Group, Columbus 

GERALD A. HILL — Yorkshire Insurance Company, Cleveland 

RALPH S. HOBENSACK, JR.— Home Insurance Company, Columbus 

SHEROD B. HOLCOMB — Royal-Globe Insurance Group, Cleveland 

JOSEPH A. JACIN — The Fidelity & Casualty Company, Cleveland 

LEROY JOHNSON — U. S. Fidelity & Guaranty Company, Cincinnati 

GEORGE KELLER — Aetna Insurance Company, Cincinnati 

RICHARD KEMP — Agricultural insurance Company, Columbus 

CHARLES KENNEDY — Ohio Inspection Bureau, Cleveland 

JOHN M. KERR — Great American Insurance Company, Akron 

ALBERT G. KISLING — Phoenix-Connecticut Insurance Company, 
Columbus 

ROBERT E. KRESS — U. S. Fidelity & Guaranty Company, Cleveland 

ROBERT LLOYD — Hartford Accident & Indemnity Company, Cincinnati 

= - _ — St. Paul Fire & Marine Insurance Company, 

evelan 


COLUMBUS, OHIO 


INSURANCE 


George W. Wheaton — The Fund Insurance Companies, 
Columbus 


F. William Zipp — American Fore Loyalty Group, Columbus 


~~  oiimere, Surety Company of New York, 

.  Clevela 

THERON B. MINER, JR. — Hartford Fire Insurance Company. Cleveland 

JAMES MURNANE — Springfield Fire & Marine Insurance Company, 
Bowling Green 

WAYNE NEWCOMER — Ohio Farmers Insurance Company, Toledo 

KENNETH P. PAGE — Great American Insurance Company, Cincinnati 

JOHN L. PATTON — Glens Falls Insurance Company, Cincinnati 

MICHAEL PEREKSTA — U. S. Fidelity & Guaranty Company, Cleveland 

JOHN P. PHELAN — Fidelity & Casualty Company of New York, Toledo 

EUGENE PRITCHARD — Hartford Accident & Indemnity Company, 
Cincinnati 

J. H. SETTELMAYER — Royal-Globe Insurance Group, Cincinnati 

WILLIAM P. SMITH — Metropolitan Casualty Company, Cleveland 

NORMAN TEMPEL — Aetna Insurance Company, Toledo 

EDWARD F. UHL — Fireman’s Insurance Company of Newark, N. J., 


Columbus 
ROBERT WABREK — Hartford Accident & Indemnity Company, 
Cleveland 
WILLIAM WHITE — Standard Accident Insurance Company, Cincinnati 
GEORGE WYER — Aetna Casualty & Surety Company, Cleveland 
PAUL YODER — Travelers Insurance Company, Cleveland 


AGENTS INC. 
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LIFE 


BEGINS AT 40 


(give or take 20 years) 


and it’s guaranteed 


Learn about the rewards in life insurance 
and ten-to-one you’ll say life begins today. No 
matter how long you’ve been in business, it’s 
never too late to start selling Travelers 
guaranteed cost contracts. 


Your files are cram-full of good prospects and 
the dollars are there to buy. Sure, a lot of 

life insurance has been bought (The Travelers 
has $21.7 billion in force) but we’re nowhere 
near the saturation point. Consider: the life 
industry’s share of the consumer dollar is only 
3.8% today, yet 20 years ago it was 5.7%. 

And though 75% of property is covered less 
than 15% of human life is protected by 
insurance. 


Yes the need and the money are there. And a 
Travelers brokerage man will help you get 
your share. He’s specially trained, has plenty 
of field experience, and he offers his services 
free. (Ask him about the guaranteed cost 
principle and Travelers exclusive contracts. ) 


A Travelers brokerage man is as near as your 


phone. Call the nearest branch office or general 
agency. Or send the coupon for information. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 










The Travelers, Life Agency Department, Hartford 15, Connecticut 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 








CITY & STATE 
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Big NAIA Attendance At New Orleans 


NAIA Workshop Rehears 
Evils Of “Fictitious” Group 


Committee Offers 
Recodification Of 
Commission Stand 


Retain ‘Hands Off’ Policy, 
Oppose State Control, Do 
Research, Report Urges 


By JAMES C. O’CONNOR 


NEW ORLEANS—tThe controversial 
and much-discussed commission situ- 
ation jumped into the limelight the 
first day of the National Assn. of 
Insurance Agents meeting here, with 
a presentation to the National Board 
of State Directors of a settlement of 
over-all policy which amounts in ef- 
fect to a reaffirmation of NAIA’s tra- 
ditional position, but modernized and 
clarified. It was presented by Paul H. 
Jones, Tucson, executive committee- 
man and chairman of a special com- 
mittee on this subject. 

Before Mr. Jones made his report, 
the situation was underlined by two 
developments before the Board. At the 
request of President L. E. Woodbury 
Jr, G. S. Hanson, New York, NAIA 
general counsel, explained the rela- 
tion between the national association 
and a state association. The affiliation 
is one to work for a common goal, 
Mr. Hanson said, and a state associa- 
tion does not surrender its sovereign- 
ty. A state association, if it wishes, 
may not feel bound to follow a policy 
approved by the majority of state 
directors and there is no onus at- 
tached to its pursuing a _ separate 


’ course. 


Criticizes Commission “Primer” 


A few minutes later, G. R. Mc- 
Clure, Salt Lake City, reported as 
chairman of the committee to review 
the minutes of the executive commit- 
tee. Following the usual motion to 
accept the report, T. A. Harman, 
Seattle, offered to second it, but 
criticizes the executive committee for 
not clearly indicating that the recent 
“primer” on commissions of Past Presi- 
dent R. E. Battles, Los Angeles, did 
not reflect official NAIA policy. He 
quoted two resolutions of the Wash- 
ington association, one of which was 
strongly on record against some of 
Mr. Battles’ statements and said he 
hoped this would not happen again. 
There were no objections to Mr. Har- 
man’s remarks. 

Mr. Jones said that he and his fel- 
low committeemen, H. J. Gescheidl- 


; er, Jr.. Hammond, Ind.; H. P. Glover, 


Jr, Greenville, S. C., and A. L. 
Schwab, Staten Island, N. Y., after 
consulting hundreds of agents in all 
parts of the country, found little seri- 
ous demand for a change in NAIA 
policy. There seems to be no desire 
for collective bargaining, but an al- 
most universal demand for more 
facts, and a real need for NAIA to 
find a way to secure the benefits of 
unbiased research on agency opera- 
tion and other economic factors. Also, 
the NAIA policy, established by res- 
dlutions going back to 1932, is not 
clear to outsiders. Accordingly, Mr. 
(CONTINUED ON NEXT PAGE, COL. 1) 


By BERNARD P. McMACKIN JR. 


Fictitious groups, once a somewhat 
casual subject on National Assn. of 
Insurance Agents convention pro- 
grams, packed them in at the New 
Orleans meeting. According to Robert 
E. Battles, Los Angeles, past presi- 
dent, the current interest in the sub- 
ject is no surprise, what with infla- 
tion making its impact on the aver- 
age pocketbook and creating a favor- 
able climate for all sorts of “wild 
schemes”—from chain letters to group 
insurance buying. 

NAIA has been on record as op- 
posed to property and casualty group 
schemes since 1954. The reference is 
specifically to cover on a group basis 
at rates and forms not available to 
individuals. 


Want To Drop Fictitious 


The latest development, resulting 
from a meeting of NAIA committee- 
men with the group subcommittee of 
National Assn. of Insurance Commis- 
sioners, is to drop the word “ficti- 
tious,” which, Mr. Battles explains, 





implies that there might be a “genuine 
kind of group.” 

Two “horrible examples” of group 
buying schemes are the Outboard 
Boat Club of America and the group 
schemes of numerous individual state 
teachers associations, he said. What 
difference could membership in an 
outboard club make to an underwrit- 
er? Mr. Battles asked. The club has 
“no corner on the cautious boat men 
of the world,” and, though it is not 
popular to say so, the insurance busi- 
ness and other policyholders should 
not be the ones picked on to “increase 
the effective income” of teachers. 


Refutes Group Arguments 


Mr. Battles dismissed most argu- 
ments for group buying of property 
and casualty coverages. Lower cost 
remains to be demonstrated, he said, 
and “we may suspect it cannot be 
demonstrated on any widespread bas- 
is.” Referring to certain professional 
groups and the like as the “better 
risks” is an “old saw.” And, of refer- 


ences by proponents of group to the 
(CONTINUED ON PAGE 12) 





Reject Jones Report, OK Acquisition Study . 


In a turbulent session, replete with 
oratory and parliamentary confusion, 
the national board of state directors 
of National Assn. of Insurance Agents 
came to grips with the touchy com- 
mission situation. When the smoke 
cleared, late Tuesday afternoon, the 
board had rejected the report of.the 
special committee headed by P. H. 
Jones, Tucson, the recommendations 
of which are printed elsewhere in this 
issue of THE NATIONAL UNDERWRITER, 
but made a concession to proponents 
of action on commissions by approv- 
ing immediate creation of a special 
committee to gather information on 
all matters pertaining to acquisition 
and production cost allowances for the 
assistance of any state association 
which wants such help. 

The national association is, at the 
moment, hopelessly split on the ques- 
tion of acquisition cost negotiation and 
the Tuesday action, which apparently 
left no hard feelings on anyone’s part, 
was undoubtedly as constructive a 
step as possible under the circum- 
stances. Although Mr. Jones had made 








[ 


it clear that his committee’s recom- 
mendations were not intended to 
change NAIA’s traditional position, 
but only to restate it and bring its 
language into line with present usage, 
there were few kind words for the re- 
port. T. A. Harman, Seattle, president 
Washington association, was the vig- 
orous and articulate spokesman for 
the victorious group which felt it was 
a mistake even to restate the “hands 
off” position and that some of the 
language in the proposed statement 
could be used against agents by com- 
panies. Others felt that the proposal 
was, in the words of J. H. Bandy, 
Nashville, “for mother love and against 
sin,” but would accomplish nothing. 
This group, of which H. H. Mullins, 
Rockford, Ill., was another strong 
spokesman, is as much opposed to 
group bargaining over rates of com- 
mission as the other, but these agents 
maintain that rate filings with re- 
duced acquisition cost factors cannot 
be fought successfully at the state lev- 
el. There was particular and repeated 
(CONTINUED FROM PAGE 60) 








Louie E. Woodbury, Wilmington, N. C., outgoing president of NAIA, with 
his successor, A. M. Slawsby, Nashua, N. H., and Morton V. V. White, Allen- 
town, Pa., and Howard N. Fullington, Wichita. 


Fact Finding Trend 
Is Reflected In 
1958 Deliberations 


Slawsby Takes Over From 
Woodbury; 2,200 On Hand 
As Much Ground Is Covered 


BY KENNETH O. FORCE 


NEW ORLEANS—More than 2,200 
attended the annual convention here 
of National Assn. of Insurance Agents. 
This was near the record high and 
was marked by a larger feminine par- 
ticipation than usual. Apparently this 
city has attractions for women, though 
the kind of shows characteristic of 
the French Quarter and environs ap- 
pear designed more for male tourists 
than for female. 

But this was preponderantly a 
working meeting. There was evidence 
that agents seriously have come to 
grips with the major problems that 
confront them. In the field of com- 
petition agents are trying to meet at 
least a part of their problems with the 
Big I advertising campaign, and that 
was much emphasized here. In the 
field of high company loss ratios and 
competition, the agents are trying 
hard to be objective about commission 
cuts and to reach a solution to the 
problems these pose by getting facts 
rather than expressing opinions. The 
studies of agency costs and of flat 
cancellations are among the several 
evidences of this. 


Commission Attitude Changing 


Understandably, agents don’t want 
their commission income reduced. But 
there seemed to be less evidence at 
this convention than some others in 
recent times that the agents are sim- 
ply opposing it. While there was no 
indication here that agents like the 
cuts or the threat of cuts any better 
than they did six months ago, there 
has been a shifting in attitude from 
merely protesting to one of testing. 
What bothers agents is the realization 
that the old standards on which they 
thought their pay was justified ap- 
parently are not sound or strong 
enough to avoid reductions. What they 
are beginning to see is the need for 
hammering out new standards, based 
on an honest and factual analysis of 
the agency operation which will be 
convincing and which will stand up 
during economic storms and changes, 
whatever the specific factor, so that 
they can rely on it and build a busi- 
ness on it. 

Since it was publicized at the con- 
vention that the flat cancellation study 
had been withdrawn at the request of 
companies, NAIA issued a_ release 
Tuesday which in effect denied this. 
The release declared that a represent- 
ative and wholly adequate sample of 
the 6,000 answers to the question- 
naires presently is being processed by 
International Business Machines Corp. 
for data tabulation and computation. 
From this statistical information, 
NAIA expects soon to announce the 
results of the study. This release also 

(CONTINUED ON PAGE 12) 
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Committee Offers 
Recodification Of 
Commission Stan 


(CONTINUED FROM PAGE 9) 
Jones offered the following as a re- 
statement or recodification of the 
NAIA position. It is essentially a 
combination of statements adopted at 
New York in 1951, Chicago in 1954 
and Denver in 1957, with some ela- 
boration and modernization in lang- 
uage. Mr. Jones pointed out, for ex- 
ample, that the terms “acquisition 
cost factors” and “production cost al- 
lowances” are more meaningful today 
than the simple term ‘commissions.” 

The text of the proposed statement 
is as follows: 

The policy of the National Assn. 
of Insurance Agents on the subject 
of commissions, production cost al- 
lowance and/or acquisition cost fac- 
tors shall hereafter be: 

1. That the insurance commission 
structure should first and foremost be 
predicated on the public interest and 
therefore should be neither exces- 
sive, inadequate nor unfairly discrim- 
inatory. 

2. That NAIA believes unalterably 
that supervision of the insurance busi- 
ness should be kept at state levels. 

3. That NAIA is opposed to govern- 
ment, either state or national, impos- 
ing commission level control. 

4. That NAIA stands for preserva- 
tion of freedom of contract. 

5. That NAIA believes that agents 
should properly fulfill all agency dut- 
ies expressed or implied in their 
agency contracts. 

6. That NAIA believes that com- 
mission levels should be based on the 
services performed by each particu- 
lar agency. 

7. That NAIA believes that com- 
pensation to agents should be by 
commissions adequate to cover all 
requisite agency expenses and allow 
reasonable opportunity for a profit. 

8. The NAIA is opposed to the 
exercise of unilateral commission con- 
trol by insurance companies or rate 
making bodies. 

9. That NAIA believes that rating 
organizations and companies should 
consult with agency associations in 
the state affected prior to filing rates 
should these include a change in the 
acquisition cost factor or production 
cost allowance. 

10. That NAIA recommends to 
each autonomous state association a 
policy of constant interest in every 
rate filing made in its state to the 
end that the acquisition cost factor 
or production cost allowance used in 
such filing be neither inadequate nor 
excessive. 

11. That NAIA opposes rate devia- 
tions based primarily on reduced 
commission levels. 

12. That NAIA, through its execu- 
tive committee or other properly au- 
thorized committee, shall continue its 
study of and interest in the subject 
of acquisition cost factors and/or pro- 
duction cost allowances and agent’s 
commissions. 


Registration Procedure 
There was much satisfaction with 
the new registration setup at the Na- 
tional Assn. of Insurance Agents 
meeting at New Orleans. Registration 
opened Saturday afternoon and re- 
sumed at 10 a.m. Sunday. In contrast 
_to previous years, when it did not open 
until Sunday afternoon, there were no 
‘long lines and prolonged waits and the 
procedure went off smoothly. 
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Nuclear Contamination Cover To Be 


q_ Available Soon, Midwest Agents Told 


H. O. Snediker, Chicago, assistant 
manager Western Actuarial Bureau, 
aroused much interest at the midwest 
territorial conference of National Assn. 
of Insurance Agents in New Orleans, 
when he said that a radioactive con- 
tamination assumption endorsement 
will be available soon. 

This coverage, Mr. Snediker said, 
will be intended for risks with a 
limited contamination exposure—not 
the plants employing nuclear energy 
on a large scale which are insured in 
the pools organized for this purpose. 
An exclusion of radioactive contamin- 
ation and other nuclear exposures has 
been incorporated into fire and ex- 
tended coverage policies and this de- 
velopment will permit insured who 
need this protection to buy it back. 
There will be a specific charge in the 
rate, determined by the exposure for 
this endorsement, Mr. Snediker said. 

Mr. Snediker also said that the 
“buy back” windstorm deductible pro- 
gram has been very successful and 
has resulted in increased carrying of 
deductible coverage. 

The appearance of Mr. Snediker 
followed the report of R. M. Byrne, 
Omaha, chairman of the conference 
committee, on the latest conference 
with company representatives. 

Lloyds are offering this with an 
80% requirement, but so far the com- 
panies have not moved from their 
100% coinsurance position. Mr. Byrne 
was more hopeful on the proposal for 
a combined extended coverage and 
vandalism rate, which would simplify 
rate computations. This is now avail- 


able in some states. There is also 
talk of a new optional board extended 
coverage, which would include sonic 
boom and damage by missiles and 
other falling objects. 

The agents would like to see the 
optional item on trees and shrubbery 
taken out of dwelling forms. This cov- 
erage is seldom bought, but many 
insured have assumed that its pres- 
ence gave them automatic cover on 
this property. Mr. Byrne said that it 
would be better, in the rare cases 
where it is bought, to type it in or 
to use an endorsement. The commit- 
tee has dropped its request that ad- 
ditional extended coverage be dis- 
continued, since the coverage is dying 
to disuse, anyhow. The abolition of 
the rate differential between dwell- 
ings with approved roofs and those 
with wood shingle roofs is under way 
and is in force now in a number of 
states in the territory. 

Other points reported on by Mr. 
Byrne were the new broad and special 
dwelling forms, improvements and 
betterments, consequential damage, 
trailer homes and builders risk forms. 
The agents would like to see average 
rates published after filing value 
statements good for three years, in- 
stead of one, but so far have made 
no progress except in Cook County, 
Ill., where the period is 30 months. 

Telegrams of sympathy were sent 
B. W. Hopkins, Des Moines, immediate 
past chairman, and G. A. Timm, 
Kenosha, Wis., secretary, both of 
whom were prevented from attending 
by illness. 





Oe Describes 
Purposes Of CPCU 


Dr. Edwin S. Overman, Philadelphia, 
assistant dean of American Institute, 
reviewed the history of CPCU and 
its purposes, in his talk at the NAIA 
convention in New Orleans. He des- 
cribed in detail the educational aspects 
of the movement. 


Is Non-Propaganda Institution 


A CPCU, he said, quickly under- 
stands and appreciates the fact that 
society of CPCU is not concerned nor 
interested in factional arguments in 
insurance. The society is strictly a 
non-propaganda institution whose ma- 
jor role is to remain forever intel- 
lectually objective. It has no axes to 
grind except that of improvement 
through knowledge and understand- 
ing of the individual and the industry 
of which he is an integral part. 


Past NAMIA President 
At NAIA Meet 


There were a few surprised expres- 
sions at the National Assn. of Insur- 
ance Agents meeting at New Orleans 
when a former president of National 
Assn. of Mutual Insurance Agents, H. 
H. Murray Jr., Raleigh, turned up as 
a registrant. 

Technically, Mr. Murray represent- 
ed American Institute for Property & 
Liability Underwriters, of which he is 
a trustee. He attended the national 
CPCU meeting in New Orleans and 
was invited by NAIA to stay over for 
its meeting. He is, of course, well 
known to many agents and company 
men and seemed entirely at home. 





Northington Sees 
Agent's Role Vital 


Good companies and good policies 
are not enough, Arch E. Northington, 
Tennessee com- 
missioner and 
president of Na- 
tional Assn. of In- 
surance Commis- 
sioners, said in his 
talk at the NAIA 
convention in New 
Orleans. American 
insurance could 
not have reached 
its present promi- 
nence without the 
agent. The agent 
has been one of 
the major reasons why the American 
people are the best insured of any in 
the world, he declared. 

For many years, the responsibility 
of seeing to it that the public had the 
service of good agents was left solely 
with the insurers, he observed. Many 
companies were over-anxious for 
business and failed to use proper care 
in the selection of agents and to give 
them proper training and supervision. 
Because of this both the business and 
the public suffered. 


Arch E. Northington 


Up To Agents Themselves 


This situation, he said,-caused most 
insurance departments to realize that 
persons holding themselves out as 
agents should be honest and trust- 
worthy and have a good working 
knowledge of the kind of insurance 
they handle. Consequently, many 
states adopted laws to strengthen 
qualification and screen out the un- 
fit. However, “we have gone about as 
far as we can at this time in the law 
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State Secretaries 
Hope For Meeting 
On Their Own 


The executive secretaries and man. 
agers of state associations held thei 
annual meeting during the National 
Assn. of Insurance Agents convention 
at New Orleans Sunday afternoon ang 
reelected T. C. Johnson, Tampa, of the 
Florida association as chairman ang 
R. C. Allgood, Lincoln, of the Nebras. 
ka association secretary. 

Fictitious groups came in for cop. 
siderable discussion, with the secre 
taries trading ideas on how they ean 
best help their members combat these 
situations. There was also much ip. 
terest in the insurance information 
services now functioning in several 
states and considerable hope that they 
will spread to others. Methods of dues 
collection, membership campaigns, 
convention programs and attendance 
and group life and hospitalization in- 
surance plans for members were also 
discussed. 

One annual headache of the secre- 
taries appears unrelieved. That is 
seating at the NAIA dinner. The sec- 
retaries have been hoping that NAIA 
would set up some reserved seat ar- 
rangement. As matters stand now, each 
secretary has to get to the banquet 
hall way ahead of time and try, by 
force or cajolery, to save sufficient 
seats for his members and their wives, 
Since NAIA has not taken any action 
on this problem, the secretaries de- 
cided not to try to push it further. 

The secretaries are hoping that a| 
meeting can be arranged apart from | 
the NAIA meeting. They feel that 
they could help each other a lot with 
a longer session, at which they would 
not have their convention duties to 
distract them. 

The group passed resolutions of 
sympathy on the recent deaths of C. 
K. Oakley of the Maryland association 
and G. F. McFarland of Maine and 
congratulated F. D. Moses of Pennsyl- > 
vania on his 30 years of service. 





Record Attendance | 
For Presidents Again | 


This years’s past presidents’ dinner 
during the NAIA convention in New 
Orleans had the largest attendance 
ever, 45, and had 14 past presidents 
on hand. Robert E. Battles of Los 
Angeles was the host. 

The dinner featured New Orleans 
specialties and the entertainment was 
N.O. jazz. Payne H. Midyette of Tal- 
lahassee, who had planned to be there, 
was unable to make it at the last 
minute. 











to protect the public interest as to 
the agent’s end of the business,” he; 
said. The problem of raising | 
standards of insurance representation 
is beyond reach of either laws or de- 
partment administration, good as that 
may be. 

Most of the job of raising those 
standards is put to the agents them- 
selves, Mr. Northington declared. : 

Agent organizations help in this 
area by bringing about frequent in- 
terchange on common problems and 
objectives. This has helped increase 
technical knowledge and_ develop 
group conscience. 

There are, he said, plenty of op- 
portunities and rewards for the com- 
petent, professional agent of person- 
al and business integrity. 
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NAIA NEW ORLEANS CONVENTION 


TO THE NATIONAL ASSOCIATION OF INSURANCE AGENTS ON ITS 62ND ANNIVERSARY 


Agents, in recognition of their obligation to the public, stand for and firmly advocate the principles of the American 


reeling: 


Agency System and the sale of sound capital Stock company indemnity. Only through upholding these highest prin- 
ciples of insurance will they enjoy greater prestige and security for capital Stock insurance. 

THE WESTERN MANAGERS AND CHICAGO MANAGERS whose names appear on this page believe in and endorse 
the principles of the American Agency System and represent companies that, of course, offer only sound capital Stock 


insurance protection. Through their close contact with agents they offer their facilities and services in the proper 
conduct of the business, and through this medium send greetings to the National Association of Insurance Agents. 
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Fact Finding Trend Reflected In 1958 
Deliberations Of Agents’ Association 


(CONTINUED FROM PAGE 9) 


emphasized that the survey and ques- 
tionnaire forms for the flat cancella- 
tion study were approved by an all 
industry committee on flat cancella- 
tions through Inter-Regional Insur- 
ance Conference. 

As the administration changed hands 
from Louie E. Woodbury of Wilming- 
ton, N. C., to Archie M. Slawsby of 
Nashua, N. H., the electioneering for 
the vice-presidential post and for two 
memberships on the executive com- 
mittee subsided. The campaigning was 
vigorous but so far as could be learned 
not bloody. There were more candi- 
dates for the executive committee 
posts than usual, but this was re- 
garded as a good thing, basically. It 
indicates more than usual interest in 
the association. After all, it would be 
a really bad sign if everyone were try- 
ing to avoid these jobs of work and 
they have become that. 


What About Filing 


One of the frequent questions heard 
in the corridors was what is holding 
up the filing of the new homeowners 
of Multi-Peril Insurance Conference. 
H. F. Perlet, manager of MPIC, in his 
address to the convention, said the 
forms have not been filed yet any- 
where, but they will be very, very 
soon. 

The national board of state direc- 
tors approved the change in the dues 
allocation formula proposed by the 
committee headed by Past President 
Kenneth Ross, Arkansas City, Kan. 
This will reduce the maximum debit 
and credit from 20% to 15%. Mr. Ross 
explained that this will affect the 
credit of 24 states and the debit of 
13. It was agreed that no change will 
be made in the population factor un- 
til 1961, when the 1960 census figures 
will be available. 


Ad Film Shown 
The film explaining the proposed 
1959 advertising campaign was shown 


to the directors and also at the work- 
shop session Wednesday morning. 


In the awards dvision, Florida 
practically captured the field—win- 
ning the fire and highway safety 


trophies and then going on to capture 
the Bowen award and Sparlin cup. 

The Connecticut membership trophy 
went to Iowa, and the Walter H. 
Bennett memorial award for excel- 
lence in, local board activities to the 
Greater Miami board. 

While there was plenty of purchas- 
able entertainment in and around New 
Orleans, there was also some fine fa- 
cilities of this kind connected with 
the convention. Continental-National 
group provided a great deal of it and 
sponsored the Dixieland jazz jamboree 
Tuesday night which was the only 
general convention feature except the 
“banquet. Great American was host at 
ladies headquarters. Chubb & Son, 
North America and Hartford Fire did 
ery well at lunching and coffee times. 

North America also sponsored a ra- 
dio program during the convention 
which proved quite popular. President 
Woodbury and other NAIA leaders 
appeared on the news program of 
Henry Dupree of station WWL. Mrs. 
David A. North of New Haven was a 
participant. The North agency is 115 
years old, and has represented North 
America more than 75 years. Others 
included William P. Welsh of Los An- 
geles, past president of NAIA, Mrs. 
Leona Kirchem, Louisiana Fire Insur- 





ance Commissioner, and Manager 
Frank C. Dunkley of the Kansas as- 
sociation. 

The programs were on the air half 
an hour Sunday and at 8:45 a.m. and 
6:15 p.m. daily from the Roosevelt. 
North America featured its new in- 
stallment payment plan-Inamatic. 

A new feature in entertainment was 
introduced when Herbert S. Brewer 
of Lockport, president of New York 
association, and Mrs. Brewer were 
hosts to NAIA leaders, New York 
agents, and others Sunday evening at 
a cocktail party. More than 125 at- 
tended the affair, which was held in 
the Brewer suite at the Roosevelt. 

While the agents occupied the spot- 
light and did a lot of work themselves, 
the members of the headquarters staff 
were at it night and day. George S. 
Hanson, executive secretary and gen- 
eral counsel, and the others, Maurice 
G. Herndon, Mrs. E. R. Coryell, George 
S. Cross, James R. Matthews, Geoffrey 
A. Potter, Carlton E. Thomas, Law- 
rence F. Smith, Peter P. Long, Charles 
W. Barnardae and Mrs. Emmy Snyder. 


Fictitious Group 
Evils Discussed 
At Workshop 


(CONTINUED FROM PAGE 9) 
similarity of teachers associations as 
under a_ single control, who tells 
teachers how to drive? They do not 
even resemble the employes of a 
fleet-rated risk, where the insured 
can establish some control over busi- 
ness driving. 

What to do about groups? Mr. 
Battles said let local, state and na- 
tional associations know at once—with 
all the facts and figures available. 
Approach the group itself, to explain 
away the fallacies and offer service. 
Especially, ask individual members if 
they understand the “consumer-co- 
operative implications” of what they 
are doing. And, tell the commissioner 
too, pointing out specifically why he 
is being told. Is there unfair discrim- 
ination? Excessive rates? Are rates too 
low ?Perhaps the group involves un- 
licensed personnel, unlicensed com- 
panies. The “bait” is the discount and, 
Mr. Battles suggested, this could be 
rebating. 


Director Gerber Speaks 


Joseph S. Gerber, insurance direc- 
tor of Illinois, said the insurance 
regulator must review “this compli- 
cated problem” entirely. If group 
reduces cost of coverage, those who 
oppose it have a trying task, seeming 
to be opposed to public interest. Some 
of the points of possible violation are 
avoided by some groups. Solicitation 
by unlicensed persons, for example, 
is not always there, for some times 
licensed insurance men are willing to 
handle the work. Similarly, there are 
“numerous incidents” where admitted 
comyé@nies are writing the business. 

At present, Illinois law does not 
perfiit property and casualty groups, 
Mr. Gerber said this is probably the 
situation in many other states. So 
long as this is so, insurance men can 
oppose groups in good conscience. If, 
however, the legislatures see fit to 
enact permissive law, the commission- 
er will have only one area of concern 
—whether the rates involved are un- 
fairly discriminatory. 


FieNATIONAL UNDERWRITER 





Early arrivals at 
Half col meas. bf 
the Hanover suite 
in New Orleans 
during the NAIA 
convention were 
Joseph Jf. Dillhoff 
of Cincinnati and 
Mrs. Dillhoff, and 
Paul E. Bahr, vice- 
president of the 
company at Chi- 
cago. 
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Urges Agenis To Follow Ark. Pattern To 
Negate Five-Point Reduction On Auto 


The recommendation that other 
states use the method followed by 
Arkansas in preventing National Bu- 
reau and National Automobile Under- 
writers Assn. from getting approvals 
of automobile rate filings which in- 
clude a five-point reduction in the 
acquisition or production cost factor 
was made to the southern agents con- 
ference meeting during the NAIA 
convention in New Orleans. 


J. O. Hatch Makes Resolution 


J. O. Hatch of Savannah, chair- 
man of the conference’s casualty com- 
mittee, made the recommendation. 
The Arkansas association was suc- 
cessful in combating the cut in com- 
missions by means of a reduction in 
the production cost factor by develop- 
ing strong opposition in the insurance 
department and elsewhere, including 
the governor. The Arkansas commis- 
sioner three times has turned down 
filings which included a commission 
reduction. Now the bureaus are re- 
filing without such a reduction. 

This method, Mr. Hatch believes, is 
the only one that has a hope of suc- 
cess. This effort by the bureaus is an 
attack on the traditional way of re- 
imbursing agents, he said. If agents 
accept it, there is no telling how far 
the companies will go. If rates are 
reduced enough, on the company 
theory that this will enable agents to 
compete, then the agents can’t com- 
pete because they can’t provide the 
service that is their strongest com- 
petitive weapon, he declared. In ‘states 
where commissions have been reduc- 
ed, the companies haven’t relaxed 
their stringent underwriting, so they 
are not getting direct writer risks, he 
added. Many states have tried to 
negotiate with the two bureaus but 
the conferences have not been satis- 
factory. The bureau spokesmen say 
they are not concerned with commis- 
sions, they just formulate the rates. 


Marine Corps Will Choose 


Dave Johnson of Pensacola, president 
of the Florida Association, said the 
Marine Corps has sent out notices 
that it is going to select one producer 
for insurance in connection with all of 
its “non-appropriated funds” business. 

This, the Corps says, is in the in- 
terests of economy and to get uniform 
insurance, Mr. Johnson said, and 
urged SAC to get busy and forestall 
the plan. 

One agent said coverage under the 
broad dwelling form of electrical ap- 
paratus ought to be cleared up. For 
though the form is certainly broad 
enough to cover such losses, com- 
panies are denying the claims. 
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Lee Meyer of Meridian, Miss., who 
has succeeded Bernard Olasov of 
Charleston, S.C., as chairman of the 
property committee, said the all pur. 
pose endorsement the committee had 
worked up has been adpoted and is 
being tested by Southeastern Under. 
writers Assn. It eliminates six other 
forms. 

George Skipper of Jackson, Miss, 
chairman of the conference’s legisla- 
tive committee, said reports from the 
various states show the difficulty of 
getting agency qualification laws and 
the danger that they may be weakened 

(CONTINUED ON PAGE 60) 


Board Secretaries 
Meet: Elect Curtis 


The local board secretaries at their, 
meeting during the NAIA convention| 
in New Orleans elected Jack L. woe 





of Dallas, chairman to succeed R. W. 
Barnes Jr. of Louisville. F. F. Ludolph 
of San Antonio was elected secretary. 

This is the one chance in the year 
that local board secretaries and man- 
agers have the opportunity to confer 
and exchange views and trade ideas 
for meeting the problems of their of- 
fice. As Joseph H. Bishop of Cleveland 
pointed out at the meeting in New Or- 
leans, the managers, meeting on thei 
own initiative for several years now, 
have developed a working organiza- 
tion that is proving highly practical to 
the members. They exchange expefi-\abgtractor 
ence on the details of local board op-| Accident & 
eration, ideas on handling bulletins 
and advertising, membership, develop- 
ing the interest of members, filing sys- 
tems, etc. 


800 Local Boards Exist 


There are, he noted, about 800 local 
boards, but there are strong ones in 
only about 25 of the major metropoli- 
tan areas. 

John W. Daniel of Houston spoke to 
much the same effect. The secretaries 
now have a pretty cohesive group and 
are getting real assistance out of it 
The leadership of NAIA recognize 
the grass roots strength of these Trors & C 
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pointed out that local boards ha 
problems that are peculiar to th 
and are not met by nor discussed 0 
state associations or the national. 
Phillip H. Cassidy, executive direc 
tor of Iz .rance Agents Assn. of Los 
Angeles, made his first trip, as did P15 W. sacksc 
Derral Clark of Milwaukee. rr pe . 
attending were Willard Krom of Ci 
cago and Joseph H. Schweer of Cin- © WASHING 
cinnati. Quarter 
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i-\Abstractors Liability 


October 10, 1958 


Commissioner Joseph A. Navarre of 
Michigan, whose discussion of the fed- 
eral investigation of the business and 
its regulation by states is treated else- 
where in this issue, rewrote the in- 
troduction to his speech just before he 

ve it. In the new introduction he lit 
jnto Sen. O'Mahoney, who is directing 
the anti-trust and monopoly subcom- 
mittee’s inquiry. 

Al Goldsmith, editor of Washington 
Insurance Newsletter, called Mr. Na- 
yarre at New Orleans, he said, to say 
that Sen. O'Mahoney had commented 
on remarks Mr. Navarre was report- 
ed to have made at the meeting of the 
Michigan association last month as re- 
ported in THE NATIONAL UNDERWRITER. 

Mr. Navarre said he was reported 
as follows: “The seriousness of federal 
involvement in insurance is not fully 
appreciated by agents, Mr. Navarre 
declared. He pointed out that Sen. 
O’Mahoney’s statement in the opening 
of the investigation said in effect that 
the individual concept of business is 
doomed and that the day of the inde- 
pendent business man is gone. This is 
a challenge and that will call for 
tough fighting, Mr. Navarre observed.” 

Sen. O’Mahoney’s reply, according 
to Al Goldsmith, was, “It (the state- 
ment in THE NATIONAL UNDERWRITER) 
| nstitutes what I believe to be a gross 
and willful misrepresentation of the 
insurance study. We are seeking to 
prevent monopolistic control of the in- 
isurance industry by unrestricted. un- 
supervised abuses in this field. The 
| dldanee already gathered in our avi- 
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0‘Mahoney Says Navarre “Vaporizes;”’ 
Navarre Gives Him The Vigorous Retort 


ation hearing demonstrates that in- 
surance in interstate commerce is fol- 
lowing a course dangerous to free 
competitive enterprise—neither the 
insurance companies nor the insurance 
agents of the country should be misled 
by the vaporings of Navarre—but if 
he believes he has any facts to justify 
his statement, I shall be glad to invite 
him to testify before the subcommittee 
under oath.” 

In order that there be no question 
as to precisely what the Senator said 
in his opening statement on the day 
the hearings opened, Mr. Navarre 








Ernest Schoen, Houston manager, 
and James R. Graham, resident vice- 
president at Chicago, were among rep- 
resentatives of U. S. Aviation Under- 
writers whd acted as hosts to agents 
attending the NAIA convention in New 
Orleans. 
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Fire & Allied Coverages— 
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Suicide Waiver 

Travel Accident 

Twin Insurance 

Umbrella Liability 

Valued Business Interruption 

Warehousemen’s Legal Liability 

Water Damage 

Workmen’s Compensation— 
Excess per Accident or 
Aggregate 
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Quarter Century Devoted To Serving The Agent and Broker Exclusively 


urged everyone to read his statement 
in its entirety, and he offered to pro- 
vide volume I of the transcript to 
NAIA or to anyone else who would be 
willing to print the senator’s state- 
ment in its entirety. 

“IT have no reason for misquoting 
the Senator,” Mr. Navarre declared, 
“nor have I any desire to quote him 
out of context in order to mislead any- 
one with reference to what he said. 

“My vaporings, if such they are, 
were not, and are not, for the purpose 
of confusing or misleading anyone. It 


NAIA NEW ORLEANS CONVENTION 13 


seems to me confusion is a commodity 
we already possess in overly generous 
supply in Washington, D. C., as else- 
where. 

“I sincerely hope my citizenship re- 
sponsibility is of such quality as to 
stimulate in me a sincere desire and 
effort to improve the fortunes of my 
fellow citizens as citizens of their re- 
spective states and of the United 
States,” Mr. Navarre observed. 

“If such is not the case, I have 
been wasting some of the most pre- 
cious years of my life.” 





American. interests spend at least 


$200,000,000* 
A YEAR 


on overseas insurance. 
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with prospects, will help you, 


and agents through the coverage of 
their Jocal clients’ foreign risks. 


specialists i overseas coverage of American risks 
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Sales Plan Wins Vs 
Drought, Competition 
In Farming Area 


One local, independent agent solved 
the problem of marketing farm insur- 
ance against tough competition in an 
area which had been unfavorably af- 
fected by drought for several years. 
How he did it was outlined at the 
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breakfast of the rural and small lines 
agents during the convention of Na- 
tional Assn. of Insurance Agents in 
New Orleans by Dean E. Matthews, 
Ashland, Kan., a member of the NAIA 
rural and small lines agents’ commit- 
tee. C. D. Swett of Woodland, Cal., 
chairman of the committee, presided 
at the session. 

Mr. Matthews said three basic sales 
ideas were used, each a combination 
of old ideas applied to a current mar- 
keting problem. While they were suc- 
cessfully used in a very small town 
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and in rural area, the principles in- 
volved are universal and can be 
adapted to any area, he said. 


Three Marketing Problems 


The three marketing problems were 
(1) to get insurance to value on farm 
outbuildings, (2) to upgrade small 
dwelling amounts to put them within 
the range of homeownerrs and com- 
prehensive dwelling policies, and (3) 
to establish a new buying pattern for 
insurance on growing crops. 

The area in which the program was 
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WESTERN INSURANCE POLICIES are subject to 


This is our unchanging “Policy” for agents! 


Operating In 37 States With Nation -Wide Claim Service 


THE WESTERN companies 


THE WESTERN CASUALTY AND SURETY COMPANY 
THE WESTERN FIRE INSURANCE COMPANY 


















constant change, meeting the condition of the times 


and providing better protection, always at the best 


But there is a Western policy, just as important, that 
never changes. For forty-five years we have made 
one of our primary policies that of friendly help- 


fulness to our agents . . . and service second to none. 


HOME OFFICE 
Western Bldg., Fort Scott, Kansas 





October 10, 1953 


put into effect was a western Kansas 
county, 1,200 square miles in 

with a population of less than 5,009 
and in which the largest town had 
less than 1,500 population. The num. 
ber of farmsteads was 346. There was 
no industry. The land was 60% grass 
and 40% cultivated. Of cultivated lang 
approximately 51% was seeded to 
wheat. Cattle constitute a principal 
agricultural product. The rainfajj 
ranges from seven inches in drought 
years to 34 inches in good years. 

In 1956, Kansas agents had faceg 
three successive rounds of extended 
coverage rate increases for farms over 
a period of four years. Agents found 
themselves in a very unfavorable com- 
petitive position, Mr. Matthews point. 
ed out. Farm Underwriters Assn, 
collaborated with the conference com- 
mittee of Midwest Territorial Confer. 








ence, and with the conference com- a 
mittee of the various states, to produce } S#d in h 
its preferred farm rating plan. The Be Told 
plan, based on a system of rate credits New _ 
for better classes of farm buildings, | li TSP° 
restored the competitive position of he declar 
the agents and reversed the trend of | 22° ™ 
better farm risks going to locally dom- being or 
iciled mutuals, Mr. Matthews ex- — 
mee indemnifi 
Have To Get Enough Cover more. Le 
The new farm underwriting plan = ne 
has one defect, he said. If no effort et 
is made to get insurance to value, the = 2 
companies are placed in the position baal 
of reducing rates on a class that is P ae 
still not quite self-supporting. Insur- a = 
ance to value is the only remedy, he re oe 
Ajad | contract o 
Since the farmer does not take ' Preventio 

kindly to any attempt by anyone to 
tell him what to do, the problem was So, pre 
indemnifi 


how forcibly to demonstrate to him 
the present value of his property with- = loss 
out being officious, didactic, or pre- | Panles an 
sumptuous, Mr. Matthews said. This | sheer nec 
was the first problem to solve in his | multiplyi 
marketing program, and it required a on if th 
great deal of work. and meet 

The problem was overcome by pre- | More and 
senting in visual fashion to the farmer | ® think 
the results of a survey of his prop- \the cost 
erty. The effort here was not to tell | "ach. Th 
the farmer how much insurance to} Another 
carry but merely to provide him with }@bout to | 
a sound basis for judging how much | Sfication 
he should carry. Mr. Matthews illus- (/étions. It 
trated this with slides. tively sir 


PR to mil 
More On “Old Dwellings 


ithe busin 
The same procedure was followed last 20 ye 
to upgrade amounts of insurance on them. It 
old, small dwellings. Again, the basis | “PS nov 
of the solution was an appraisal of | mmated 
each dwelling. The results of the ap- _ cre 
praisal, together with agent’s pro- a educ: 
posed package, were presented in an — 
attention getting folder. The fact that pose apd 
the customer could see the picture of th gs 
his home coupled with his name had —. 
considerable sales impact, Mr. Mat- pa c thi 
thews stated. gen 
In connection with crop coverage, | a I 
the situation was that after five years ort 
of severe drought, worse than the} Major ar 
drought years of the 1930s there had 
been a considerable shifting of farm| Some p 
managers and operators in the county. would gl 
Many had given up and gone. More dents be 
units had been consolidated under |'elongs tc 
fewer operators, and many operators would tal 
were not customers of the agency. 











No Crops For Five Years 


There had been virtually no crops 
to insure for five years, Mr. Matthews 
explained. However, in this particular}? 
year there was a bumper crop coming 
on. Mr. Matthews believed that those 
who had previously bought from his 
agency might easily yield to sales 

(CONTINUED ON PAGE 20) TV, infor 
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sas e * willing to allow a far greater profit 
= | May Get Enough Public Relations To Solve iss 'ise tesines ‘set ever tas'veen FIA Not To Expand 
00 ‘ aie bi to Nena 
rad FP bl | Th A ou | S e problem is not one of public | N C| 
m- The ro ems n Is rea, { ips ays distrust or contempt, or of any im- nto ew asses, 
re Public relations is a phase of the lets, booklets for special types of DOsIeES | owen to have Engg ety 
ass insurance business which for too many audiences, teaching aids for education- "2 Gonalized. People find little to rl Stanley Tells NAIA 
and years lay misun- al institutions, adequate and consistent ‘“!° The problem ae of misunder- 
to derstood and most- communications within the business standing, he said. Yet if the industry Much has been said, and resolutions 
pal ly neglected but so that it will speak a common lan- ‘!ed to set up a truly adequate have been passed by producers and 
fall now seems to be guage in place of the frequently public relations program some years others, asking 
ght moving rapidly in- acrimonious babble heard today, and 28° Témember, he advised, that it was Factory Insurance 
to its proper place many other means of quick communi- "°* until after World War II that Assn. to expand 
ced as one of the major cation with the public. problems piled up, one upon the other, the classes of risks 
ded interests of the These are the tools of practical PR, and the need became clear. which it writes, 
ve casualty and sure- and their proper use at the right time Accomplished Some Things H. Sumner Stanley 
und ty business, Har- can and will do wonders for the ‘ of FIA told the 
om old K. Phillips, di- casualty business, he said. They will , 1° Moted that the business had, N AIA metropoli- 
int- rector of public reduce troublesome letters to manage- during those years, held the line tan and large lines 
me, relations for Assn. ment, remove obstacles that have —- compulsory, helped hold down agents’ breakfast 
aed of Casualty & stood in the way of getting fair rates, public protests against automobile in New Orleans? 
fer- Harold K. Philips Surety Companies, overcome public resistance by showing ee hier: years back, conducted It has been said 
om- | said in his talk on “The Public Must that insurance prices lag far behind public educational campaigns in sup- frequently that 
luce Be Told” at the NAIA convention in the price rises of practically every port of safety responsibility laws and roe, ee FIA was formed to 
™ New Orleans. Yet for public need, pub- other necessary public service and “0?  ,W2animous public Support, ; “Y meet Factory Mu- 
a lic responsibility and public service, commodity. In short, practical PR, stepped up accident prevention, dis- jy) competition. This is an oversimpli- 
NBS, | he declared, that business is second to properly used, will quickly and effec- tributed effective leaflets by multi- fication. FIA, Mr. Stanley said, intends 
< none in America. He said plans are tively create a vastly improved at- eae aes and is expected to be competitive cost- 
1 of being considered to expand the associ- mosphere of public understanding to Yet, he conceded, what was done wise with other types of insurers in 
om- | ations PR efforts. the betterment of everyone, including ‘“*S not complete enough—the busi- tpi, specialized field. FIA’s specialized 
€X- | Once, he said, insurance meant the public itself. ness left too many public misunder- jnspection and engineering work re- 
indemnification, that and _ nothing standings unexplained at all or ex- guyces losses and makes lower rates 
more. Legally, perhaps, this is stil] Business Is Too Timid plained in terms too general to be possible. But these rates are developed 
true. But the machine age, with the +17: : ' fully understood; it lacked continuity and promulgated by fire rating bureaus 
plan 4 y < Mr. Phillips believes the business —there has been a tendency in the 
automobile and more recent inventions : —not by FIA. 
fort ie bought the public greater con- has had some PR but not enough. business to let down as a problem 
the Silla but also enormously multi- The business is certainly far too timid approached solution when the pres- Won’t Compete With Selves 
ition | |. f : about answering attacks made upon it sure should be increased to assure 
._ | plied hazards to life, limb and fortune, )..,6) f liti : ¢ epomecting FIA te 
1t is ieee’ the business thet. it gely for political purposes. In re- sound educational results. Insurers are no p 
sur- i= f i beyond the CeDt years rising automobile liability ‘ compete with themselves, Mr. Stanley 
he | pro Pe end a Hers % Poe © rates have brought publicity that was PR Often Too Passive declared. But aside from that, he said, 
contract o e cation. as bad as it was uninformed. The whole PR history of the business Tate reductions just by virtue of in- 
take | Prevention Is Added _ However, broad public resentment has been one of waiting until it was all surance in FIA when there is no 
e to f . : is limited largely to price. Surveys of but overwhelmed by a problem before prospect of reducing losses through 
was ; 50, prevention took its place beside the public’s opinion of the casualty seeking the public support which engineering just are not in the cards. 
him | indemnification. The vast accident and business show that a_ substantial alone would correct it, whereas it FIA engineers would be hard pressed 
vith- | ther loss prevention services of com- majority of the public thinks the should have launched its attack at to develop recommendations which 
pre- panies and agents were conceived in business is as honest as any other, the first threat of trouble, he said. would materially | affect ; losses in 
This | Sheer necessity, he said. With hazards the same majority would rather buy But real progress has been made multiple tenant office buildings, public 


1 his multiplying endlessly, leaders knew 


insurance from the companies than 
the government, and a great majority 


and there is heartening promise of 
great progress in the not-too-distant 


school systems, chains of motels and 
the like, he observed. Any member 


ed q | that if they were to stay in business 

and meet mounting public needs for 
more and more insurance, they had 
to think about price effectively, lest 
the cost soar beyond the people’s 
reach. Thus, prevention was born. 
e to| Another equally important term is 
with )about to take its place beside indem- 
much | Dification and prevention—public re- 
illus- { lations. It would have been compara- 
tively simple and inexpensive with 
PR to minimize most of the problems 
the business has encoumtered in the 
last 20 years, and to prevent many of 
them. It is amazing, then, that the 
steps now in motion were not con- 
summated years ago. 

The creation of a public information 
and education program that will be 
adequate, effective and permanent, 
will correct present public misunder- 
standings and prevént new ones by 
the very simple process of making 
public the facts about the business, 
accurately and consistently, before 
they get into circulation piecemeal and 
in distorted forms, he declared. 


Major Arm Of Management 


thinks the business is making too 


company of FIA can do equally well 
much profit but would be perfectly 


(CONTINUED ON PAGE 1%) 


future, he said. “We are expanding.” 
(CONTINUED ON PAGE 20) 
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Some public relations practitioners 
would gladly agree to have their 
dlients believe everything clients do 
belongs to public relations, and they 
would take over management. Mr. 
Philips does not agree. PR can accom- 
tlish far more as a major arm of 
Management than as management 
crops | itself, 
ithews} Practical PR interprets the policies 
ticular }@ad decisions and acts of management 
oming;" simple, easy-to-understand lan- 
those}sage to the public, he said. The 
m his}thannels for accomplishing this are 

sales | the newspapers, magazines, radio and 
TV, informative and interesting leaf- 


Complete, efficient protection to the limit of the policy coverage—skillful inventory, 
air-tight preparation of loss claims—anywhere in the United States and Canada— 
all thru a phone call to your nearest accredited NAPIA Member. 


For list of Accredited NAPIA Members and more detailed information 
on how NAPIA can serve you in the U.S. or Canada—write . . . 


* NATIONAL ASSOCIATION PUBLIC INSURANCE ADJUSTERS * 1613 Munsey Building * Baltimore, Maryland 
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16 NAIA NEW ORLEANS CONVENTION 


Carroll W. Laird 
Jr. of New Or- 
leans, J. Kenneth 
Sadler, New Or- 
leans, manager, 
Robert E. Wallace, 
vice-president at 
the home office, 
and C. J. Blanda 
of New Orleans, 
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The state asso- 
ciation executive 
secretaries at the 
NAIA convention 
in New Orleans re- 
elected Tom C. 
Johnson, shown in 
the center, as 
chairman, and 
Richard C. All- 
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Robert W. Criswell of Aetna Casualty, John S. Sheiry, Bridgeton, N. J., : : 
agent, Mrs. Brown, and Robert E. Brown of Aetna Casualty, shown chatting At North America’s headquarters at the NAIA convention in New Orleans, 
during the NAIA convention in New Orleans, in the company’s hospitality from the left, E. L. Zalinski, executive vice-president Life of North America, 
suite. Maurice J. Hartson, New Orleans agent, R. G. Osgood, vice-president of North 
America, and R. S. Robins, vice-president of Indemnity of North America. 
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Charles E. Freeman, Springfield F.&M., Floyd E. Curtis of Helena, Ark.; W- Barnes Jr. of one prod 
Stanwood R. Searles, also of the company’s head office, and Parker A. Wiggins, ouisville, retiring urs, i 
New Orleans manager, shown at headquarters during the NAIA convention, ¢hairman. ' : : pnon-stock 
Mr. Curtis, who is marking his 25th year as an agent, is mayor of Helena. = : : ona sit 
applicatio 
100% of 
9 review, a 
ad : : ~,. {cation lett 
* o 7 ‘ lever, whe 
‘ P : a portion 
: FIA proc 


At Maryland 
Casualty’s head- 
quarters in New 
Orleans during the 
NAIA convention: 
Seated, Harry C. e 
Michael, retired ‘ its represe 
vice-president, and \ ets in neg 
Mrs. Peterson; and { he said. 
standing, William 
A. Brown, Mem- \ Operates | 
phis manager; C. , He poi 
H. Peterson, vice- : uclear 
president, and Assn., wit 
William N. Car- a ity of mo 
roll, assistant . it al This amor 
agency director. 7 oe P89 milli 
Tesuranx 
NEPTA to 
Marshall B. Simms, left, and Robert W. Harvey, right, of Continental Na- frillion a 
tional, shown at the group’s hospitality suite during the NAIA convention im | There 
New Orleans, flanking John J. Batenburg of Racine and Insurance Director Managem 
Joseph S. Gerber of Illinois. FIA is avs 
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FIA Not To Expand 
Into New Classes, 
Stanley Tells NAIA 


(CONTINUED FROM PAGE 15) 
in the area of general business, and 
is where the business belongs. 
The competition in these classes is 
keen, he conceded. But FIA isn’t 
about to enter these fields just be- 
cause its competitors have done so. To 
do so would be to duplicate facilities 
member companies now maintain for 
these classes of business and would 
probably end up increasing costs. 


Describes FIA Services 


He described FIA’s field inspection 
operations, which are carried on by a 
staff of 400 trained engineers, working 
out of field offices located in 20 of the 
principal cities in the country and 
reporting to regional offices in Hart- 
ford, Chicago and San Francisco. Most 
of these field men are graduate engi- 
neers, and all have had special train- 
ing in industrial fire protection. In- 
cduded in this training is an extensive 
course of instruction in FIA’s fire 
protection laboratory, which is be- 
lieved to contain the largest assembly 
of fire protective equipment for 
educational purposes. The facilities of 
this laboratory are available to insured 
and their personnel. 

FIA attempts to engineer a plant 
pefore it is built. Afterward FIA 
engineers visit each insured property 
at regular intervals, after several 
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and 25 FIA engineers have been 
given special training in the nuclear 
energy field and have appropriate 
security clearances to conduct the 
necessary inspection work. 

Mutual Atomic Energy Reinsurance 
Pool has a capacity of $6.8 million, 
plus quota share foreign reinsurance 
of around $3 million for total of 
approximately $10 million. 

Reinsurance arrangements have 
been made between NEPIA and the 
mutual pool so that each risk under- 
written by either is shared in propor- 
tion to the relative capacities of the 
two groups. It works out to 84.8% for 
NEPIA and 15.2% for the mutuals. 

Business interruption is not avail- 
able for nuclear reactors at the present 
time but is available for fuel fabrica- 
ting and processing plants. 

Twenty-five years ago, Mr. Stanley 
observed, the chief competitors of FIA 
wrote twice as much business as FIA. 
Today FIA is writing more than the 
combined amount written by all com- 
petitors on its class of business. FIA 
writes insurance on approximately 
60% of the largest 500 corporations 
in America. 


Navarre Tackles 
O’Mahoney Concept Of 
Business Regulation 


The investigation of the insurance 
business and the stewardship of the 
states as regulators is the purpose of 
the Senate anti-trust and monopoly 
sub-committee, Commissioner Joseph 
A. Navarre told the NAIA convention 
in New Orleans. He said Sen. O’Mahon- 
ey is preoccupied with the idea “that 
the regulation of commerce and in- 
dustry is falling to a greater and great- 
er degree into the hands of a few per- 
sons who hold major positions in in- 
dustry.” 


Inferring O’Mahoneys Beliefs 


Although Sen. O’Mahoney knows 
what Congress declared in public law 
15 relative to what was in “the public 
interest” concerning the regulation of 
the insurance business, Mr. Navarre 
said, it must be inferred from his 
statements that O’Mahoney believes 
that regulation by Congress is neces- 
sary if interstate and foreign com- 
merce is to be kept free. 
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Mr. Navarre emphasized Sen. O’Ma- 
honey’s interest in the concentration 
of economic power in the U.S. But, he 
declared, if the concern of O’Mahoney 
is to prevent the regulation of com- 
merce and industry from falling to a 
greater and greater degree into the 
hands of a few persons who hold major 
positions in the industry, there is grave 
doubt that this can be accomplished by 
the federalization of insurance regula- 
tion. 

Backing up this view, Mr. Navarre 
quoted the American Life Conven- 
tion’s resolution endorsing state super- 
vision, which that organization adopted 
in 1905 and 1906. 

The investigative powers of Con- 
gress have become one of the facts 
of life in the U.S., Mr. Navarre com- 
mented. The Southeastern Underwrit- 
ers Assn. case resulted in holding in- 
surance to be interstate commerce in 
many of its aspects. Public law 15 is an 
act of Congress and is properly subject 
to a review. 

But, Mr. Navarre declared, a review 
ang analysis of some basic concepts 


of government in the U.S. may be in 
(CONTINUED ON PAGE 20) 





als, times a year. A report with recom- 
rica, ‘mendations is prepared after each 
ee. inspection and is forwarded to the 


oa via his agent or broker. 
Producers Can Help 


Here, Mr. Stanley said, producers 
can help. One FIA objective is to 
develop, if possible, profit for the 
companies. FIA soon would be closed 
\up if it consistently lost money. Most 
years it has made a profit. Mr. Stanley 
urged producers to assist FIA in 
jreversing the unprofitable loss trend 
br persuading their policyholders to 
comply with FIA recommendations so 
that FIA can maintain and improve 
its competitive position. 

He emphasized that FIA bends 
[every effort to avoid being used as 
a vehicle for twisting insurance from 
one producer’s office to another. Of 
course, if a risk is insured with a 
non-stock insurer, FIA will proceed 





application. Where the producer places 
100% of the business and desires FIA 
_ |teview, all that is needed is an appli- 
+. |cation letter from that producer. How- 
_ ever, where the producer places only 
a portion or none of the insurance, 
FIA proceeds slowly. In these cases, 
the producer instigating the applica- 
tion must secure a joint application 
ftom all interested producers or him- 
slf‘furnish a sole letter of authority 
fom insured and positive evidence of 
his control of the business. 

_FIA welcomes opportunities to send 
ls representatives to assist all produc- 
es in negotiating for eligible business, 
he said. 





Operates Nuclear Cover Pool 


He-pointed out that FIA operates 
luclear Energy Property Insurance 
Assn., with a ee underwriting capac- 
ly of more than $39 million per risk. 
amount is supplemented by over 
$9 million of quota share foreign 
Ninsurance, making it possible for 
EPIA to provide approximately $58 
Rillion at any one location. 
There is no NEPIA staff. The 
pnagement and engineering force of 
1s available to serve nuclear risks, 








on a simple letter of authority and- 
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Philips Says PR Could Solve Problems 


(CONTINUED FROM PAGE 15) 


He believes one of the most impor- 
tant steps his association ever took to 
improve PR was to decentralize its 
operations. Centralized PR from New 
York proved neither successful nor 
economical. So it established regional 
public relations field offices in Okla- 
homa and California. Their success 
was prompt and complete, and there 
now are such offices in Chicago and 
Florida. 

Four or five years ago Oklahoma 
was the most difficult state in the 
country. It was impossible to get fair 
rates, the business was under contin- 
uous attack in the legislature and 
press, and it was a sitting duck for 
any public official who needed a 
campaign issue. 

Then it opened the Oklahoma infor- 
mation office under a man of proved 
PR experience who had the respect of 
the press and public officials through- 


out the state. Within a year the press 
was supporting filings for fair rates, 
motorists were being warned to drive 
more carefully if they wanted lower 
rates, and the whole climate changed 
from one of carping criticism to re- 
spect and understanding. 

A similar result has been achieved 
in Florida, where what was done was 
to make the complete facts known to 
the editors through background in- 
formation sheets, news releases, leaf- 
lets, public speaking and similar tools 
of public relations. Editors were told 
why rates had to go up. 


Cure Louisiana Situation 


In Louisiana a former state official 
attacked the industry unfairly. It 
answered with blunt and unassailable 
facts in an address at the annual 
meeting of the Louisiana association. 
On another occasion Mr. Philip’s group 
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sent a speaker to Miami to make 
known some unpleasant truths, and 
his talk was carried live by every 
TV station in and around that city. 
One radio station kept him on the 
air for three consecutive hours an- 
swering questions telephoned in by 
automobile owners. 

Also the day has passed when the 
business treated high jury verdicts 
with kid gloves. It is telling the 
public plainly all of the conditions 
beyond the control of the insurers 
that keep forcing up rates to meet 
the rising cost of claims. And this is 
proving effective, he said. A promin- 
ent attorney in Miami, long a favorite 
stamping ground of plaintiff attorneys, 
wrote that he had tried nine cases 
recently and got a fair verdict in 
every one. The Cleveland Press was so 
impressed by publicity Mr. Philips 
sent out that it made a study of 
conditions in local courts and found 
not only that verdicts were being 
reduced substantially, but the plain- 
tiffs’ attorneys were seeking settle- 
ments out of court. 

Nearly 15 million “I Checked Up 
On The Cost of Automobile Insurance” 
leaflets have been distributed to auto- 
mobile insured. The press countrywide 
responded to it with favorable editor- 
ials. 


Propose PR In Every State 


His association is considering in- 
creasing the number of PR field 
offices so that every state will have a 
locally operated insurance information 
program administered by a seasoned 
and trained PR specialist, he said. The 
four present field offices administer 
seven to nine states, too many for one 
office. But a trained PR specialist 
could quite readily manage, from a 
centrally located office, local, public 
relations programs in four states. 

This has not yet been adopted. 
Other measures also are under con- 
sideration. 


Agents Can Help 


Agents can help, he said. A midwest 
agent, for instance, took a leaflet to 
the editor of his local newspaper, a 
big one. The editor was so interested 
he promptly asked how he could get 
more detailed information. This re- 
sulted in a big headline article telling 
the public the facts about rising auto- 
mobile rates. 

Other agents havé seen to it their 
local editor got a copy ‘of the léaflet, 
which has resulted in excellent edi- 
torial comments. Editors are eager for 
such information, Mr. Philips pointed 
out. 





Navarre Tackles 
O'Mahoney Concept 
Of Business Regulation 


CONTINUED FROM PAGE 17) 
order. He would like to know what 
O’Mahoney means by “our American 
free enterprise economy.” How does 
O’Mahoney define “competition” as it 
relates to the insurance business? What 
precisely under the law is the “prin- 
cipal regulatory responsibility” to 
which he refers? 

Without a clear cut understanding 
of the meaningful significance of all 
the terms and concepts involved in 
relation to the situation and the present 
circumstances, the investigation may 
prove everything or nothing, Mr. Na- 
varre declared. Without this, Mr. 
Navarre said he thought O’Mahoney’s 
description of his hearings as “the 
greatest guarantee that free govern- 
ment can be maintained” is at very best 
a pious hope. 
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Sales Plan Wins Vs 
Drought, Competition 


(CONTINUED FROM PAGE 14) 
pressure from other agents. Those who 
previously had bought  eclsewhep 
might be persuaded to buy from him 
There was an unknown number of 
new operators who as yet had no 
formed any habits of buying ingy,. 
ance 0n their growing crops. 

Here, Mr. Matthews needed to know 
the identity of the operators, their Jo. 
cation, and the size of their projec 
His program would need to bring the 
agency to their attention and convey 
the idea that the agency had some. 
thing for the operators that was bette 
than they could obtain elsewhere. 


Scraps Old Methods 


All old methods, sales letters, ang 
records were scrapped except for the 
dailies on hail and fire policies cover. 
ing standing grain. The market sur. 
vey began with approximately 2,009 
3x5 cards which carried a skeleton for 
recording the information about every 
quarter section of land in the county, 
The numbers of each quarter, section, 
township and range, plus the name of 
the owner, were recorded as they were 
shown on the township map. The cards 
were filed by township and range. 

The information then was checked 
to see whether the land was in culti- 
vation or in grass, and those: cards 
representing grass land were thrown 
away. The information also was que, chair 
checked to show the number of acres jmmittee, 
in cultivation, the correct name and |ion’s mem 
address of the owner (most township jan increas: 
maps are inaccurate in this respect) tember, 
the correct name and address of each {pyted to t 
operator, etc. The remaining cards, “y with 
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about 40% of the total, were then|i§6, Ohio 
ready for the next step. 


Co and Cali 
; c Ks embers, | 
History Of Buying Habits ss the 2,8 


All of the information on the re-| The com 
maining cards was posted twice, once pership boo 
to an owners’ file, and once to an op- by st 
erators’ file. All the old dailies then fions during 
were stapled into the proper folders fd and repr: 
which gave the history of the buying Mant 
habits of old customers. Since 51% of 
the cultivated land was seeded to| The com 
wheat, this enabled the agency toftves this | 
make reasonably close quotes. | sufficien 

The agency then sent letters to the the local be 
owners and operators. fompleted r 

An unexpected dividend came from 
the operation of the new file, Mr) 
Matthews commented. The agency} 
found that it attained from one to five 
new additional quotes from every sale 
to an operator. Also, with all the in- 
formation on hand, the agency was 
able to solicit fire insurance on stand- | 
ing graining with a minimum of trou-) 
ble and expense. 











Agency Earns $6.18 An Hour 


From the first 53 presentations of 
the survey on outbuildings, dwellings 
and ‘household goods, the agency 
secured a 23.5% increase in the dwell- 
ing amount and a 64.4% increase on 
outbuildings. There was a 41.9% in-] | 
crease in premiums. The time spent 
on the 53 risks was 131 hours, so that 
the results per hour of the time spent | 
was $6.18. Of those interviewed, 62% 
adopted the recommendations of the 
agency in full and without complaint} | 
or objection. 


The crop insurance promotion re- 75 
sulted in new business from neW | 
sources of $5,388 in premiums in hail 
and $1,301 in fire, for a total of $6,690. i 
The total promotion expense, —— 

in 
the cost of building the file, mailings p—__ 


etc., came to $606. 
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sTORY OF COMMITTEE REPORTS 





—__ 


With more problems facing agents 
today than in a long time, perhaps 
more than ever be- 
i fore, it is not sur- 
prising that sever- 
al of the commit- 
tees of National 
Assn. of Insurance 
Agents, which re- 
gard their work as 
year-around, were 
somewhat busier 
the past year than 
usual. This is re- 
flected in the com- 
mittee reports, 
which were put 
into the record at New Orleans. 
Such matters as a 33,699 mark in 
membership, a dwelling package pol- 
icy in the construction of which agents 
had a material participation, a survey 
of the giant motel business for in- 
surance marketing purposes—these are 
afew of the highlights from the com- 
mittee reports. 





Frank R. Bell Jr. 





Membership 


Kenneth H. Bair Jr. of Albuquer- 
que, chairman of the membership 
cres jcommittee, reported that the associa- 
and |tion’s membership stands at 33,699, 
ship jan increase of 729 members since 
ect) September, 1957. Thirty states contri- 
each (buted to this record. In particular, 
ards, jowa with 148 net gain, Florida with 
then fg, Ohio with 80, New York with 

72, and California, which, with 68 new 
wees became the first state to 
ss the 2,800 mark. 
» re-| The committee’s redesigned mem- 
once pership booklet, of which 10,000 were 
1 op- sed by state and affiliated associa- 
then tions during 1957-58, is being improv- 


ders €d and reprinted. 
tying Manual On Way 
% 0 


y to tives this year to accumulate materi- 

| sufficient to revise and republish 
o thefte local board manual. Although the 
fompleted manual is not yet available, 


d fe committee has made extensive 


from 


there is sufficient material in the New 
York office for the new local board 
and membership committee to com- 
plete this project next year. 

The committee made three recom- 
mendations. It asked for a display of 
outstanding entries of the Walter 
Bennett memorial award at every 
NAIA convention, a breakdown of the 
monthly membership report into di- 
visions with a committee member 
named over each division, and recog- 
nition of all states of the activities of 
their local boards. 


Property 


The property committee in four 
meetings with Multi-Peril Insurance 
Conference outlined some 50 basic 
recommendations on the new dwelling 
forms, Frank R. Bell Jr. of Charleston, 
W. Va., reported as chairman. At 
least 80% of these recommendations 
are incorporated in the new policies. 
The conference wanted the help of 
agents and was responsive to their 
views. In early August the committee 
was invited to New York and, with 
the executive committee of MPIC, 
went over the completed policies just 
prior to their release and subsequent 
filing. Filing of the new forms, it is 
hoped, will be completed by year end. 


Commercial Form Under Review 


The report noted that MPIC now 
has begun a comprehensive review of 
the commercial property policy. The 
agents’ committee expects to be in- 
vited to counsel with MPIC officials 
and committees on this form. 

Continuing meetings with Inter- 
Regional Insurance Conference have 
been most beneficial, Mr. Bell com- 
mented. In May, that organization 
advised all fire rating bureaus to re- 
vise their experience exhibits prepar- 
ed in connection with rate revision 
filings. Under the revised plan, the 
period of experience would be changed 
to six years and the more recent 
years would be appropriately weight- 


Agents Work Year Around To Improve 
Cover, Membership, Skill, Efficiency 


ed by formula. Such an approach ob- 
viously introduces the trend factor. 

A little later on, Inter-Regional for- 
warded an advisory revision to all 
appropriate bureaus on business in- 
terruption insurance. A complete revi- 
sion of U&O forms has been in the 
making for some time. While the sub- 
ject had been discussed with agents 
in recent years, the property commit- 
tee did not have the opportunity to re- 
view and offer suggestions in this in- 
stance prior to the release of the 
advisory bulletin, Mr. Bell noted. 


U&O Recommendations 


The recommended revisions include 
one gross earnings form for mercantile 
and non-manufacturing risks which 
contains a few minor editorial 
changes. There is a single gross earn- 
ings form for manufacturing risks, 
which is endorsed to exclude or in- 
clude ordinary payroll. The form has 
been broadened to eliminate the 30- 
day limitations on new stock and stock 
in process. Finally, an agreed amount 
endorsement can be made a part of 
the mercantile and non-manufactur- 
ing form. Agents believe revisions rep- 
resent improvements. Mr. Bell noted, 
however, that agents feel even greater 
improvement could have been obtain- 
ed. Even though the advisory bulletin 
had been out for several months, the 
property committee has presented to 
Inter-Regional an extensive set of 
recommendations on the new forms. 

Inter-Regional is observing the op- 
eration of the new and simplified de- 
ferred premium payment plan now 
in use in the far west, to determine 
if there are any defects. It is Inter- 
Regional’s intention to issue an ad- 
visory bulletin prior to the end of the 
year for all territories, suggesting im- 
mediate filing and introduction of the 
new deferred premium payment plan. 

One large direct writer has secured 
approval of a northeast state of a 
filing on dwelling rates in which the 
available water hydrant factor was 
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abandoned. The implications of this 
procedure are far-reaching, Mr. Bell 
believes and his report urged agents 
to determine whether any such filings 
have been made in their states. If so, 
Mr. Bell asked them to advise the 
New York head office of NAIA. 

Some 20,000 copies of Insurance 
Guide for Churches have been distri- 
buted by agents and more than 40,- 
000 copies by National Council of 
Churches, according to Mr. Bell. A 
second project of this nature, an In- 
surance Guide for Associated Equip- 
ment Dealers, was prepared for that 
organization. In June the property 
committee was authorized to start 
work on a check-list for public school 
properties. 

The property committee is in the 
process of investigating the possibiJi- 
ties of creating a facility which would 
handle superior risks, those which do 
not presently qualify for the highly 
protected rating plan of certain or- 
ganizations in stock company ranks. 
It has been determined that Factory 


Insurance Assn. will not consider 
broadening its present underwriting 
practices. Several discussions have 


been held with company officials and 
organizations. The committee will con- 
tinue to pursue the subject, Mr. Bell 
reported. 


Casualty 


Agents are concerned with auto 
rate filings now being made on the 
basis of a reduced production cost 
factor, the casualty committee, headed 
by Donald A. Bolton of Jacksonville, 
Fla., noted in its report. The fact that 
the over-all expense factor is being 
considered in connection with these 
filings involves many problems that 
have previously been referred to the 
casualty committee for study. Among 
them are uniformity of policy forms 
and endorsements and the duplication 
of certain production cost factors. 

The committee believes these fac- 
tors must be considered in connection 
with the over-all automobile problem. 
These subjects are of such magnitude 
and involve so many different consid- 
erations that they merit the attention 
of a special committee to study the 
subject in cooperation with company 
and bureau committees, according to 
the report. 

The committee expressed its sym- 
pathy with the company position in 
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line facilities, blend well 
with outstanding field service, 
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with multi-billion dollar 
asset 
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the face of increasing loss ratios but| 
is equally concerned with the prob- 
lems of agents arising from increased | 
expense ratios and the loss of business 
to controlled agency companies. It is| 
also concerned with the auto classifi-| 
cation rating and rating system that) 
makes it comparatively easy for such 
companies to attract the more desir-| 
able classes of business and force| 
agency companies to be concerned} 
with problems in other classes, which | 
is inevitably resulting in the increased| 
use of assigned risk plans. 

While in general the committee has 
not dealt with actuarial matters, but 
has limited its discussions to those 
phases of coverage affecting produc- 
tion, policy and manual provisions in- 
volving actual situations or competi- 
tion and allied subjects, at the request 
of various bureaus, it has undertaken 
certain studies to provide information 
that may be of assistance to the bur- 
eaus. 
$2 Billion Motel Business | 


An example is the study of motels| 
throughout the country. This shows) 
that there are 57,000 motels with 
1,197,000 rental units in the U.S. These} 
units do a gross annual business of 
$2,078,419,500. Previous discussions 
have not indicated very much interest 
by many agents, and information in 
possession of the committee indicates 
that the majority of this business is in| 
non-bureau insurers. The number of 
motels range from 57 in Delaware to) 
7,808 in California. There is an aver-| 
age of 20 dwelling units to each motel. | 
The committee believes this is a big) 
potential opportunity for NAIA mem- 
bers. The committee has suggested | 
the need for a combination multiple} 
peril policy to tap this market. 


Must Broadcast Wishes 


The committee reiterated its belief 
that agents need to make their wishes 
known to their companies, and region- 
al and national rating bureaus and 
associations in order to get these 
wishes accomplished. The report em- 
phasized that where a_ particular) 
situation or demand exists, it be made 
known to the regional office or the; 
local committee of the particular bur-| 
eau involved. In this way, response | 
will be quicker and more effective. | 


Because of development and extend- 
ed use of multiple peril policies, the 
necessity for closer liaison between 
the casualty and property committees 
of NAIA becomes more apparent, Mr. 
Bolton reported. The committee sug- 
gested a special committee or sub- 
committee comprised of members of 
both committees, to consider the 
multiple peril problem. 


Sales Necessity Noted 


The casualty committee will con-| 
tinue its efforts to get broader cover- | 
ages. This is a sales necessity. Agents | 
can justify price differential if they 
have a better product to sell, according 
to the report. Mr. Bolton solicited 
recommendations of agents, state as- 
sociations and regional bodies on 
improvements. 

The committee has recommended to 
National Bureau that the use of other 
automobiles coverage be made pri- 
mary, and that the additional interest 
coverage be made excess. The purpose 
of this is properly to allocate losses 
on the basis of existing rating proced- 
ure and not, for example, put a class 
2C loss under a 1A policy in the case 
where the class 2C driver is driving 
a 1A automobile. Although this re- 
verses a long standing procedure, the 
committee believes it to be sound in 
principle. The automobile rating com- 
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mittee of National Bureau has referred 

===] jnis to its rules and coverages sub- 
ittee for study. 

The fellow employe exclusion con- 

tinues to be a source of annoyance in 








vy. 0. Schinnerer Robert Maxwell 

many cases and provides a distinct 
loophole in protection that agents feel 
should be available to the public. The 
committee has received numerous 
specific cases where this has worked 
a hardship. It specifically requested 
each state to bring to its attention any 
such cases so it can present to Nation- 
al Bureau the severity of the problem. 

Studies made during the year lead 
the committee to believe a combina- 
tion service station policy, if one were 
made available by bureau companies, 
would sell well. The mutuals an- 
nounced such a form during the year, 
and many independent companies have 
had such forms for many years. 

For several years the committee has 
sought extension of the present one 
es in| year limitation on the medical pay- 
ments term, but no adjustments have 
been made. 





Use Vs Ownership 


The committee is continuing its ef- 
fort to have the bureau eliminate the 
ranee |ony situation in automobile rating 
where ownership rather than use is 
been | the determining factor—1A car owned 
by a corporation or co-partnership 
requiring class 3 rates. The bureau 
automobile rating committee has, 
however, voted again to refer this 
jalled| matter to its rules and coverages 
‘subcommittee. 
eand| Revisions in garage liability and 
garagekeepers legal liability are being 
studied, and Mr. Bolton’s committee 
urged members to submit to it any 
ideas for improvement. 

Agents and company officials agree 
that despite actuarial inconsistencies, 
a public demand still exists for some 
form of safe driver credit. Realizing 
that a 10% credit necessitates some- 
thing in excess of an 8% increase in 
lam it is generally admitted that 


, And 


ever 








an increase presently would be unwise 
and difficult to get. If loss ratios ever 
improve to a point where reductions 
are indicated, the report stated, such 
reductions should be granted in the 
: form of a safe driver credit rather 
ES ‘than an across-the-board reduction. 
Under auto PHD agents continue to 
sess the demand for loss of use 


coverage on hazards other than colli- 
sion. 


Dy Urge PDL Cover In CPL 


The committee has recommended 
‘hat National Bureau consider includ- 
ng voluntary property damage cover- 
4ge at a nominal premium in the 
tomprehensive personal liability. If 
als were done on all risks, the 
crease in cost would be negligible. 
committee has discussed with the 
bureau the extension of medical pay- 
ments to include protection for named 
P Msured and family, in the CPL. 
nae “Ugh some problems are involved, 
members of the bureau committee felt 

ls would encroach upon accident 














N.Y. 













pur] 


FeNATIONAL 


cover. Agents pointed out that pre- 
cedence already had been established 
in connection with automobile MP. 
The committee reports no progress. 
Agents also want to include fire legal 
liability and broaden the contractual 
liability clause to include such things 
as the operation of automotive golf 
carts, which are coming into general 
use. A broader basic “package” policy 
could be made available at small 
additional cost, according to the report. 


Object To Special Charges 


The committee continues to recom- 
mend elimination of special coverage 
charges or to include only one such 
charge in a combination automobile- 
general liability policy, on the theory 
that the charges are inconsequential 
for a large risk; and impose an undue 
penalty on the small risk. The matter 
is still being considered. 

The committee has taken up with 
National Council on Workmen’s Com- 
pensation agents’ opposition to current 
revisions that recognize weekly earn- 
ings up to a maximum of $300, and 
agents’ efforts to get an agent of record 
acknowledgment on WC assigned risk 
policies similar to that used on auto 
assigned risk policies. The recognition 
of an agent of record on WC assigned 
risks already is effective in some 
states. Council representatives pro- 
mised they would pursue the matter 
further. 


Agency Management 


The agency management committee, 
Chairman Floyd L. Rice of Warren, 
Pa., reported, undertook an agency 
cost survey in New York state a year 
ago and simultaneously started the 
national flat cancellation study, which 
has been completed. 

The approach to the cost survey 
was different from anything previously 
attempted, according to Mr. Rice. For 
example, the committee developed the 
“cost per item” of operating. This 
greatly affects flat cancellations as 
well as other problems in agency 
operation. 

It was determined that 116 agencies, 
selected at random, would be required 
for study to obtain a representative 
sample, reflecting the approximate 
geographical dispersion of all the 
agencies doing business in New York, 
variation in premium volume, etc. Less 
than 50% of the required returns are 
in. The committee hopes to present a 
full report before year end. 


Conn. Study Completed 


A similar cost survey for the Con- 
necticut association, based on reports 
from 58 random selected agencies, has 
been completed. Data and conclusions 
from this study will be published 
shortly after the annual convention 
of the Connecticut association Oct. 30. 

The California, Iowa and Ohio asso- 
ciations have asked the committee for 
assistance in conducting cost surveys, 
Mr. Rice noted. These surveys, depend- 
ing upon the individual state associa- 
tion involved, will be initiated in the 
next few months. It is the hope of com- 
mittee members that the agency cost 
survey will be continuous, concentrat- 
ing on the membership of several dif- 
ferent state associations each year. 

One member of the committee, 
Robert L. Cook of Martins Ferry, O., 
has prepared a “Look Book” for insur- 
ance agency secretaries and policy- 
writers. Copies will soon be available 
for sale, Mr. Rice reported. He said 
it is something every office can use. 
It will save countless hours because 
it supplies answers to questions and 
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problems that arise frequently. It willof equipment and make recommenda- 


help in screening, hiring, and training 
new personnel. It is an invaluable 
reference to policywriting and renewal 
clerks for pertinent, but easily for- 
gotten, information, Mr. Rice believes. 

A special project during the year 
was a comparison study of available 


office equipment—adding machines, 
calculators, bookkeeping machines, 
electric typewriters, photo-copying 


implements, etc., Mr. Rice stated. The 
committee will report on the advan- 
tages and disadvantages of each piece 








and 


BOWES & COMPANY 


tions of those which are the most 
practical for use by agents. He said he 
hoped the committee will be able at 
the 1959 convention in Chicago to 
display and demonstrate recommended 
equipment. 


Rural And Small Lines 


Some states have adopted the spec- 
ial farm rating and survey plan which 
gives the superior type of farm credits 
in keeping with the reduction of 
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common hazards, C. D. Swett of 
Woodland, Cal., reported for the rural 
and small lines agents committee. 
Midwest Territorial Conference has 12 
or 15 states using the plan, with more 
to adopt it in the near future. There 
has been a definite leveling off of the 
migration from farms and farm resi- 
dence is becoming more stabilized. 
This should produce good experience 
and the benefit of the application of 
this plan should become more apparent 
every day. 

Many agents have expressed their 
desire for a package farm policy, and 
this matter has been under study by 
this and other interested committees. 


Coverage Program For Farmers 


Since it is necessary for agents to 
keep abreast of the revolution in 
farming methods, the committee is 
preparing a pamphlet that will aid 
members in providing a modern insur- 
ance program for the farmer, accord- 
ing to Mr. Swett’s report. Completion 
of research and planning should be 
accomplished in the near future and 
assignments made to each committee 
member who will participate in writ- 
ing the material for the pamphlet. 
The consolidation of properties for 
farming purposes makes it vital to 
establish a comprehensive insurance 
program. The complexity of modern 
farming necessitates a complete un- 
derstanding of the types of coverage 
available adequately to protect these 
customers. Due to expanded opera- 
tions, the farmer has become the logical 
subject for account selling. 

The report urged participation in 
the NAIA advertising program by rural 
and small lines agents. 

The committee is making a contin- 
uing effort to accumulate information 
from similar committees in_ state 
associations and territorial confer- 
ences, to get more coordinated effort, 
Mr. Swett reported. 


Physically Handicapped 

Robert Maxwell of Texarkana, 
chairman of the committee on employ- 
ment of the physically handicapped, 
suggested that if agencies are short 
of clerical help, they should hire the 
handicapped. NAIA has endorsed the 
work being carried on by the Presi- 
dent’s committee on employment of 
the physically handicapped, and is 
actively promoting the project. There 
are estimated to be between four and 
five million handicapped persons who 
could be used in business and com- 
merce, particularly in this era of 
automation. 

Two years ago, a local agent in 
Oklahoma City, a member of NAIA, 
Hugo Deffner, was honored by Presi- 
dent Eisenhower with the designation 
of “Handicapped Man of the Year.” 


Safety Record Is Good 


The handicapped worker’s produc- 
tion rate is as good as or better than 
that of able-bodied workers, Mr. Max- 
well pointed out. Handicapped workers 
have a lower rate of turnover. The 
safety record of the handicapped 
workers is about the same as that of 
the able-bodied but they have a lower 
rate for disabling injuries than unim- 
paired workers. Handicapped workers’ 
absentee records compare most favor- 
ably with, and are frequently better 
than, those of the unimpaired workers. 

The report urged agents to hire 
conscientious, skilled employes from 
the ranks of the physically handi- 
capped. 

In every state there is an active 
governor’s committee on employment 
of the physically handicapped working 
with the President’s committee. NAIA 
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Agents Can Help In 
Use Of Handicapped 


The impaired worker has inheren; 
ability and is a good risk, Gen. Melvin 
J. Maas told the NAIA convention, 
For years Assn. of Casualty & § 
Companies and National Assn. of Mut. 
ual Casualty Companies have em- 
phasized in many ways that 
disabled applicants does not increase 
the insurance costs of employers, 

Agents can help further the cause 
of the handicapped worker, he said, 
by employing such workers them. 
selves. Because they move around jp 
their communities, they can also 
spread the idea of employing such 
workers. Gen. Maas is convinced that 
the proper utilization of such worker; 
in the American economy makes a 
strongly favorable political imressinn 
on the peoples of other nations, jp. 
cluding those that are or may be in. 
fluenced by communism. 








members interested in this program, 
practically and idealistically, should 
contact the governor’s committee jp 
their states, Mr. Maxwell suggested, 





Educational 


J. Norvell Trice, of Richmond, Va, 
chairman of the educational commit- 
tee, reported that the new Agent's 
Marine & Aviation Insurance Hand- 
book has been completed and will be 
available for use and general sale 
shortly. The handbook parallels the 
format and context introduced earlier 
this year in The Agent’s Automobile 
Insurance Handbook. 

Though there are many good books 
on the subjects of ocean and inland 
marine and aviation, this is said to be 
the only one which discusses these) 
forms of insurance entirely from the | 
viewpoint of the agent. Three cover- 
ages have been combined into one 
handbook because of their close kin- 
ship. 








Sales Features Included 


Part 1 is devoted to ocean marine. 
It includes an analysis of the basic 
ocean marine policy, with essential 
underwriting and rating information. 
The third subdivision is the hull and 
yacht section, with underwriting and 
rating factors, as well as important 
sales features. 

Part 2 is devoted to inland marine, 
commercial lines and personal lines.} 
Sales tips are included for each type 
of contract. 

Part 3 on aviation includes a com- 
parison of aviation with marine insur- 
ance, and a practical discussion of 
coverage, underwriting, and _ rating 
factors in aviation hull and _ liability 
insurance. 

The objective of the committee, Mr. 
Trice pointed out, is to furnish a 
complete portfolio of practical and 
competitive insurance knowledge, and 
to make these facilities the best 
obtainable anywhere. Accordingly, the 
purpose of the NAIA _ educational 
program has been redefined to recog- 
nize the changing educational needs 
of the independent agent. 














New Introductory Book 


No longer will there be a separate 
introductory, standard or agency man-} 
agement series, as such. This is being 
replaced by one integrated program 
consisting of approximately 12 com- 
ponent units. The introductory course 
will soon be replaced by a single book 
entitled, An Introduction to Insurance 
and Agency Operations. 

The automobile handbook is the 
first component of this new series, 
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the marine and aviation handbook is 
the second. The Agent’s Multiple 
Peril Insurance Handbook, the third 


herent | ynit, will be published soon. A hand- 
felvin | pook on casualty and one on fire and 
ntion, | allied lines will be available during 
Surety | the year. 
Mut. The agency management section of 
em-| the new series also is in preparation, 
hiring} with the Agency Secretary’s Hand- 
Creag} pook, written by Robert L. Cook of 
Martins Ferry, O., forming the first 
Cause} part of this section. 
Said, Other elements of this new program, 
them.| such as a new discussion group man- 
nd in} yal and a brochure entitled, How to 


also} Organize an Effective Short Course 
such} School, are being prepared. 
d that Revisions of the handbooks will be 
orkers published in tear-out form in Ameri- 
kes a} can Agency Bulletin. 
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Compulsory Auto 


Dave R. McKown of Oklahoma City, 
reporting as a special one-man com- 
mittee on compulsory auto, stated that 
it is apparent each individual state 
has the problem of an organization to 
resist successfully the spread of com- 
pulsory. No single plan will prove 
effective in all states, he believes. 


Outlines Plan Of Attack 


He outlined a general plan of attack: 
Develop an awareness among state 
associations that more and more pres- 
sure is building up for compulsory 
insurance. Get states to organize in 
advance of legislative sessions to 
resist the spread of compulsory. En- 
courage state associations to recruit 
and train agents in every community 
| to see candidates for the legislature 


in 


be 





and start early to build adequate 
defensive measures. Encourage state 
associations to organize speakers’ bur- 
eaus to carry the message to as many 
“| organizations as possible. Continue to 
. | preach that accident prevention does 
in- 

not flow from compulsory but from 
rigid traffic enforcement. 

He emphasized that establishment 
of compulsory will almost certainly, 
in the end, lead to state funds for auto 
insurance, and that the imposition of 
compulsory is futile as a solution of 


on. 
the problem of irresponsible motorists. 
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Accident Prevention 


Alexander Dean of Minneapolis, 


lines.) chairman of the accident prevention 
h type} committee, pushed cooperation with 


other organizations on a state level, 


| com-) particularly in the fields of law en- 
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Areas of activity for the coming 
year include further developing con- 
tact between each committee member 
and the state committees in his region; 
continued emphasis on driver educa- 
tion in the schools; continued promo- 
tion of Assn. of Casualty and Surety 
Companies’ program of safety clubs 
in high schools and the Slow Down 
and Live campaign; eliminating the 
idea of safety awards among states 
which have not developed sufficient 
interest, and encouraging interest in 
accident prevention fields other than 
traffic, with particular emphasis on 
boating safety. In connection with 
this, a womens’ auxiliary has been 
started in Minnesota to alert the wives 
of member agents to safety and get 
them to aid in safety activities in their 
communities. This is being considered 
on a national level. 


Fidelity And Surety 


The fidelity and surety committee, 
whose chairman is Donald H. Denton 
of Charlotte, N. C., has been looking 
into the adequacy of the minimum 
premium charges on court bonds and 
certain other fiduciary type bonds. 
Agents are working with Surety Assn. 
of America toward revision of a 
number of these minimum premiums 
so that the charges will be equitable 
for public, companies and agents. 
Surety Assn. is studying the subject 
and will raise premium levels where 
this is justified. 


Bid Bond Countersignature 


The committee has started working 
toward removing the requirement of 
countersignature on bid bonds. There 
is no thought of suggesting any change 
of countersignature of final perform- 
ance, payment, or other contract bonds. 
As to such bonds, agents will continue 
to earn their countersignature com- 
mission and the states get the applica- 
ble taxes. 

But the surety companies, National 
Assn. of Surety Bond Producers, Sure- 
ty Assn. of America, Assn. of Casualty 
& Surety Companies, National Assn. 
of Surety Bond Producers, and National 
Assn. of Casualty & Surety Agents all 
agree that countersignature of bid 
bonds is an expensive, nonremunera- 
tive and wholly unnecessary procedure 
which should be eliminated, and have 
given their full support to the com- 
mittee in its effort. 

Agencies in North Carolina, Kansas, 
Missouri, Virginia, Iowa, Colorado, 
California, and Pennsylvania have 


the confidence of their companies are 
those who have complied with under- 
writing requirements. 


U.S. Chamber Of Commerce 


Victor O. Schinnerer, Washington, 
D. C., reported as representative of 
NAIA to the U. S. Chamber of Com- 
merce. 


Nuclear Energy 


Guy T. Warfield of Baltimore, past 
president of NAIA and chairman of a 
special nuclear energy risk committee, 
reported that recently a nuclear energy 
liability policy for suppliers and trans- 
porters has been drafted by Nuclear 
Energy Liability Insurance Assn. This 
is essentially a single interest contract, 
excess Over any applicable nuclear fa- 
cility policy. Such interests are cov- 
ered as architects, engineers, designers, 
manufacturers, contractors and others 
not connected with the actual opera- 
tion of a nuclear facility but having 
liability arising out of the nuclear en- 
ergy problem. 
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Maximum aggregate limits available 
at present for any one insured under 
this contract, he said, is $10 million, 
subject to a pool limitation of $46.5 
million applicable to all interests in a 
particular nuclear incident, whether it 
involves a facility policy and supplier 
policies or just a combination of sup- 
pliers policies. 


Fire Prevention 


The fire safety and civil defense 
committee, Chairman Simpson Stoner, 
of Greencastle, Ind., reported, again 
carried on its program entirely by 
mail because lack of funds made it 
impossible to hold a meeting. 

Many local boards are ‘carrying on 
fire safety programs. Fire safety 
booths have been set up at fairs and 
home shows. % 

Visit-building-officials-day was well 
received by building officials. The St. 
Louis board, in particular, had an 
unusual program. The committee is 
making an effort to have Fire Pre- 
vention Week observed by all local 
boards. 








HEARTY WELCOME 
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for a successful 


a pleasant visit. 
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WIIS Marks Six Years Of Speakers’ Bureau 





Approximately 100 members of the 
press and insurance representatives 
attended the annual meeting and din- 
ner of the speakers’ bureau of West- 
ern Insurance Information Service in 
Los Angeles. Sgt. Frank Crewe of the 
Los Angeles police department, point- 
ing out that 60% of the 401 traffic 
deaths in that city in 1957 occurred 
at night, said that of the three night 
driving problems—street illumination, 
headlight systems, and the driver— 
probably the driver could stand the 
most improvement. 

John T. Gurash, president of Merit- 
plan and secretary-treasurer of WIIS, 
observed that the fact that the WIIS 
speakers’ bureau, now six years old, 
has been so widely copied over the 
country, is testimony to its effective- 
ness and soundness. Originally estab- 
lished to combat criticism of the busi- 
ness and to explain the reasons for 
rate increases to the public, the bu- 
reau has assumed a broader respon- 
sibility in telling the public of the 
industry’s function and contribution 
to the economy. He also recommended 
that speakers stress the contribution 
of the business to safety and its lead- 
ership in accident prevention. 

Albert H. Wood, manager and di- 
rector of public relations of WIIS, 
who presided, introduced Thomas 
Reynolds, manager of the newly creat- 
ed Illinois Insurance Information 
Service. John G. Miller, southern 
California manager of Transit Casu- 
alty and general chairman of the 
speakers’ bureau, reviewed the new 
material in the speakers’ kits and 
stressed the value of continued pub- 


lic appearances as opposed to single 
talks. 

W. Russell Langtry, vice-president of 
United Pacific and WIIS president, 
said WIIS had proved the most val- 
uable investment the companies could 
have made. He presented certificates 
to speakers with five or more engage- 
ments. Special recognition was ac- 
corded Edgar Lion of Fireman’s Fund, 
with more than 40 talks, and to Milton 
A. Dunn of Gulf, Mr. Miller, and 
John G. Proctor of United Pacific, 
each with 33. Mr. Wood made 121 
speeches, he said, “but then that’s 
his job.” 

Shown in the accompanying photo- 
graph are, from the left, Mr. Reynolds, 
Mr. Gurash, Raymond A. McGuire, 
executive vice-president of Pacific Em- 
ployers and WIIS past president, and 
Vernon C. Dargan, vice-president of 
Gulf and vice-president of WIIS. 


Suggests Possible 
Answers To Auto 


Underwriting Loss 


W. P. Fischer, local agent at West 
Palm Beach, and past president Florida 
Assn. of Insurance Agents, writes the 
following suggestive comments on the 
automobile situation: 

Like most agents, I have of course 
been very much concerned about the 
unheard of loss ratio on automobile 
insurance and we have been doing 
everything possible in our agency both 
from the standpoint of underwriting 


and in the handling of claims. 

I have read numerous articles in 
the insurance press with reference to 
the loss experience and the resistance 
on the part of many insurance com- 
missioners to allow the companies 
adequate rates based on present day 
conditions. Although it would seem 
that the companies will eventually 
secure some relief through the courts, 
that is a long drawn out procedure 
and in the meantime there is every 
evidence that the companies will con- 
tinue to lose millions of dollars. The 
resultant shortage of facilities for the 
writing of automobile insurance is 
costing the agents and brokers thou- 
sands of dollars in commissions and 
many sleepless nights. 


Insurers, Agents Just Hope 


In most industries when manufac- 
turers are no longer able to produce 
their product at a fair profit, they 
look for and usually find a substitute 
on which they can make a profit. 
However, in the insurance industry 


eccemaereernas 


we always seem to prefer to sweat 
it out as has been done for the past 
several years, hoping against hope 
that next year will bring better re. 
sults. While we have perhaps been 
able to get by that way in the past, it 
certainly does not appear likely that 
we can do so under our present 
economy. 

Is it not logical to assume that few 
if any industries would try to turn a 
loss into a profit by reducing the 
commission to their sales force? That 
isn’t the answer in the _ insurance 
industry either, not withstanding the 
fact that it might set well with some 
of the insurance commissioners and 
perhaps reduce the difference in rates 
between bureau and deviating com- 
panies. 

Perhaps a fair analogy of the situa- 
tion of our insurance companies today 
is to say that they are like the land- 
lords who were caught by the shackles 
of rent control after the war and 
found it difficult to get relief no 

(CONTINUED ON PAGE 38) 





Fixes Blame For High Auto Rates; 





Chides Public, Agents, Companies 


(Herewith is a _ realistic editorial 
from the Charleston, S. C., News & 
Courier which analyzes the basic caus- 
es of mounting automobile liability 
rates.) 

A lot of Charlestonians who would 
howl their heads off at a hint of a 
tax increase are swallowing with indif- 
ference the news of a 25% auto liabi- 
lity insurance premium increase. 

It just doesn’t make sense that 
Charlestonians should be willing to 
pay premiums twice what citizens 
anywhere else in the state are called 
on to pay. There is no mystery about 
what can be done to bring rates 
down to a reasonable level. 


Must Stop Accidents 


Charlestonians must stop having 
more accidents than other people. 
There may not be many fatal accidents 
in the high-premium area around 
Charleston, but there are plenty of 
other kinds. It is the nasty, expensive, 
fender-crumpling sort of crash, fol- 
lowed by prompt claims on the in- 
surance companies, that send the 
premium rates sky high. 

Charlestonians must forego the lux- 
ury of irresponsible damage suit juries 
and ambulance-chasing lawyers. 

It is no secret that the rules under 
which damage suits are tried in state 
courts encourage slick maneuvering to 
win outsized awards. Rep. F. Julian 
LeaMond of Charleston has been trying 
to get a law passed to tighten the 
rules. A little popular outcry in be- 
half of the kind of legislation he is 
supporting would go a long way. 

Motorists must blame themselves 
for allowing their liability premiums 
to reach the point they have now 
reached after years of annual in- 
creases. In fairness, however, it must 


be pointed out that they have | 
precious little help from their insur- 
ance agents in improving matters. 

The insurance companies have 
every right to make adequate charges 
for their services. We have no quarrel 
to pick with their statistics. 

It is obvious, though, that the high- 
er the rates the fewer the people there | 
are who can afford adequate coverage. 
It is in the public interest to see that 
a maximum number of motorists pro- 
tect themselves—and their victims— 
by purchasing insurance. It is in the 
public interest to see that rates are | 
held to a reasonable level. 

In the field of education the insur- 
ance companies and their representa- 
tives are guilty of a neglect of the 
public interest. 


Fail To Press Legislators 


They have failed to get across to 
their policyholders the meaning of in- 
adequate traffic engineering and reg- 
ulation and the significance of lax 
rules of legal procedure. They have 
failed to bring pressure on policemen 
and legislators. They have neglected 
opportunities to bring actions against 
unethical lawyers and doctors. 

In chiding the insurance companies 
for not being out in front in a drive 
to bring down the cost of insurance, 
we are not overlooking the fact that 
we motorists have created the high 
premium situation ourselves. We are 
pretty silly not to have done some- 
thing about the situation long ago. 

It seems pretty clear, however, that 
we need help to get out of this mess. 
Our insurance agents aren’t giving us 
the leadership we need when they 
content themselves with issuing state- 
ments blaming everything on some- 
body else. 


I 
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\ new 


approach 
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This is the “getting in on the ground floor” stage at 
Employers’ Life...the time when every opportunity 
is a good, big opportunity because we're a brand 
new outfit in the field of life insurance. And, being 
new, we’ve been able to design our entire portfolio 
of life policies as well as all practices and procedures 
with just one idea in mind: To make each policy as 
easy as possible for the buyer to buy, as easy as possible 
for the agent to sell. 


Want details? 
Here are a few right now: Extremely sound finan- 


cial and organizational backing because the entire 
Employers’ Group of Insurance Companies is behind 


INSURANCE COMPANY OF AMERICA 





us; very complete portfolio of policies 

with many exclusive features; brand new ap- 

proaches to merchandising and servicing; top-flight 

management team whose average age is under 40 

and whose collective insurance experience runs 
over 110 years. 


Last and probably most important, Employers’ 
Life makes Employers’ Group one of the very few 
nationwide, full-line life and property groups in 
existence. Become an Employers’ “Man With The 
Plan” and you'll be set to give your clients the com- 
plete, one-stop insurance service people demand 
these complicated days. 


EXECUTIVE OFFICES: 110 MILK STREET, BOSTON 7,MASSACHUSETTS 
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Salesman? 





AND WELCOME VISITOR. The loss prevention 
engineer is often the only company man your insured 
ever sees. Safety is his business, and his frequent inspec- 
tions make each risk a better place to live and work. He isa 
welcome visitor to insureds with compensation, liability, 
inland marine, ocean marine 
and aviation policies. 
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Royal-Globe mobile production 
team, the loss prevention engi- 
neer is one of many specialists 
that make Royal-Globe 


“TOPS IN EVERY SERVICE” 














YOUR, ) 
Insurance /AGENT 


ae Ste oe 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY ® AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD © THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. 
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Convention Dates 





Oct. 12-15, National Assn. of Casualty & 
Surety Agents and National Assn. of Cas- 
uelty & Surety Executives, Greenbrier hotel, 
White Sulphur Springs, W. Va. 

Oct. 17-18, New Mexico Insurors, 
LaFonda hotel, Santa Fe. 

Oct. 19-21, Illinois Assn. of Insurance Agents, 
annual, Morrison hotel, Chicago. 

Oct. 19-21, North Dakota Assn. of Insurance 
Agents and Insurance Federation of North 
Dakota, annual, Clarence Parker Hotel, 
Minot. 

Oct. 19-21, Maryland Assn. of Insurance Agents, 
annual, Emerson hotel, Baltimore. 

Oct. 19-21, Missouri Assn. of Insurance Agents, 
annual, Coronado hotel, St. Louis. 

Oct. 20-21, Arizona Assn. of Insurance Agents, 
annual, Pioneer hotel, Tucson. 

Oct. 20-21, Insurors of Tennessee, 
Claridge hotel, Memphis. 

Oct. 20-22, Western Underwriters 
nual, Greenbrier hotel, 
Springs, W. Va. 

Oct. 20-22, National Assn. of Mutual Insurance 
Agents, annual, Commodore hotel, New York 
City. 

Oct. 22-24, Kansas Assn. of Independent In- 
surance Agents, annual, Broadview hotel, 
Wichita. 

Oct. 23-25, Colorado Insurors, annual, Broad- 
moor hotel, Colorado Springs. 

Oct. 26-28, Missouri Assn. of Farm Mutual 
Insurance companies, annual, Governor ho- 
tel, Jefferson City. 

Oct. 26-28, Ohio Assn. of Insurance Agents, 
annual, Columbus. 


annual, 


annual, 


Assn., an- 
White Sulphur 


Oct. 27-29, California Assn. of Insurance 
Agents, annual, Sheraton-Palace hotel, San 
Francisco. 


Oct. 27-29, Health Insurance Assn., individual 
insurance forum, Drake hotel, Chicago. 

Oct. 28-29, Massachusetts Assn. of Insurance 
Agents, annual, Sheraton Plaza hotel, Boston. 

Oct. 28-29, South Carolina Assn. of Insurance 
Agents, annual, Francis Marion hotel, 
Charleston. 

Oct. 30, Connecticut Assn. of Insurance Agents, 
annual, Statler-Hilton hotel, Hartford. 

Nov. 6-7, Kansas Assn. of Mutual Insurance 
Companies, Newton. 

Nov. 16-18, Kentucky Assn. of Insurance 
Agents, annual, Kentucky Hotel, Louisville. 

Nov. 17-19, Indiana Assn. of Insurance Agents, 
annual, Claypool Hotel, Indianapolis. 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 20-21, Conference of Mutual Casualty 
Companies, accounting and statistical, office 
methods, and personnel conferences, Conrad 
Hilton hotel, Chicago. 

Nov. 24-26, National Assn. 
Insurers, annual, Hotel 
Miami Beach. 

Dec. 10, Eastern Underwriters Assn., annual, 
Biltmore hotel, New York City. 


Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt hotel, New 
Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle hotel, 
Chicago. 


of Independent 
Fontainebleau, 


American Institute Offers 


1958-59 Announcement 


The 1958-59 announcement of the 
American Institute has been released. 
Changes from the previous announce- 
ment include dates for examinations 
in 1959-63, a new suggested reading 
list, examination statistics for the cur- 
rent year, and fees for examination 
questions and other material avail- 
able from the institute. 

Copies of the announcement may be 
obtained from American Institute for 
Property & Liability Underwriters, 
3924 Walnut street, Philadelphia 4, Pa. 


Marine Claim Men Advance 


Allan Schumacher has been named 
deputy claims manager and Ray 
Barnes assistant claims manager of 
American Hull Insurance Syndicate. 
They will assist Samuel Gore, man- 
ager of the claims department. 


John F. Bernick, former sales man- 
ager of Employers Mutuals of Wausau 
at Dallas, will become Milwaukee sales 
manager in April on the retirement 
of Henry G. Barelman. Albert B. 
Farrell, formerly Atlanta sales man- 
ager, replaces Mr. Bernick in Dallas; 
John W. Carroll, recently field man- 
ager at East Orange, N. J., succeeds 
Mr. Farrell at Atlanta. 
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“Large risk” 
clients appreciate 
this service 


OU SAFEGUARD “large risk’’ clients’ 

interests — and yours — when you 
recommend an appraisal that provides 
a sound basis for determining provable 
property value and related insurance 
protection. 

Many brokers and agents find our 
brochure, “Appraisal Procedure,” very 
useful in pointing up the value of an 
authoritative appraisal to industrial, 
commercial or institutional clients. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients, 

We will be glad to send you a supply 
of these brochures and booklets — 
without cost or obligation, of course. 
Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 








WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

quipp local agents. These 

een nn nation-wide facilities for han- 
dling your out-of-state business. 


FLORIDA 














“33 YEARS 
of rendering preferred 
service to non-resident 
AGENTS - BROKERS 
STATE WIDE FACILITIES 
115 N. Olive 
West Palm Beach, Fla. 











GEORGIA 





Dudley L. Moore, Insurance 
Specializing in assisting agents 
in placing unusual lines. 
(Foreign and Domestic Markets) 
Atlanta Federal Savings Bldg. 











Atlanta 3, Ga. JA 5-7455 
Title Bldg. Gurney Bidg. 
Birmingham, Ala. Orlando, Fla. 





CRITCHELL- MILLER 
INSURANCE AGENCY 


Established 1868 
Insurance Exchange Building 


CHICAGO 








Moore, Case, Lyman & Hubbard 


General Agents 
175 W. JACKSON BLVD. 
CHICAGO 
WaAbash 2-0400 


WISCONSIN 








Chris Schroeder & Son, Inc. 
210 E. Michigan St. MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 
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> Look for this advertisement in The Saturday Evening POST of October 18th . . . 
(& 














Although an ‘Ounce of Prevention’ can’t be seen, it registers its 
weight and is generally agreed to be worth a ‘Pound of Cure.’ 


4 Insurance—like Prevention—can’t be seen. But its worth can be 
measured ...in peace of mind...the comfort of knowing it’s there, 

“ | in case it’s needed. 
— The worth of Insurance can be measured in other ways, too... in 
| jobs and homes restored, savings preserved, when disaster strikes. 
4 | > Your local independent agent or broker provides insurance that 
f is well worth its cost . . . plus service that means more for your 


> Oreat American Oroup }4 
N Insurance Companies 


New Dork 4% 


money. See him soon. 





. | GREAT AMERICAN 
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FIRE + MARINE + AUTOMOBILE + CASUALTY + SURETY 


GREAT AMERICAN - GREAT AMERICAN INDEMNITY - AMERICAN NATIONAL FIRE - DETROIT FIRE & MARINE - MASSACHUSETTS FIRE & MARINE - ROCHESTER AMERICAN 











30 


Bennett And Mebane 
Raised By American 


American has named Raymond c. 
Bennett production manager, and 
Cummins A. Mebane Jr., fire manager 
at Greensboro. 

Mr. Bennett joined the company 
there in 1926. For 22 years he was spe- 
cial agent in North Carolina, South 
Carolina and in Alabama. He was pro- 
moted to fire manager in 1957. 

Mr. Mebane began with the com- 
pany in 1936. He spent three years 
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Ree ae sae Mtgged contain a statement to the ef 
ect that “this renewal certificat ; 
NDSCRIBER corporation, North Haven, Conn | mi a 
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at the head office and later was spe- F 
ta ee Auto Renewal Form To Reduce Detail 
boro. 4 Cleare Filer of the H. H. Filer agen- all auto policies, so that we can 
Kemper Junior Board Names Three cy, Miami, writes: _ at least a portion of the premiuni 
Martin P. Luthy ZJr., Richard J. I have worked up an automobile before renewing. This results in o 
Mills and Harry F. Peterson have been renewal certificate plan which would additional operation, in that the 
elected officers of the Kemper junior not burden an agent very much where piration notices have to be pre ex. 
board. Mr. Luthy, member of the flat cancellation privileges are discon- and then, at a later date, the renal 
agency production staff, is the new tinued. certificate has to be prepared. ‘Wal 
poard chairman. Mr. Mills of the If we are to be denied a flat can- As a solution to this, I worked 
statistical actuarial department was cellation privilege, we have to collect a combination expiration notice 7 
elected secretary; Mr. Peterson, who some money on account from our cus- renewal certificate. This would bee 
is in charge of the companies’ publica- tomer before we issue the renewal. a single snap-out carbon set and w 
tions, was named assistant secretary. We must send expiration notices on be prepared by the agent at fe. 


$$ renewal time. However, the certificate 





safeguards its property 


gets better 


FIRE and BU RGLARY 


protection and 


saves * 12,000 a year 
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“When it came to a decision on plant protection for 
our million-dollar facilities we chose ADT Auto- 
matic Protection because of its reputation for reli- 
ability. It gives us maximum coverage at a saving of 
approximately $12,000 a year as against the cost of 
an adequate patrol force.” 


Henry J. SERVAIS 
Executive Vice President 


Claimed to be the most modern in the dictating 
equipment industry, the new plant of The Sound- 
Scriber Corporation is 4n outstanding example of 
efficiency in manufacturing and operating methods. 

Protection against fire, burglary and other haz- 
ards is completely automatic. In case of fire, ADT 
Waterflow Alarm Service summons the fire depart- 
ment automatically. ADT Burglar Alarm Service, 
including Photoelectric and Ultrasonic Systems, au- 
tomatically notifies police of unauthorized entry to 
the building or the vault. ADT Heating Supervision 
automatically gives warning of low steam pressure 
or low room temperature. 


Controlled Companies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, a.:¥% 
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Like Mr. Servais, alert businessmen from 
coast to coast know that ADT Automatic 
Protection Services give greater security 
for property, profits and employees’ jobs 
than can be obtained by other methods— 
and at less expense! 

Whether your premises are large or 
small, old or new, sprinklered or unsprin- 
klered there is a combination of ADT Au- 
tomatic Protection Services to meet your 
requirements. Call our local sales office if 
we are listed in your phone book; or write 
to our Executive Office. 








cated upon payment of the i 

indicated and is void if prema 
not paid.” Thus, if insured did not 
pay the premium, the renewal cer. 
tificate he received would be of me 
value. : 


No Premium, No Daily 


The daily report, or company cop 
of this certificate would not be an 
to the companies until the agent re. 
ceived the premium from insured At 
that time, the agent would invoice the 
certificate and thus run it through 
his own accounting. The company 
would run it through its accounting 
and underwriting when it received the 
daily report copy of the certificate 
If the premium were not paid the 
agent would not invoice and he would 
have nothing in his accounting system 
Likewise, he would not send the copy 
of the certificate to the company, and 





it would have nothing in its account- 
ing system. 

I can sympathize with the cui 
nies with their views on flat pone. 
lation expense. Actually, I believe 
that the expense of handling exceeds 
the loss of pro rata earned premium 
on policies cancelled flat. When a al 
newal goes through to the company 


SOUNDSCRIBER’S latest | the underwriting department handles| 
lightweight portable. | it, checks it and then the accounting 


department handles it. Then, when the 
policy is returned for flat cancellation 
the premium is checked by the un-/ 
derwriting department. With this sug- 
gested automobile renewal certificate, 
the companies would have none of 
this expense because the renewal 
would simply not be received by the 
company unless the agent had received 
some money on account, at least. 

Also incorporated in this renewal 
set is a second notice to insured tha 
the premium is due, which could be) 
sent at approximately the expiration 
date if the agent did not receive the 


renewal premium by then. Included 
(CONTINUED ON PAGE 50) | 











ee | 
B. & R. EXCESS 


CORPORATION 


EXCESS BROKERs 








e Surplus Line 
e Excess Limits 
e Ocean Marine 
e Errors and Omissions 
e Reinsurance (Facultative 
& Treaties) 
26 Court St., Brooklyn, N. Y. 
MAin 4—4976-7-8 
Personal Attention for Your Problem 
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WANTED 


We’re looking for an Un-average man 








The fellow who doesn’t want an average job. . 
The man who thinks chicken feed is for the birds. 
The man who has the know-what-I-want-out-of-life 
initiative to get there, too, if given the opportunity. 


If you have ° A Successful sales record of five years or longer. Can fur- 


nish proof of sales management of at least 5 men for two years or more... 


we want to hear from yOu. If you are this un-average man 


we will outline for you specific steps that will lead you straight to the top. You 
can look forward to a business of your own... A Mutual of Omaha contract that 
can net you as much as seven cents per person in your assigned territory... Terri- 


tories vary in size from 250,000 to 1,000,000 people. 


write today TO: HOWARD DEWEY 
MUTUAL OF OMAHA 
OMAHA, NEBRASKA 


He'll tell you why young men who are going 
places, GO WITH MUTUAL OF OMAHA. 


MUTUAL OF OMAHA HAS PAID MORE THAN 900 MILLION DOLLARS IN BENEFITS 
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Sees Need For Better 


Trained Adjusters 

Lynn A. Boyd of the Boyd & Easley 
adjusting firm at McAllen and Corpus 
Christi, Tex., writes: 

I have read with considerable inter- 
est your editorial titled “Losses Get 
Too Quick Adjusting” in the Sept. 
5 issue. 

I concur with your comments com- 
pletely and certainly you have hit the 
nail on the head concerning the loose 
handling of first party automobile 
claims. Having been in the independ- 








HKOND 


OF EXPERIENCE 
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ent field for 17 years, I have often 
encountered instances where loose 
handling, primarily by staff adjusters, 
has worked a great hardship on an 
adjuster conscientiously endeavoring 
to adjust a subsequent loss. It is ex- 
tremely difficult for many insured to 
understand why one adjuster will 
merely call them on the phone and 
tell them to have their car repaired 
and send them a bill while another ad- 
juster will require estimates which he 
will carefully check and from which 
certain items will be deleted or re- 
vised. Many of us sincerely deplore 





Can you use a good right arm? 


The man above is an engineer from The Fund Insurance Companies. 
Because he has a Fund of Experience he can serve as your right 
arm for obtaining new accounts and protecting your target lines from 
your competition. He offers the right answers on technical problems 
relating to accident prevention, industrial safety, fire rating and 
structural evaluation. 


Why not let your agency and your clients benefit from this Fund of 
Experience. Mail in the coupon below, or ask The Fund fieldman in 
your area to have an engineer from The Fund Insurance Companies 
pay you a call. In today’s highly competitive, highly complex insur- 
ance market, you can profit by his experience. 


Name 


circumstances which will permit most 
anyone to pick up a brief case and 
typewriter and be turned loose with- 
out training to adjust claims. To the 
public that adjuster’s actions reflect 
very definitely on the competent and 
conscientious adjuster. 

Many of us are hopeful that the 
present loss conditions will cause the 
companies to screen their claim rep- 
resentatives, both staff and independ- 
ent, more closely than has ever been 
done. For we feel that possibly this 
will result in many of the undesirable 
being dismissed. 















To: THE FUND INSURANCE COMPANIES 

PRODUCTION DEPARTMENT * HOME OFFICE 

3333 CALIFORNIA STREET, SAN FRANCISCO, CALIFORNIA 
} would like to meet your FUND representative. 





Address 


City. 








FIREMAN’S FUND INSURANCE COMPANY * FIREMAN’S FUND INDEMNITY COMPANY 


HOME FIRE & MARINE INSURANCE COMPANY ® NATIONAL SURETY CORPORATION 
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Russell New Head Of 
Indiana Mutual Agents 


G. W. Russell, head of the agene 
of that name in Mount Vernon, yw, 
elected president of Mutual Insurang 
Agents Assn. of Indiana at the ap. 
nual meeting in Indianapolis. He sye. 
ceeds Paul J. Kervan, Indianapolis 
who sparked the best attended and. 
in the opinion of those present, the 
most successful meeting in the asso. 
ciation’s history. 

C. J. Wilson, Muncie, moved up to 
first vice-president and heir apparent 
and S. B. Wells, Indianapolis, is the 
new second vice-president. Paul Day. 
enport, Fort Wayne, and Jack Horner 
Frankfort, were reelected secretary 
and treasurer. R. L. Cleveland Jr. 
Indianapolis, who had been executive 
secretary on a part time basis, asked 
to be relieved of his duties to devote 
his full time to the insurance business 
remaining a member of the associa. 
tion. Replacing Mr. Cleveland will be 
a major responsibility of the board, 

There was much interest in the talk 
of Allen Dale, Indianapolis, executive 
vice-president Insurance Institute of 
America on the public relations pro- 
gram of this new organization. William 
Stringfellow, executive secretary Na- 
tional Assn. of Mutual Insurance 
Agents, discussed current problems and 
K. W. Knipmeyer, manager Indiana as- 
signed risk plan, reported on develop- 
ments in that field. J. C. O’Connor, ex- 
ecutive editor of the Fire, Casualty & 
Surety Bulletins, discussed the pro- 
posed new homeowners program. 

Indiana 1752 Club, of which Ancil 
Hatfield of Indiana Union is presi- 
dent, was host at a cocktail party 
and also conducted a quiz contest 
Tuesday morning. Mayor Bayt of In- 
dianapolis welcomed the agents at the 
Monday luncheon, at which Superin- 
tendent Harold Zeis of the Indiana 
state police was the speaker. Com- 
missioner Palmer was the dinner 
speaker. 


New Adjustment Firm In Detroit 

E. F. Cunningham and W. R. Hayes 
have formed the Cunningham-Hayes 
Adjustment Co. at Detroit to handle 
fire, marine, automobile and casualty 
claims other than workmen’s compen- 
sation. The new adjusting service will 
handle Detroit and environs. 

Mr. Cunningham, the son of the late 
E. F. Cunningham, assistant manager 
of the Michigan department of North 
British, and nephew of the late J. F. 
Cunningham, secretary-treasurer of 
Phoenix of London, was with Western 
Adjustment for 22 years, most recently 
as general adjuster for southeastern 
Michigan. 

Mr. Hayes for eight years has been 
vice-president of the P. G. Roger Co. 
of Detroit, an independent adjusting 
firm, and before that was with Travel- 


Quick Fire- 
Loss Settle- 
ment Based 


On Appraisal 


Find out about types of appraisals you may 
need and how they are arranged from the 
informative booklet “The Purposes of 
Appraisals” which is yours for the asking. 
Write Marshall and Stevens, 420 Lexington 





Ave., Dept. 231, New York 17, New York. 
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pa. C. Of C. Confers 


‘°n Rising Costs Of 


‘ability Insurance 
A “few lawyers and doctors” en- 
age in conspiracy to collect higher 
jamages than justified in railroad in- 
surance claims, K. A. Carney, director 
of claims research for Assn. of Ameri- 
can Railroads, charged at a conference 
called here by Pennsylvania State 
Chamber of Commerce to consider 
steps to check the rising costs of li- 
ability insurance. Mr. Carney called 
for a campaign to “eliminate” or con- 
trol unethical and illegal practices 
which result in excessive costs of li- 
ability insurance. 

A five-year study of railroad per- 
sonal injury claims, he said, showed 
accidents to railroad employes and 
others were reduced an average of 
31% while total payments increased 
95%. The average cost per claim rose 
36 times while wage levels and the 
cost of living index rose only 2.1 times. 


Many Back “Injuries” 


He said there are many abuses in- 
volving back injuries. He cited the 
case of a Pittsburgh railroader who 
collected $20,000 on the claim that he 
suffered permanent disability after a 
back injury, but he was working again 
amonth later. 

G. Richard Fryling, president of Erie 
Register Corp. and head of the state 
chamber, said efforts of insurance 
companies to educate policyholders 
that they bear the cost of fake claims 
and excessive verdicts have been chal- 
lenged by attorneys on the ground 
that they were attempting to influ- 
ence potential jurors and future ver- 
dicts. 

“But there must be some middle 
ground, and we hope that a start can 
be made toward finding it,” he stated. 


C.H. Hartupee To Head 


Twin Cities Casualty Men 

C. H. Hartupee of Northland Ins. 
Co. is new president of Twin Cities 
Casualty Insurance Underwriters 
Assn. He replaces Donald Krueger, 
formerly of Mutual Service Casualty, 
who in accepting a position with Farm 
Bureau Mutual at Des Moines, has 
resigned. 

George Williams, Indemnity of 
North America, becomes Ist vice- 
president, and Spencer A. Broughton, 
Minnesota Mutual F.&C., is 2nd vice- 
president. 


W. Va. Mutual Agents Elect 


West Virginia Assn. of Mutual In- 
surance Agents elected Robert D. 
Hampton of Clarksburg president at 
the annual meeting at Huntington. 
Lawrence J. Haggerty of South 
Charleston and Roy Keys of Clarks- 





“a 


burg were elected vice-presidents, and 
Robert H. Weber of Huntington sec- 
retary-treasurer. 


Bush Of American Retires 


W. P. D. Bush, vice-president of 
American, has retired due to ill 
health, He joined the company in 
1934 and held administrative positions 
in field supervision, underwriting and 
foreign operations. He became secre- 
tary in 1938, and took charge of all 
fire underwriting after advancing to 
vice-president in 1949.. 





—— 


Baumgartner Joins Lord 


C. T. Baumgartner, formerly in 
charge of casualty and A&S under- 
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writing in Ohio, Kentucky and Ten- 
nessee for Hartford Accident, is now 
manager of the brokerage department 
of W. E. Lord Co., prominent Cincin- 
nati agency. Mr. Baumgartner was 
once president of Assn. of Casualty 
& Surety Managers of Cincinnati. 

The Lord organization has _ pro- 
moted D. O. Knapp, manager of the 
bond department, to vice-president. 
Mr. Knapp will serve under W. H. 
Wagner, executive vice-president, 
whose assistant he has been for six 
years. 


Sees Some Malarkey 
In Reasons For Fire 
Insurer Life Entry 


C. H. Bowersox, general insurance 
agent at St. Louis writes: 

Why all this furor about life insur- 
ance? 

You have recently carried articles 
embodying agents’ opinions on the 
subject of augmenting life insurance 
selling with that of general insurance. 

With the exception of several views 
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given in the Aug. 29 issue, most of 
the comments seemed rather to have 
missed the point. One very realistic 
thought was given in the second para- 
graph of the first article in that issue. 
Also, “more truth than poetry” was 
quoted by the writer of the third ar- 
ticle. 

My general reaction is explained in 
my opening question. That in turn is 
based upon the experience and results 
of another subject, which could also 
have been similarly phrased—to the 
resulting benefit of many—‘“Why all 





When a shipping loss 
occurs at home or 
abroad, your insureds 
want action. 


They get it when their 
cargoes are insured 
through the 

MARINE OFFICE OF 
AMERICA, for then they 
are dealing with 
specialists in marine 
insurance. These 
specialists know what 
to do, how to do it and 
have world-wide 
facilities for the 
investigation and 
prompt settlement of 
all just claims. 


x «KK x 
CONSULT THE MARINE 
OFFICE ON ALL 
OCEAN AND INLAND 
MARINE PROBLEMS! 


OFFICE 5 





THE AMERICAN INSURANCE COMPANY 





FIREMEN’S INSURANCE COMPANY °* 


Be sure your clients are on the right track! 





>) MARINE OFFICE or AMERICA 


123 WILLIAM STREET, NEW YORK 38, N. Y. 


MEMBER COMPANIES: 


© THE CONTINENTAL INSURANCE COMPANY °* 
Giens Faus INSURANCE COMPANY ° 
NIAGARA Fire INSURANCE COMPANY 


— OFFICES— 


FIDELITY-PHENIX Fire INSURANCE COMPANY 


THE HANOVER INSURANCE COMPANY 


New Yorx * CHICAGO * New ORLEANS * SAN FRANCISCO * HOUSTON * TORONTO a, 
Atlanta * Baltimore * Boston * Cleveland * Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville 
New Haven * Philadelphia * Pittsburgh * Portland * Raleigh * Richmond * St. Louis * Seattle * Stockton * Summit * Syracuse 








34 


this furor about multiple line writ- 
ing?” 

I think the time has come to 
acknowledge the fact and explode the 
idea held by many east of the Al- 
legheny mountains, that all the brains 
of the insurance business are there. 
All too often, unfortunately, insurance 
companies have followed each other, 
giving no thought as to their capabili- 
ties and experience. 

Take the matter of the sudden dire 
necessity to underwrite multiple lines. 
Now. that the haze has cleared away, 
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in general, was that dire necessity 
actually prompted by anything other 
than package policies? Did it call for 
many companies to go blindly through 
the hole in the fence because the first 
one did, expecting to find greener 
pastures, only to find already estab- 
lished and experienced companies 
firmly domiciled there for years? If 
they were able to elude the competi- 
tion, the grass they found was tainted 
by the business they received. Any 
established agent, with a good portfo- 
lio of business, had no need for their 


facilities, except, perhaps, to try them 
out on their poorer business. Any 
agent with a bad portfolio of business 
was glad to try them out and, as a 
result of both, the competition pros- 
pered. 


“Offset” Theory Hasn’t Worked 


An excuse was given that it pro- 
vided an agent with the softening 
process to an otherwise unprofitable 
year in one class of business. So far 
that has not worked because all class- 
es have been generally bad. That, of 














Hospital—Medical—Surgical 


Provides insurance for you and your 
family against hospital bills, medical- 
surgical fees, emergency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
after the policy has been in force 9 or more 
months. There are no age limitations, no 
termination age, no waiting periods. Bene- 
fits payable in addition to other insurance. 


How Combined’s Wholesale Group Plan Protects You 





has been designed to hel 
day living costs when y« 
because of accident on 
This flexible plan can &% 
individual needs for co¥ 
job, off the job, or both. 
also payable in addition to 
ance. There is no confine 


Special Disability Income 


Combined’s Disability Income Protection 
pay your every- 




















A:H coverage that sells and renews! 


Looking for a profitable A&H package? 


Here’s one with unlimited sales possibilities .. . 
that you can sell in your between-appointment 
hours . . . coverage so valuable to the insured 
your renewal commissions are almost automatic! 


Combined’s Wholesale Group Plan fills two 
important needs; provides small-business 
employees with hospital-medical-surgical coverage 
and disability income protection. The prospect 


* 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of M h 





is optional. 


Name 





can buy both — or either one. Employer contribution 


Practically all small businesses in your community 
are prospects for this low-cost Plan .. . designed by 
and backed by Combined — second largest exclusive 
accident and health company in the world. 


If you’re a general agent interested in high earn- 


ings in the A&H field, find out what Combined’s 
remarkable Wholesale Group Plan can do for you. 


Combined Insurance Co. of America, Dept. 132 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 
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First National Casualty Company, Wisconsin 
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course, is.only temporary, I fee] ans 
hope. But have you ever had an o 
portunity to put that theory to a 
When you do, you will be amaze to 
find how little weight it carries, 

Now we are confronted with the dire 
necessity of everyone going into the 
life business—company-wise, that is, } 
am wondering if we won’t see much 
the same reasons, but for ones thy 
can be far more disastrous for com. 
panies and agents alike. Make no mis. 
take about it, I agree whole-heart 
with the necessity of the general in. 
surance man giving deep concern to 
the writing of life insurance. He neg 
not make a career of it, nor does he 
need the facility of some fire or eas. 
ualty company recently plunged into 
the fray. 

First of all, the necessity of a Pack. 
age policy, including life insurance jp 
the same company, is nothing more 
than an attempt at captivating the 
agent. Any agent worth his salt can 
have life connections running out of 
his ears without making him a cap- 
tive agent for his general business 
too. 


Business Stays With Agent 


We hear a lot these days about 
copying some of the methods of pro- 
cedure of life insurance companies; 
and we are going to come to some of 
them whether we like it or not. Let 
us be realistic and admit no life ip- 
surance company took an agent’s busi- 
ness just because it used direct billing, 
No that business stayed with the 
agent; as long as he remained an 
agent of the particular company, that 
is. 

Every life insurance contract has a 
provision that is generally called 
“vested interest.” This varies from 
company to company but I think it is 
safe to say that in a broad sense some 
penalty in one degree or another is 
inflicted upon the departure of the 
agent. 

Also one other possible situation 
comes to mind. What happens to the 
life portion of the package if the auto- 
mobile goes sour; or some other por- 
tion of the line? Visualize the ramifi- 
cations of that situation if you will, 
as well as many others which can be 
created. 


Life Companies Won’t Sit Still 


On top of all of that, are the giants 
of the life business going to sit idly 
by and let general insurance com- 
panies saturate the life field? If some 
of them would discard their age old 
prejudice of limiting their agents to 
activity solely and completely within 
their own company ranks, which is 
captivating to the ’nth degree, and 
general insurance companies would 
not theoretically attempt the same 
thing, by getting into the life picture, 
everyone would be better off. 

General insurance companies need 
not, for their own good, go into the 
life insurance business, nor does any 
agent need the facilities of any life 
company other than a life company 
purely as such. 


Central Claim Executives To Meet 

The fall meeting of Central Claim 
Executives Assn. of independent cas- 
ualty companies will be held at the 
Sheraton Hotel, Chicago, Nov. 6-7. 


Vaughan Battle Creek President 

Richard E. Vaughan has _ been 
elected president of Battle Creek Assn. 
of Insurance Agents, succeeding Ken- 
neth C. Horton. Richard Lane is vice- 
president, Sarah Allen is secretary, 
and James Baum is treasurer. 
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All Risk 
Package 
Policy 


SINGLE PREMIUM 


An ideal 
multiple-location 
policy for commercial and 
industrial risks. Includes all 


physical hazards .. . plus broad 
» liability coverage, bonds, fringe 


benefits—usually subject to 
combined over-all 
deductible. 


Excess Underwriters 
is your logical source for 
every Reinsurance and Excess 
cover requirement. Specialists 


in tailor-made contracts. 


By 
\ em 


EXCESS 
UNDERWRITERS 
INC. 

175 WEST JACKSON BLVD 
WEbster 9-5535 
CHICAGO 














REASONS 
FOR 
PW POLICIES: 


x Quality 
* Integrity 
& Friendliness 


PROVIDENCE 
WASHINGTON 
INSURANCE © 
COMPANY 





20 WASHINGTON PLACE ¢ PROV., R. I. 
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Nationwide Issues New, 
Broadened A&S Plans 


A new and broadened A&S portfolio 
of seven separate policies is being in- 
troduced to the agency force of Nation- 
wide Mutual group (Nationwide Fire 
and Nationwide Life) and sales have 
begun in some parts of the companies’ 
18-state operating territory. All policies 
are presented in a new booklet-style 
format for improved readability and 
easier handling. 

A new policy, called the Vanguard, 
is non-cancellable accident coverage 
and sold in units, with each unit 
providing for $100 per month lifetime 
benefit for disability arising from 
accidents; up to $500 for medical 
expenses attributed to accidents, and 
a $5,000 benefit for accidental loss of 
life. There is an extra $100 per month 
for three months if insured is injured 
while riding in an automobile, a public 
conveyance, or if injured as a pedes- 
trian. 


Has Made Substantial Changes 


Substantial changes have been made 
by Nationwide in both the family and 
individual major medical policies. The 
policy is guaranteed renewable, al- 
though premium rates are subject to 
change. It continues in force for the 
lifetime of the insured, but benefits 
are subject to an aggregate limit after 
age 65. 

The company pays 80% of all medi- 
cal expenses above a_ deductible 
amount which depends on the policy 
limits as follows: $5,000 limit after 
$250 deductible; $7,500 limit after 
$500 deductible; $10,000 after $750 
deductible. The limit in each instance 
is for a single illness, except that it 
becomes the aggregate limit of all 
claims made after age 65. 

The policy carries no “inside” limits 
as to surgical fees or hospital room 
and board, except that these amounts 
may not be in excess of reasonable 
and customary charges for similar 
services. Children may be carried 
under the policy coverages up to age 
21, instead of the previous age. limit 
of 19. 

The Invincible policy, which in- 
cludes loss of income protection, ac- 
cidental death benefits and hospital 
and surgical coverage, has been re- 
vamped to allow greater flexibility in 
terms of waiting periods and indem- 
nity periods. This allows for greater 
tailoring to individual needs, and the 
coverages can be more readily adapted 
to serve as auxiliaries to existing 
coverages. 

Similar changes have been made in 
the Business and Professional policy, 
which offers the same coverages as 
the Invincible except that there are 
longer indemnity periods for illness. 
Both the Invincible and the Business 
and Professional policies may be ter- 
minated at the option of the company. 

The Guardian policy, a non-cancel- 
lable guaranteed renewable contract 
providing loss of time and principal 
sum benefits, has likewise been re- 
vised to be more flexible with respect 
to waiting and indemnity periods and 
now provides lifetime accident bene- 
fits and sickness benefits to age 65. 

Under the company’s standard fam- 
ily hospital and surgical policy, bene- 
fits for miscellaneous hospital expense 
have been increased, the surgical 
operation schedule has been improved 
and maternity benefits have been 
liberalized to cover premature births 
that may occur within the usual nine- 
months waiting period. Children may 
be carried under the policy up to age 
21, instead of 19. 
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...and so you see, Bob, 
P.N. is different, progressive, and 
profitable for producers. 


@y. PACIFIC NATIONAL 
; INSURANCE GROUP 


p © PACIFIC NATIONAL FIRE INSURANCE COMPANY 
Nst 7 MANUFACTURERS CASUALTY INSURANCE COMPANY 
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GRIFFITHS, 
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S.C. Bureau Explains Fire Rate 
Making; Editor Goes Step Further 


South Carolina Inspection & Rating 
Bureau undertook a laudable public 
relations effort following the recent 
fire rate increase of 24.5%. The bu- 
reau issued an explanation of how 
rates are made, couched in layman’s 
language. Complete and_ simplified 
charts showing the rate trend in vari- 


ous classes of construction were in- 
cluded. 

Reasons why fire losses are up in 
the state were detailed. The fact that 
100 selected insurers have only realiz- 
ed a profit of 2.1% for the period 
from 1947 to 1956 was emphasized. 
Exclusion of investment results in rate 


making was also explained. The entire 
presentation was a model of simplicity 
and logic. 

Shortly after it appeared, an edi- 
torial in the Evening Herald of Rock 
Hill, S. C., commented on the fire rate 
increase. The content suggested that 
the editor had carefully read the bu- 
reau’s explanation. The editorial fol- 
lows: 

A general increase in the rates is 
not surprising. The cost of just about 
everything else is going up. There’s 
no reason to believe that fire insur- 
ance should run counter to the trend. 


IN THE 


SAME 


ol d-ine 


... both gaining attention through extensive national 


advertising ... both building recognition and appreciation for 


the important role of the independent agent in providing 


quality insurance protection . . 


ATNA CASUALTY and SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Hartford, Connecticut 


. and personal service. 


ely 


Affiliated with Aétna Life Insurance Company 


October 10, 1958 


Some of the reasons given for the in. 
crease puzzle us, however. Fire insyr. 
ance rate changes are determined, 
to a large extent, by the ratio of 
premiums paid in to fire losses paig 
out during the preceding five years 
The present rate changes are baseq 
on this ratio for the years 1959 
through 1956, according to South 
Carolina Inspection & Rating Bureay, 
The ratio was figured out in 1957 
and the new rates were proposed in 
January, 1958. 


Reductions Are Cited 


But—also based on the premium 
and loss ratio, fire rates in the state 
were reduced 11 times between March 
1949, and March, 1956. The last re. 
duction, less than 1%, was approved 
in March, 1956. If this reduction fol- 
lowed the same procedure as the re- 
cent increase, then it was based upon 
figures compiled in 1955 for the pre- 
ceding five years—1950 through 1954. 
Note that three of these years—’§4, 
53 and ’52—are included in both the 
rate reduction of two years ago and 
the recent rate increase. So this in- 
crease seems to have been caused by 
whopping big insured fire losses in 
1955 and 1956. 

Deputy State Insurance Commis- 
sioner J. E. McDavid says that the 
ratio of insurance premiums to in- 
sured fire losses goes up during peri- 
ods of recession. When there’s a period 
of business recession, there seem to 
be more insured fires. 


Impact Of Recession? 


But—the present rate boost is based 
on the experience of 1952-1956, and 
the current business recession didn’t 
start until the last few months of 
1956. It really got going in 1957. So 
the impact of the recession upon the 
indicated rate boost is hard to figure. 

Our point in all this is not to ques- 
tion the conclusions of the rating 
bureau and the insurance commission. 
It is rather to wonder why such a 
big change in the rate picture should 
come so suddenly, if changes are based 
on a five year experience. And, since 
1957 was the rough recession year, 
we wonder what the loss experience 
will indicate for fire rates next year. 

(Up to this point, the editor was 
talking about fire rates but he ran off 
the trolley in his conclusion, which 
follows:) 


By 


Could it be that a big reason for the 
current increase is one that was not 
mentioned—although it was predicted 
by the Evening Herald a year ago? 
Could it be that the higher rates York 
county people will pay for fire insur- 
ance are the result of heavy losses 
from hurricane and tornado damage 
in other areas of the state? If that is 
the case, the profit to people in this 
area of “package” insurance, the ex- 
tended coverage that includes wind- 
storm and hail, explosion, riot and so 
on, seems questionable. 


BS 


It must be discouraging to the bu- 
reau to have its praiseworthy attempt 
to explain fire rates to the public so 
garbled and confused by the injection 
of extraneous considerations which 
have no bearing whatever on the rate 
rise. As if to make matters worse, 
Hurricane Helene whipped into the 
Carolina coastal area on the heels of 
the explanatory bulletin and the edi- 
torial. Even nature seemed to conspire 
to confuse the situation further, by 
giving the misleading editorial a 
strong focus. 
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Ask Gap Be Closed 
in Atom Coverage 


National Assn. of Insurance Brok- 
ers in a statement to Atomic Energy 
Commission has recommended a 
change in the latter’s proposed public 
jiability indemnity agreement with 
nuclear energy facility owners and 
suppliers so as to protect the public 
from losses to the full extent con- 
templated by Congress. 

In a letter to H. L. Price, director 
of the division of licensing and reg- 
ylation of the AEC, from Barclay 
Shaw, counsel of the brokers, NAIB 
also urged broadening of the AEC 
indemnity agreement to cover losses 
during transportation of radioactive 
material in U. S. territories or pos- 
sessions, Puerto Rico, or the Canal 


Zone, instead of just in the U. S., as 
presently proposed. The private insur- 
ance available covers in the wider 
territory. 

One of two amendments proposed 
py AEC to its regulations prescribes 
the form of an indemnity agreement 
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in which AEC intends to indemnify 
nuclear operators and suppliers for 
liability 
amount of private insurance required 


losses which exceed _ the 
by the commission. The indemnity ob- 
ligation of AEC would be for public 
liability and damage to property “as 
in the aggregate exceeds the amount 
of financial protection” (private in- 
surance). However, another provision 
in the proposed agreement defines the 
amount of financial protection as the 
original amount required. It does not 
consider reductions in this amount, as 
provided in private insurance, for loss- 
es or claim costs paid by the private 
insurer and the pro rata reduction of 
total coverage. 

The brokers say this gap in coverage 
should be closed. 

Michael J. Mullally, supervisor of 
map correctors in New York for San- 
born Map Co., has retired after 43 
years of service. He has a wide ac- 
quaintance among underwriters and 
agents in the metropolitan and suburb- 
an areas. 








LASTING 


DEPENDABILITY a 


worthy of your 


confidence... 


Rock-rooted watch tower of the sea, 
guardian of the men who sail it—the 
Lighthouse — and its keepers—command 
respect by unwavering dependability 
through the heaviest weather. 


So, by searching attention to service, 
does Phoenix of London keep 
confidence at an unwavering high. 


Build your future serving and being 
served by the Phoenix of London Group. 
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‘Phoenix of London Group 


55 FIFTH AVENUE * NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE COMPANY OF NEW YORK 
LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


THE UNION MARINE & GENERAL INSURANCE 
COMPANY, LTD. 





Travelers Appoints Gale 
Syracuse Claim Manager 


Travelers has appointed Pierce A. 
Gale claim manager at Syracuse, re- 
placing Clifford W. Baumbach, who 
has been granted sick leave. 

Mr. Gale joined the company in 1926 
at Syracuse, and later went to Water- 
town, N. Y., as resident adjuster. He 
was appointed supervising adjuster at 
Syracuse in 1946, and assistant claim 
manager there in 1951. Mr. Baumbach 
joined Travelers in 1921 at Syracuse 
and in 1926 was transferred to Bing- 
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Coleman Succeeds Maguire 
In N. Y. For North British 


Edwin B. Coleman Jr. has joined 
North British as special agent for cen- 
tral New York with headquarters in 
the Keith Theatre building, Syracuse. 
He succeeds Walter S. Maguire, re- 
signed. 

Mr. Coleman was with New Eng- 
land Fire Insurance Rating Assn. for 
several years. 
hamton as supervising adjuster. He 
later became claim manager at Scran- 
ton. 





Marine. 


L. K. GIFFIN 
President 
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offshore oil insurance 


BECAUSE insurance agents and brokers 
know the importance of experienced han- 
dling in arranging proper coverage and 
proper claims servicing, they will in most 
cases recommend placing insurance on off- 
shore oil drilling and production equipment 
with a specialized market such as Southern 


Southern Marine’s Loss Prevention Serv- 
ice, included at no extra cost, is geared 
to work with assureds in preventing 
losses to reduce future insurance costs 
and to prevent equipment down-time. 
Even when fully reimbursed for loss or 
damage, assureds know how expensive 
it can be to have equipment laid up for 
repairs and not earning. 


Our Service is for Insurance 
Agents and Brokers Only 


THERN MARINE 


& AVIATION UNDERWRITERS, INC. 


610 Poydras Street, TUlane 5266, New Orleans 12 


LEE M. STENTZ 
Vice President 


FRED L. KRIEDT 
Vice President 
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Suggests Auto Underwriting Loss Answers 


(CONTINUED FROM PAGE 


matter how just was their cause. In 
the insurance industry we of course 
are subject to the dictates of the 
insurance departments and often, too, 
the wishes of their politicians. That 
admittedly presents a problem that 
other industries are not confronted 
with in seeking a fair profit, but it 
should never remain an insurmount- 
able one if we too will follow the 
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26) 


principles of sound merchandising. 
While admitting that unlike most 
industries we could hardly discontinue 
our present product (automobile 
policy), what is there to prevent us 
from developing a new and better 
product—a single limit package policy 
based on minimum limits of say 
$10,000 that would include BI, PDL, 
medical payments, uninsured motorist 


and death indemnity, with provisions 
for increased limits in units of $10,000, 
based on a graduated scale of rates 
that would reflect the true present 
day exposure. Such a policy should 
make possible the filing of rates that 
would reflect present conditions and 
thereby allow for a fair profit to the 
companies. This it would seem is the 
only sound solution that could bring 
some immediate relief to the com- 
panies, producers and the insuring 
public. It should meet no objections 
from the various insurance commis- 
sioners as it would be a new policy 


100,000,000 people will see this month’s 

America Fore Loyalty advertisement in the 
publications listed below—pointing up the hazard 
of under-insurance and the importance of a 
“checkup” by their local independent 


agent or broker. 

















"s walues 
our house at voday 
covet ¥ 
ta house cost 425,000 as 
_ now cost 18,000 ° 
st aa 





Now Appearing In: 


& THE SATURDAY EVENING POST 
& NATIONAL GEOGRAPHIC 
READER'S DIGEST 
& NEWSWEEK 
* TIME 
& LIFE 


‘Amenca Fore. 
‘Loyalty Group 





October 10, 1953 


and would not replace the existj 
automobile policy which would stjjj 
be available for those who wanted to 
buy it. 

Now once this new single limi 
broad form automobile policy wag 
available, it is hardly likely that the 
companies would encounter any objec. 
tions from their producers if they they 
found it necessary to reduce the 
commission on the old or present form 
of policy. In fact, it might be well to 
do just that in order to reduce the 
incentive to sell the unprofitable 
present or existing policy, and that 
is simply sound merchandising in any 
industry. 


Playing A “Scared Game” 


Why is it in the fire and casualty 
business that we should in so Many 
instances feel that we must serve the 
public at a loss? Is it because we play 
a “scared game,” being fearful of 
political repercussions? Too often it 
seems that we act that way. We might 
do well to take a lesson from the 
financial institutions who also must 
be mindful of the possibility of politi- 
cal repercussions. When the mortgage 
market is tight and they find GI and 
FHA loans unprofitable, they simply 
tighten up on their underwriting 
requirements and turn down about 
90% of the loans submitted, thereby 
forcing submissions on a conventional 
loan basis at a rate of interest that is 
profitable to them. There seems no 
justifiable criticism of such a proced- 
ure on their part and in fact it seems 
to be just sound business judgment. 
Their product is money and they are 
merchandising it at a profit, politics 
not withstanding. 


Are Entitled To Profit 


Surely we in the insurance industry 
have the right to make a fair profit 
while serving the public and in fact 
I don’t think anyone would expect us 
to do otherwise. However, it is up to 
us to devise ways and means whereby 
we can merchandise our product at a 
profit, even when competing with the 
direct writers. There is of course no 
substitute for quality and service to 
those who can afford it, provided our 
rates always accurately measure the 
exposure at risk. It would seem to me 
that we must find ways and means to 
modernize our rating formulas so as 
to make sure that the small and 
unprofitable risks stand on their own. 

It certainly seems to me that it is 
folly to try and sweat out the automo- 
bile situation with our present product 
and that it would be a very simple 
matter to come up with a substitute 
product that can be sold at a profit. 
It is not the price of the product that 
is disturbing to the producers ‘and 
insuring public, but rather the lack of 
facilities. The insuring public needs 





Two Coverages Are Ruled 
Not To Be Inland Marine 


The committee on interpretation has 
ruled that a policy covering physical 
loss or damage to household goods 
while in storage in a warehouse as well 
as the warehouseman’s liability for the 
goods does not constitute inland ma- 
rine insurance. The committee ruled 
that the policy affords coverage of all 
kinds of stock belonging to any estab- 
lishment and in storage for an indefi- 
nite time, which is inconsistent with 
the nationwide definition. ; 

The committee also ruled that in- 
surance on hop-picking machines per- 
manently affixed to a concrete floor 
is not inland marine even though the 
machines are being purchased under 
an installment sales plan. 
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the protection and we agents need the 
facilities in order to protect our col- 
jateral business. 

seems More Equitable 


It seems that the combining of 
coverage at a single rate or premium 
with a resultant combined loss ratio 
is a much more equitable approach. 
This I would think is particularly true 
on liability insurance, where we are 
concerned with BI, PDL, medical 
payments, uninsured motorist and 
death indemnity losses. To specifically 
insure each of these exposures instead 
of grouping them as “liability,” both 
as respects premiums and losses does 
not seem realistic. That is why I feel 
our rates should be based on the 
over-all loss ratio. 

This morning I received a circular 
on Centennial’s new “Top Family 
Auto” policy which provides for a 
single minimum limit of $25,000 on 
BI and PDL, and includes medical 
payments of $1,000, comprehensive 
and collision actual cash value and 
death or dismemberment caused by 
motor vehicles on the entire family 
up to $10,000 per person. 


Six Named By Zurich 
In Head Office Changes 


Several appointments and promo- 
tions have been made by Zurich at 
their Chicago head office. 

Charles L. Erickson was named su- 
perintendent of the newly formed re- 
search and development department; 
Harold J. Whalen was promoted to su- 
perintendent of the supply depart- 
ment; Nathan C. Neesley was appoint- 
ed superintendent of agencies in the 
midwest department; G. W. Fagerlin 
was appointed claim manager of the 
midewest department; H. J. Reed was 
appointed claim attorney of the head 
office claim staff, and R. L. Nelson 
was transferred from Los Angeles to 
Chicago as executive claim repre- 
sentative in the head office claim de- 
partment. 

Mr. Erickson joined Zurich in 1950 
after graduation from Northwestern 
University. He was named statistician 
in 1954. 

H. J. Whalen joined Zurich in 1930. 
In 1941 he was assigned to the head 
office supply department. He became 
assistant superintendent of supply in 
1951. 

N. C. Neesley joined the company 
in 1958. Previously he was vice-pres- 
ident of a large general agency in 
Grand Rapids, and before that was 
assistant manager of the Oklahoma 
office of Maryland Casualty. 

G. W. Fagerlin joined Zurich in 
1946 at Detroit as claim superintend- 
ent after 14 years with New Amster- 
dam Casualty. He was transferred to 
Chicago as claims manager last 
March. 

H. J. Reed has been at the Chicago 
head office since 1941. Prior to that he 
was attorney for the company in 
Cleveland. He became superintendent 
of the midwest claims department 
last November. 


New Inspection Company In Mo. 


Mid-Missouri Insurance __ Service, 
Specializing in auditing, inspections 
and safety engineering, has been 


organized in Jefferson City by Edwin 
H. Prenger. Mr. Prenger has been in 
the business 15 years, starting as a 
Payroll auditor for Travelers. More 
recently he has been-safety engineer 
and inspector for New Amsterdam 
Casualty at St. Louis. 

-Missouri Insurance Service will 
have branch offices at Springfield and 
at Joplin. 
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Aetna Casualty Class 
Told Of Sales Areas 


John F. Furniss Jr., agent of Lan- 
caster, O., advocated selective selling 
in a talk at the recent graduation din- 
ner, concluding the Aetna Casualty 
sales course at Hartford. Mr. Furniss, 
who graduated from the school sev- 
eral years ago, said that wide open 
opportunities exist for the agent in- 
formed of the new Aetna salary 
budget A&S plan, the latest develop- 
ments in package policy plans, and 
the many other broad form coverages 
now available to both personal and 
commercial policyholders. 

The class was led by Gene A. Yates 
of Jackson, Miss. Other blue ribbon 
winners for high scholastic standing 
were Edward G. Leap of Merced, Cal., 
John T. Alexander Jr. of Jacksonville, 
Fla., and Harold D. Haynes of Manis- 
tee, Mich. Gold ribbons for demon- 
strating outstanding soliciting tech- 
niques went to Marvin E. Garbett of 
Richmond, Va., James F. Holland of 
Washington, D. C., John Biedermann 
of Covina, Cal., Kenneth Foster of 
Madera, Cal., and Mr. Alexander. 
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ROYAL EXCHANGE ASSURANCE 
PROVIDENT INSURANCE COMPANY 


of New York 


Representatives in Principal Cities and 


FRIENDLINESS 
and COOPERATION ... 


+» are key words of the fine Agent-Company 
relationship which has existed for more than 
238 years in the Royal Exchange organization. 


e The Royal Exchange was first to 
go definitely on record as an 
Agency Company. 


Exchange 
Group 


111 JOHN STREET 


Fire, 
Merine, Casualty 
Fidelity & Surety 


Towns of the United States and in 


Most Countries Throughout the World 


NEW YORK 








EXCESS LIABILITY ANY NATURE ¢ 





FORMS OF LIABILITY INSURANCE @ 
OVER-AGE PERSONAL ACCIDENT ® EXCESS MOTOR TRUCK CARGO ® INLAND MARINE ® REINSURANCE 


612 Gary National Bank Building 





175 West Jackson Boulevard 
Chicago 4, Illinois 
WaAbash 2-8544 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon, President 


FIRE AND ALLIED COVERAGES ®@ 
MALPRACTICE LIABILITY @ 


Gary, Indiana 
TUrner 5-3432 


GROUP ACCIDENT & SICKNESS 


EASY WAY TO ADD NEW LINES 
... With Illinois R. B. Jones 


m Meet an agent who just added new, 
extra-income lines to his portfolio. 
Want to know why he’s watching TV 


instead of studying a training manual? 


Simple. From Illinois R. B. Jones he 
learned Excess & Surplus lines are bas- 
ically the same as fire and casualty lines he 
already handled. Hardly anything new 
to learn... yet lots of new prospects. He’s 
already sold Motor Truck Cargo to an old 
client; Product Liability to a local can- 
nery. Fast, easy placement with Illinois 


R. B. Jones’ top markets, too. 


Try these easy-to-learn, extra-income 
lines yourself. Write for our booklet “Our 


Inventory isYour Opportunity” this week. 


OL&T, PRODUCTS AND ALL 
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New Public Relations 
Office At Los Angeles 


Assn. of Casualty & Surety Com- 
panies has opened a public relations 
office at Los Angeles as an adjunct of 
the Pacific Coast office at San Fran- 


cisco. Myles W. Smith, who will con- 
tinue to direct the over-all activity in 
eight western states, said that Los An- 
geles and southern California resi- 


dents comprise such a large part of the 
insurance buying public that another 
office was needed for local public re- 
lations emphasis. 
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The Los Angeles office will admin- 
ister the speaking program on auto- 
mobile insurance in the schools which 
involves about 700 bookings a year. 
In addition, the office will be the local 
headquarters for California Speakers 
Bureau, sponsored by the association, 
Pacific Board, California Assn. of In- 
surance Agents, and Insurance Brck- 
ers Exchange of California. 

American Surety has named Howard 
I. Dillingham, president of Ithaca Col- 
lege, and Edward G. Gerbic, vice-pres- 
ident of Heublein Inc., trustees. 


Kentucky Agents Ready 
Card For Nov. 16 Annual 


Final plans are being completed for 
the annual convention of Kentucky 
Assn. of Insurance Agents, Nov. 16- 
18, at the Kentucky Hotel, Louisville. 
Registration to date indicates the con- 
vention will be the largest in the asso- 
ciation’s history. 

Keynoter will be Morton V. V. White, 
Allentown, Pa., executive committee- 
man of National Assn. of Insurance 
Agents. Other official guests listed are 
Commissioner Northington of Tennes- 





More than 135 years of bonding experience 


Where, in the entire insurance industry, will you 
find a more impressive concentration of bonding 
“know how”’ than at Standard Accident, where 
the vice president and three assistant vice presi- 
dents (above) who specialize exclusively in this 
line of insurance, offer a combined total of more 
than 135 years’ experience in bonding? Important, 
too, is the fact that Standard Accident offers 
the expert and readily available services of 
highly skilled bond specialists in the field as well. 


What does this mean to an insurance agent? 
Well, first, consider the importance of bonding 
business from your standpoint . . . bonds pro- 
vide a very profitable source of premium pro- 
duction . . . bonds, as a rule are not “target 
risks’ and once written provide an annual 
income with little or no effort or expense . . . 
bonds provide an excellent ‘“‘foot in the door’’ 
for the sale of additional coverages . . . bonds 





are an important segment of a well-rounded, 
diversified “‘portfolio”’ of agency service. 


In light of the above . . . and in view of the fact 
that bond underwriting oftentimes becomes 
rather complex . . . having a wealth of top 
caliber bonding knowledge and experience to 
draw on, provides an insurance agent with an 
obvious competitive advantage. And, we repeat, 
where, in the entire insurance industry, will 
you find a more impressive concentration of 
bonding “know how” than at Standard Acci- 
dent Insurance Company? 
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see; Commissioner Thurman of Ke, 
tucky; Louie E. Throgmorton, View. 
president and director of public sep. 
ices Republic National Life; and Wa 
ter G. Dithmer, assistant Manage 
Western Underwriters Assn. 

The 1959 NAIA advertising cam. 
paign will be discussed by J. R. Monj. 
gomery, chairman of the Kentuck 
committee, and Frank Schaffer, Ney 
York, vice-president Doremus & (9 
advertising agency for the campaign, 

The final session will be a foryp 
discussion by several leading Kep. 
tucky insurance men, a feature always 
popular with members. Following th 
convention banquet, the Cherokee Cup 
will be awarded to the outstanding 
agent of Kentucky. 


Hearing Oct. 23 On Mich, 
Plan Requiring Bond Of 
WC Self-Insurers 


LANSING—A hearing has been set 
for Oct. 23 at which self-insuring 
workmen’s compensation employers 
have been invited to testify regarding 
a proposal that they be required to 
post surety bonds covering $25,000 
minimum liability. 

At a meeting of the Michigan legis. 
lature’s joint committee on adminis- 
trative rules last week, Zolton A, 
Ferency, director of the workmen's 
compensation department, urged ap- 
proval of a rule requiring such a bond. 
He said the law relative to self-insur- 
ance of compensation risks specifies 
that self-insurers either post bond or 
a statement of financial responsibility, 
The department, Mr. Ferency con- 
tended, lacks personnel to make an 
adequate check of financial responsi- 
bility statements from the 435 em- 
ployers now listed as self-insurers. 

Sen. Edward Hutchinson, Fennville, 
of the legislative committee, noted 
that the statute makes the filing of a 
bond optional but the proposed rule 
would make it mandatory. Mr. Feren- 
cy contended, however, that such 
a rule would permit many employers 
now buying workmen’s compensation 
insurance to become _§self-insurers. 
There are some 106,000 employers 
under the Michigan act. 

Mr. Ferency explained that in a 
typical case the required bond would 
cost $300 and stop-loss insurance for 
amounts above $30,000 could be ob- 
tained for $3,200. He contended that 
Surety Assn. of America had indicated 
lower rates would be available for 
small employers if they “have a uni- 
form set-up.” Defending need for the 
rule, he said four employing firms 
“went broke” in the past year, leaving 
eight employes without ordered com- 
pensation. He said “unstable business 
conditions” have increased the poten- 
tial risk in accepting financial state- 
ments as sufficient basis for self-in- 
surance. 


Form Central Underwriters 
As N. J. General Agency 


Central Underwriters has _ been 
formed at Toms River, N. J., as a gen- 
eral agency and surplus line broker- 
age with complete domestic and for- 
eigen facilities. J. Ely Haven, president, 
began as an underwriter with A. W. 
Marshall general agency of Newark 
and later became a field representa- 
tive. He has also operated local agen- 
cies at Lakewood and Toms River. He 
was field supervisor of Standard Ac- 
cident at Washington, D. C., for a time 
and most recently was with Excess 
Enterprises of New York as surplus 
line field representative. 
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lewelry Case Hinges 
On Redcap’s Mishap 


(CONTINUED FROM PAGE 6) 
inventory covertly carried by Mintz. 
The company’s unwitting possession 
of the jewelry was an insufficient basis 
for establishing liability. Bailment is 
a consensual relation, the court held, 
and allowance of recovery by the in- 

r would mean holding the trans- 
porter liable for failure to take pre- 
cautions with unknown chattels. The 
court said there was liability for the 
nominal value of the two sample cases, 
excluding jewelry, and the two-suiter 
bag and its contents bailed to the 
station company. But the subrogee 
only paid out on the lost jewelry, 
made no claim for the nominal dam- 
age due it and hence could not even 
recover the latter. 

In its petition for writ the insurer 
contends that the claim checks in no 
way indicated any limitation or re- 
striction concerning the nature or val- 
ue of property which the Chicago Un- 
ion Station Co. would undertake to 
handle through its redcaps. There was 
no indication of limitation or restriction 
on the station company’s liability in 
event of loss of such property, and it 
had never contended that Mintz had 
been informed in any way of any lim- 
iting conditions. Finally, the station 
company claimed no limitation of li- 
ability by virtue of any tariff sched- 
ule filed with Interstate Commerce 
Commission. 


Arguments Of Insurer 


The insurer declares that the court 
rulings promulgate additional limita- 
tion to the application of the Carmack 
amendment to the interstate commerce 
act not intended by Congress, and 
enable anyone to evade the act merely 
by not filing a valid tariff schedule 
with ICC or failing to urge such a 
schedule in a case which is clearly 
controlled by the act. 


The petition cites the Carmack 
amendment to the effect that no li- 
ability attaches to railroad stations 
where property contained in closed 
receptacles and delivered by interstate 
travelers to redcaps employed by such 
stations consists of salesman’s samples, 
rather than personal effects, unless the 
passenger makes a voluntary disclos- 
ure of the nature and value of the 
property to the redcap, even where no 
notice of any limitation or restriction 
is made known to the passenger or 
opportunity afforded to choose a high- 
er or lower liability. The petition states 
that this provision of the amendment 
is a question of great and recurring 
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Multi-Line Seminar 
On R.J. Agents’ Card 


A workshop seminar on six current 
topics will feature the annual meeting 
of Rhode Island Assn. of Insurance 
Agents at the Sheraton-Biltmore hotel, 
Providence, Oct. 20. Discussion leaders 
include Joseph I. Quinn, special agent 
of Employers Liability, on the family 
automobile policy; J. J. Rheinberger, 
bonding department, on fidelity and 
surety bonds; Carleton I. Fisher of 
Providence on commissions; Walter J. 
Matthews, special agent of Hartford 
Fire, on the commercial property 
floater; Robert S. Plumb, special agent 
of Home, on homeowners, and Leo V. 
Gleason, special agent of Hartford 
Steam Boiler, on boiler and machinery. 

The new sound film, outlining the 
1959 advertising program of NAIA, 
will be shown and _ discussed. 


Amendment To By-Laws 


At the business meeting, an amend- 
ment to clarify the qualifications for 
membership in the association will be 
proposed. This includes the require- 
ment that members shall be agents, 
transacting any or all types of busi- 
ness other than life and operating on 
a commission basis on “all accounts or 
expirations owned by them.” 

Forrest H. Witmeyer, president of 
Excelsior, will speak on “Facing Our 
Future Together” at the banquet. 
Frank J. Lowrey of Pawtucket, presi- 
dent, who recently suffered a set-back 
due to physical exhaustion, has re- 
covered and will preside at the busi- 
ness meeting. James Goldsmith of 
Providence, program chairman, will 
introduce the seminar participants. 


Hayes Succeeds Browne 


Harry Browne, for many years res- 
ident vice-president at San Francisco 
of Talbot, Bird & Co., has resigned for 
reasons of health. His responsibilities 
have been taken over by John T. 
Hayes, who has been resident secretary. 


significance since it clearly affects 
many traveling salesmen who carry 
samples and who usually use redcap 
service offered by railroad station com- 
panies which serve interstate railroads. 
These companies fall within the scope 
of the interstate commerce act and 
their liability for loss is governed 
thereby. 

Ernest Schein of Washington, D. C., 
and Harry Okin, Cecil Magid, and 
James P. Chapman of Weissenbach, 
Hartman, Craig, Okin & Magid of Chi- 
cago, presented the plea for writ. 
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Maguire Scores PR 
Status Of Business 


John J. Maguire, president of In- 
dependent Insurance Agents and Bro- 
kers Assn. of Philadelphia and Sub- 
urbs, declared that while producers’ 
organizations and practically all insur- 
ers make frequent use of the term 
“public relations,” he wonders if the 
words are a myth used only because 
they “sound good.” In a message to his 
membership he took a look at the rec- 






ord and analyzed the use and misuse of 
the phrase. 

Mr. Maguire wonders if action, ex- 
press or implied, is necessary to ex- 
emplify the meaning, or do the words 
stand on their own and their mere 
utterance denote that either good or 
poor public relations have been ac- 
complished or created. He questions 
whether confusion created by the 
multiplicity of ambigious and contra- 
dictory words and phrases used in 
many policies and forms is good or 
poor public relations. 
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In particular, Mr. Maguire wonders 
whether the blanket denial of liability 
following a snow-wind storm or any 
other catastrophic storm, especially 
after the come-on and all the hula- 
baloo previously given the cure-all 
coverages in the fine print of the 
much improved and broadened poli- 
cies, is good public relations. He thinks 
the companies may have missed the 
public relations’ boat and may con- 
tinue to do so in not taking advantage 
of a catastrophe situation and spend- 
ing a few thousand dollars in creating 
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positive public reaction through the 
payment of losses. The return, thro 
the spending of hundreds of thous. 
ands in empty advertising is prop. 
lematical, and in this respect can be 
considered an absolute negative, Emp. 
ty promises always boomerang and 
destroy whatever benefit all the aq. 
vertising in the world may have ate 
complished, he said. 

He referred to increased automobile 
rates and reduced commissions—pay. 
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MULTIPLY THESE 
SIX NEW HOMES 


B Y 158 * 3 33 to equal the number* of new private residences under construction during the 
current year, despite recession and talk of diminishing markets. 
Almost 950,000 new homes; 950,000 new prospects for residential package 
policies; 950,000 opportunities to modernize family insurance programs! 
The best efforts of both company and agent will be called for in providing the 
right coverage and presenting it to the insurance prospect. The Crum & Forster 
Companies have complete canfidence that the job will be well done. 


* Indicated in a survey conducted by the Economic Council of the 
National Association of Home Builders. 
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manner in which the latter were pyt 
over, fortunately not by all companies, 
some of which are still human ang 
sympathetic to the agent’s status, He 
wonders if those companies which con. 
descended to write class 2 risks but 
limited the liability limits to $10/2 
realize the unannounced and embar. 
rassing situation in which the agent is 
placed. The father, mother or other 
members of the household who. think 
they are protected by the limits of 
$50/100 or upward on the family car, 
in an emergency or otherwise may hap- 
pen to drive the car titled in the min- 
or’s name and become involved in a 
serious accident. After the smoke clears 
away, they find they are protected for 
only the minor’s limit of $10,000. 

Going a step further, he continued, 
let’s assume the minor is the son or 
daughter of middle-class or well-to- 
do parents who will at a given date 
fall heir to the family estate. If he has 
an accident resulting in an award of 
$25,000 or up, with a limit of but $10, 
000 to cover, it is quite likely a judg- 
ment will be entered, revived, and at- 
tachment made at a future date. Was 
creation of such a situation intentional 
on the part of the companies, Mr. Ma- 
guire wants to know. This situation has 
been called to their attention, he noted, 
but “What is being done to correct it?” 
If nothing, is that good or poor public 
relations, he asked. He urged agents to 
have their companies correct this sit- 
uation. 


Mr. Maguire asked whether public 
relations is involved in the attitude 
of some underwriters who greet the 
agent or broker as a paroled convict 
and force him to go to foreign lands 
for the coverage. “Then let’s consider 
the attitude of the adjuster who, fol- 
lowing the loss—the very thing the 
policyholder purchased an insurance 
policy to protect himself against— 
attempts the brush off and puts Jesse 
James and his like to shame! Is that 
public relations?”, Mr. Maguire in- 
quired. 

Repeated and deliberate poor public 
relations on the part of the industry 
can and probably will be an open 
invitation to the government to step 
in and take over. A continuation of 
the present hodgepodge, which in his 
opinion is due to lack of sound think- 
ing, planning and application—plus 
professional jealousy on the part of a 
handful—may mean that day is not 
too far off. Someone, somewhere, has 
been overly tolerant for at least the 
past five years—but just how much 
longer the business will enjoy the 
distinction of private enterprise de- 
pends entirely on company executives 
and the wisdom they exercise over 
the bureaus, committees, et al, who 
look to them for sound guidance, di- 
rection and instructions. 


If more thought and action had 
been given this subject during the 
past several years, possibly a solution 
to the rating situation, both fire and 
casualty, and harmonious procedure 
would now be an accomplished fact. 
As it is, everyone is butting into the 
proverbial stone-wall and groping in 
the dark, Mr. Maguire said. 
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Agents Say Liability Limits Need To 
Be High Enough To Protect Insured 


Several observations have been made by agents on the problem of deter- 
mining what are the proper liability limits to recommend to insured. Not all 
company executives believe that too high limits, particularly for the average 
gutomobile insured, belt the underwriting experience because limits tend to 

me the settlement amount or jury award; and in the comments below, 
agents reflect their keen interest in the adequate protection of their insured. 


* 


William M. Rose, local agent at Mt. 
Pleasant, Tennessee, writes: 

I have read with interest your ar- 
tile on the adequacy of liability li- 
mits in the Sept. 5 issue. I have 
also waited for comments on your ar- 
ticle, and have waited in vain except 
for “more of the same” in the Sept. 
26 issue. Since it is indicated that 
thus far the comments are by insurer 
and reinsurer executives, I shall pre- 
sume to give an agent’s view of the 
subject. 

Basic Purpose Of Insurance 


The purpose of insurance is to pro- 
tect the insured against financial loss. 
This principle seems to be about the 
only one that has not entered into 
the thinking of those writing or com- 
menting on the subject of adequate 

With this purpose of insurance in 
mind, “adequate” limits for any and 
all insured, regardless of the amount 
of wealth they may have accumulated, 
would seem to me to be limits that 
would meet or exceed any possible 
judgment. Of necessity these limits 
would be the same for persons of 
moderate circumstance and for the 
wealthy. The person with an estate 


valued at $25,000 needs and deserves 
protection for this estate, and if a 
possible judgment of $500,000 can be 
had against him, only a limit of 
$500,000 could be considered adequate. 


* 


A Florida agent writes: 

All of your recent articles concern- 
ing liability underinsurance and over- 
insurance have been read with much 
interest. 

This point has not been brought 
out. 

Some have stated that a person of 
no unusual worth only need have lim- 
its of say 20/40/10. 

In my case when I married 42 
years ago I was making $13 per 
week and had nothing. It was not 
until 25 years ago that I began to 
accumulate some means, and now I 
have unincumbered property that I 
would not sell for $100,000. 


Judgment Would Stand 


Under the national bankruptcy act, 
as amended, I understand that once 
a judgment is rendered against a 
person who is also at the time found 
guilty of wanton and wilfull negli- 
gence (and other charges which are 
usually made in connection with dam- 
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age suits), this person cannot be re- 
lieved of the judgment through bank- 
ruptcy. 

Therefore had I incurred such a 
judgement many years ago, I would 
now be able to own nothing in Florida 
except my homestead, and could not 
sell it, nor move out and rent it. 

Therefore I see no good reason for 
approving other than pretty high 
limits for everyone. And, adjust the 
higher limits tables accordingly. 

* 


In watching for liability cases in 
which insured contributed, insurers 
are running across more underinsured 
physical damage losses. Here are sev- 
eral: 

Fire insurance on contents by a 
Texas corporation carried at $22,000. 
Actual loss in July, 1958, was $31,600. 

The insurance carried on a _ build- 
ing on Long Island, $200,000. Loss early 
in 1958, $258,850. 

On a dwelling in upstate New York 
coverage was $35,000, the loss $40,000. 

Insurance on a small building in 
New York City $2,000, actual loss 
$2,464. The insurance paid $994, the 
coinsurance penalty was $1,470. 
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Another dwelling was insured for 
$3,000. The loss was $6,822. 


* 


On the liability side, some further 
examples of underinsurance are: 

A truck hit a bus carrying an indus- 
trial baseball team. Several lives were 
lost, many were injured. Insurer ‘paid 
limits of $300,000, insured paid $50,- 
000 additional. 

An industrial firm was using a 
pressure hose with nozzle. In some 
manner the hose became disconnected 
and because of high pressure went 
out of control, striking a small boy, 
who was watching the proceedings. 
Insurer paid the policy limits of $100,- 
000, insured paid an additional $20,- 
000. 

Insured carried 5/10. He was in- 
volved in country hilltop auto accident 
with severe injuries to passengers in 
the adverse automobile. The trial re- 
sulted in judgment of $19,000. Insur- 
ed forced insurer to appeal, and 
award was affirmed. Insurer paid 
$5,000, insured nearly $15,000 more. 

Insured carried 20/40 limits. His 
auto hit a woman pedestrian during a 


(CONTINUED ON PAGE 46) 
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Intricacies Of Insurance Public Relations Are Outlined 


company side. At all events, a certain 
percentage of claimants are inevitably 
chagrined and spread their dissatisfac- 
tion to others. Thus the market for 
good will is further restricted. 

Third party claimants often regard 
the adjuster as a sort of devil’s advo- 
cate for the culprit who injured them, 
and his insurer. They think the ad- 

















uestion: 


who offers its 
agents these 16 extras? 
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(CONTINUED FROM PAGE 2) 


juster’s mission is to deprive them of 
their due, and even if subsequently 
satisfied, rarely become cheer leaders 
for insurance companies. 


Blanket Indictment Of Insurance 


A recent letter to a New York news- 
paper illustrates a grievance against 
insurers: “Recently a boy on a bicycle 
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cancelled. We only use our car on 
weekends, but that’s the good you Bet 
from insurance. Because we can’t af. 
ford to pay a higher insurance rat, 
lost control and his front wheel hit we're without a —- Right or wrong 
our fender, causing him to fall off his YOu're still wrong. 
bike. We called the police and offered This type of communication, reach. 
to call a doctor. People who saw it ing a large metropolitan circulati 
happen assured the police that the can wipe out many efforts to builg 
boy had not been hit by our car. Yet public good will. Note the sweeping 
you can guess what happened. They indictment of “insurance” as an entity, 
sued our insurance company for a It is in the unglamorous area of 
small amount, and our insurance was professional selling of the right cop. 
2 eines __._ tracts in adequate amounts and in the 
improvement in adjustments that 
fundamental public relations lie. Both 
activities demand increased education 
and unrelenting daily efforts aimed at 
improvement. If this is not accom. 
plished, window dressing is in vaip, 
The company that continues to carry 
incompetent agents and sends inade- 
quately trained adjusters out to meet 
the public might bear this in mind 
No amount of advertising or printed 
matter will atone for these deficien- 
cies. 


Good Insured Are Resentful 





Most customers never have a loss. 
Their insurance is never called upon 
to deliver tangibly. The fact that 
insurance actually has performed for 
them by providing protection during 
its term rarely if ever enters their 
minds, except in the case of corporate 
buyers and other business men who 
realize that they cannot operate with- 
out it. But other individuals never 
think about insurance except when 
called upon to pay premiums and 
especially when there is a rate rise. 
Then they bristle. They are told that 
bad experience boosts the cost. But 
they did not contribute to this situa- 
tion since they had no losses. These 
people do not comprise an ideal field 
for inculcation of good will. Practical 
steps to lessen the impact of higher 
costs by means of budget plans could 
be a most valuable public relations 
tool as well as an economic one in this 
connection. People will not take up 
arms as readily when increased costs 
are spread over monthly payments as 
they will when confronted by a whop- 
ping increase payable at one time. 

The foregoing may seem like an 
oversimplification, but nevertheless 
presents some aspects of public atti- 
tudes which the insurance business 
must reshape if better relations are to 
be fos!pred. 





Encouraging Moves Made 




















There has been a recent spurt in 

















the formation of insurance information 











offices in a number of states: Con- 











necticut, Georgia, Illinois, Indiana 


















and Tennessee. Iowa, Massachusetts, 

















Michigan and Texas have similar 
establishments. A larger undertaking 

















of this nature for the southeastern 
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of dependable protection 
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states has been set up at Atlanta, and 
Western Insurance Information Ser- 
vice has been active on the Pacific 
coast for some years. These are con- 
structive steps toward better under- 
standing of the business through 
information furnished to local news- 
papers, radio, TV, and through speak- 
ers’ bureaus and other effective 
channels of communication. Since 
information offices are confined to 
state or regional levels, the possibility 
of conflict in the philosophies of var- 
ious groups, and differences in their 
transmittal to the public of matters 
which may have national significance 
must be recognized. However, such 
difficulties should be discounted for 
the present in view of the positive 
contribution these offices are making 
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toward better understanding of major 
ents of the business. 

Many of the offices are directed by 
former newspapermen who bring a 
fresh viewpoint to insurance. It is 
significant to note that the director of 
the Connecticut office, Francis T. 
Ahearn, had only been on the job a 
few weeks when he publicly stressed 
the fact that the layman—and he 
considers himself one—regards insur- 
ance aS an entity. Mr. Ahearn said 
that the activity of his office is guided 
py this fact. 

Competitive Differences A Factor 


The problem of improving public 
relations for the entire insurance 
business or even for a major part of it, 
such as the stock agency companies, 
through an integrated organization 
representing all elements of the latter, 
is difficult. A look at present realities 
puts these difficulties in focus. Today 
there are many campaigns undertaken 
by parts of the industry to promote 
their particular interests. The net ef- 
fect may be beneficial to a particular 
interest competitively but may be so 
construed by the public that the public 
relations of insurance as an entity is 
not advanced. 

The reader of national magazines 
may be told through an advertisement 
of one type of company that he is 
being overcharged for automobile and 
other lines by other companies. The 
latter’s advertising in the same issue 
might imply that the services of the 
lower cost company are not personal 
enough and are otherwise deficient— 
particularly in claims. Agents take 
space and state that their representa- 
tive companies will deal fairly with 
claimants—with an implication that 
the agent must be on the scene to see 
that they do so. In the same ad, these 
agents stress their unique status as 
independents, but if the reader turns 
back to the advertising of the company 
which sells at a lower price, he is apt 
to find their salesmen similarly iden- 
tified. 

Without questioning the merits or 
demerits of these advertisements 
which, after all, are competitive wea- 
pons in the contest for the premium 
dollar, consider the impact on the 
reader who is confused by charges 
and counter charges. To him the busi- 
ness of insurance is an entity. Adverse 
comments on any segment of it are 
applied to the whole, and thus ulti- 
mately may reflect even on those who 
sponsored and paid for them. It would 
be naive to suppose that disparate 
interests in the business are going to 
abandon aggressive, self-interested 
advertising. It would be equally naive 
to overlock the fact that this advertis- 
ing poses a problem in building an 
entire industry’s reputation. 


Public Unaware Of Controversy 


_ The public sees the advertising. It 
is fortunate that it is.not as intensely 
aware of other grim realities in the 
business, such as agents hailing com- 
panies to court over commissions, and 
companies bringing commissioners to 
the bar over rates. These stories make 
the hews columns, however, and every 
time they do, a bit of lustre is rubbed 
off the reputation of insurance. 

The fact that the public does not see 
and is little interested in multiple 
Segmentation of the business proves 
the heed for efforts to build the entire 
industry’s reputation. But no program 
would be practical if it conflicted with 
the competitive interests of different 

of company and producer inter- 
ests. That still leaves room for cam- 
Palgns devoted to basics of the busi- 
hess and aimed at publicizing its 
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integrity and contributions to the 
economy. 

There are many hurdles in the way 
of any single program to improve the 
public relations of “insurance” as such. 
For the present, the best guarantee of 
good will for the entire business would 
seem to be efficient performance by 
all segments of the business of their 
basic responsibilities: Proper sale of 
adequate coverage to customers who 
are told what they are buying; service 
during the life of the contract, and 
equitable settlement of claims at the 
one time when the product is tangibly 
delivered. This performance at the 
local level, coupled with full publicity 
furnished news media there, by such 
organizations as the state and regional 
information offices, in effect add up to 
a national effort. This may seem like 
a pallid program to those demanding 
an immediate, formal, national setup 
of some type. They should recall that 
performance and patience must be the 
foundations for the structure they 
propose. Until that foundation is more 
firmly in place, there is a real risk 
that nothing more effective than a 
communications Tower of Babel could 
be erected. 
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Observations On Liability Limits Given 


(CONTINUED FROM PAGE 43) 


rain storm. Unfortunately, the pedes- 
trian was not in good physical condi- 
tion and the accident aggravated an 
already serious situation. Following 
suit, insurer paid $20,000 plus legal 
expenses. Insured paid an additional 
$2,500 which would have been con- 
siderably higher had insured been 
able to pay more. 
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proximate cost of replacement and 
repairs was $80,000. The policy had a 
limit per accident of $25,000. 

A steam cooker exploded causing 

Insured covered a branch office 
switchboard in a boiler and machin- 
ery policy for $100 with 25% coin- 
surance. There was a switchboard ex- 
plosion. The actual value was $360. 


approximate cost of replacing damag- 
ed equipment and repairing the build- 
ing was $50,000. The policy had a 
limit per accident of $25,000. 

An accident under a policy covering 
miscellaneous electrical apparatus 
with a stated object limit and coin- 
surance found insurer paying approx- 
imately $24,000 and insured $5,000 


A firebox boiler exploded, complete- 
ly destroying itself, one other boiler, 
and damaging a third boiler. The ap- 








when insured became subject to the 
coinsurance clause. 


| U&O Policy Quoted 


Under a policy covering U&O with 
50% coinsurance, an accident result- 
ed in loss of more than 50%. On a 
payment of $107,000 by the insurer, 
the amount of the insured’s coinsur- 
ance was $16,300. 

A cast iron boiler exploded, destroy- 
the boiler, extensively damaged 


ed 


to an adjoining building. The policy; 
had a limit per accident of $10,000. 
Estimated damage was about $20,000. 


| 

Limits were 10/20: The auto collid-! 
ed with a cement pillar. Six were in- 
jured. The case was settled during 
trial for $34,000, of which a city, co- 
defendant, paid $10,000 and insured 
paid $4,000. 

Insured with 5/10 limits was in- 
volved in the automobile knockdown’ 
of a pedestrian. The case was settled 





Agencies: 


INCREASE YOUR BUSINESS 


Here’s the quickest way to help 
your client after the fire 


Right after a fire your client turns 
to you for help. Motivation re- 
search indicates this time as the 
most critical moment in your as- 
sociation with him. He relies on 
you to place every necessary serv- 
ice at his disposal. Now through 
the medium of modern chemistry 
you can help reduce the impact of 
loss, and at the same time prove to 
him the value of your agency. 


Removal of smoke odor after 
a fire will end a major part of your 
client’s discomfort. In many in- 
stances it will permit him to re- 
occupy his home or reopen his 
business immediately. In thou- 
sands of cases it has saved irre- 
placeable inventory and prevented 
loss of sales. 


Airkem Smoke Odor Service is 
the only international organization 
dedicated to the removal of smoke 
contamination. The techniques 
used by Airkem are proved by re- 
search in the world’s largest odor 


For Odor Emergencies Call Airkem S$.O.S. 


during trial for $5,300. This cost in- 
sured $300. 


Assigned Risk Pays $500 


Another ease involving an assigned 
risk with 5/10 limits concerned col-, 


$500. 


cess over primary limits of 25/50) 
was involved in an intersection col-} 
lision resulting in one death for which} 


insurer and excess insurer paid $125,- 
000 total, and insured eventually set- 
tled his uninsured interest for $19,- 
000. 

In a two car accident involving 
10/20 limits three injuries were set- 
tled by payment of $25,000,‘of which} 
insured paid $5,000. 

Insured carried 200/300 in liability 


research laboratory and proved by 
saving millions in losses to smoke 
and odor contaminated property. 
Over 200 Airkem S.O.S. represen- 
tatives make odor removal service 
as convenient as your telephone. 








Help your client by recom- 
mending Airkem Service after a 
fire. You will reduce his loss and 
improve your loss ratio as well. 
Write for a directory of S.O.S. 
offices and information on how 
Airkem S.O.S. has helped agencies 
and their clients. For the Airkem 
representative nearest to you, look 
for the name Airkem in your tele- 
phone directory or write to Mr. 
R. C. Bliss, National S.0.S. Di- 
vision Manager. 


Home Has Nuclear Display 
Home is presenting an exhibit on 
the history of atomic energy at its 
midtown New York City branch, Van- 
derbilt avenue and 45th street. 

The display features Nuclear Energy 
Property Insurance Assn. and its role 
in providing protection for industrial 
users of nuclear energy, Also on dis- 
play is a model of a swimming pool-#? 
type nuclear reactor used for indus 
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serious damage to the building. The ~ 


the building and resulted in damage - 


lision with a tree. The case was set-— 
tled for $5,500, which cost insured ~ 


Insured with limits of 100/300 ex-/ choice of colors. So inexpensive— 


a jury awarded $155,000. The primary = 





trial, agricultural and medical research) # 
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CLEARLY 
a gift 
that builds 
business! 


The new Scripto VU-LIGHTER is the 


perfect prestige gift for your cus- 


tomers and prospects. Lightweight; 


beautifully trimmed i in chrome. Your 





in quantities of 25 or 








VULIGHTER fuel reser 


G10 ARC 


HLIGHTER 
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25 Years 


of outstanding personal service to insurance companies. 


A. E. STRUDWICK Co. 
REINSURANCE BROKERS 
Exclusively 


* 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 
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on an apartment. A fatal accident was 
settled for $15,500 for the fatality 
and $500 for the death of two dogs. 
Insurer paid $15,500 and insured paid 
$200. 


Insured Pays $2,300 PDL Loss 


PDL limits were $5,000. Autos were 
damaged by a faulty connection of a 
soil pipe. Insurer paid $5,000 and in- 
sured paid $2,300. 

Insured had 5/10 limits. Two ten- 
ants fell from the porch when a rail- 
ing collapsed. The case was settled for 
$12,800. Insurer paid $10,000 and in- 
sured paid $2,800. 

Insured had limits of 5/10 when a 
platform collapsed resulting in one 
injury. The case was settled for $20,- 
000. Insurer paid $5,000 and insured 
paid $15,000. 

Under a PDL policy with limits of 
$5,000 a bank caught fire after in- 
sured worked on an oil tank in the 
furnace. Total damages were $8,000. 
Insurer paid $5,000, a co-defendant 
paid $1,000, and insured paid $2,000. 

A doctor with a malpractice policy 
of 5/15 limits, was dealing with a 
rare blood factor. Negligence in treat- 
ment immediately after childbirth, 
with resulting brain damage, was al- 
leged. The jury verdict was $83,000, 
but case was settled for $30,000. In- 
surer paid $8,000 and insured paid 
$22,000. 


Closed Circuit TV Is 
Insured By Leo Menner 


London Lloyd’s last week issued 
what is believed to be the first policy 
covering a closed circuit football tele- 
cast. It was written in connection with 
the University of Michigan—Michigan 
State game which played to a tie score 
in the Lansing stadium Oct. 4. 

The coverage, written through. Leo 
B. Menner & Co., Chicago Lloyd’s 
representatives, indemnified the Giant 
View Closed Circuit TV Network 
against contingencies effecting the au- 
dio and video portions of the game 
which was shown to theatre audiences 
in 12 midwest cities. 

The $75,000 policy was to reimburse 
the network for actual gate receipts 
returned to theatre customers due to 
inability to telecast resulting from 
transmission failures and camera 
breakdowns between Lansing and tele- 
casting outlets. 

The telecast received wide publicity 
due to a court injunction forbidding 
transmission until a few days prior to 
the game. 


General Of Seattle Names 


Bogardus Atlanta Manager 


Wesley Bogardus has been appoint- 
ed manager of the southeastern divi- 
sion at Atlanta for General of Seattle. 
He has been manager at Portland 
since 1953. Mr. Bogardus joined the 
company in the shipping department 
in 1941 and later held sales, claims 
and management posts in the home 
office, Walla Walla, and Boise, Ida. 


Insurance Club of Minneaplis will 
hear Charles P. Stone, general counsel 
Minnesota Taxpayers Assn., discuss 
the sales tax, currently a leading is- 
sue in the state, at the first fall 
meeting, Oct. 13. 


W. M. McDermott has been ap- 
pointed by Tri-State of Tulsa as as- 
sistant manager of the bonding de- 
partment. He has been in the business 
for 20 years in Chicago with Royalty 
Group, Indemnity of North America 
and Pacific National. 
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WC Laws No Barrier To 
Handicapped Workers 


Workmen’s Compensation laws def- 
initely do not impede the employment 
of handicapped persons, Robert Hago- 
pian, assistant manager of the ac- 
cident prevention department of the 
Assn. of Casualty and Surety com- 
panies, declared at the annual meet- 
ing of the New York Governor’s 
Committee. on Employment of the 
Physically Handicapped. 

There is no provision in WC policies 
that allows for rate increases when an 
employer hires handicapped persons. 
WC rates, continued Mr. Hagopian, 
are determined by the relative hazards 
in the company’s work and its accident 
experience. Research studied have 
shown that handicapped workers aver- 
age as good a safety record as non- 
handicapped workers, and sometimes 
better. 

To help clear up the many mis- 
conceptions along these lines, the as- 
sociation has published three bulletins 
on the employment of the handicap- 
ped, which are available to any in- 
terested parties. 


Ripandelli Is Advanced 
By Florida Department 


Commissioner Larson of Florida has 
appointed John S. Ripandelli chief 
examiner and actuary to replace the 
late C. J. McCann, who had been with 
the department 39 years before his 
death. 

Mr. Ripandelli has been life actuary 
and assistant chief examiner for the 
past two years. Before joining the de- 
partment he had been in the actuarial 
department of Jefferson Standard 
Life. 


EHis-Smith & Co. agency of Dallas, 
has moved to ground floor offices in 
the Life of America building at 315 
South Akard street. 


Brooklyn Insurance Brokers Assn. 
will hold its annual dinner-dance Nov. 
13 at the Hotel St. George. 
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What To Look For In... 


LIABILITY 
COVERAGE 


usual and 
unusual 
coverages 
* 
LLOYD'S 
LONDON 
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Two of the most important considerations for buy- 
ers of Dram Shop coverage are: Does the insurer 
provide a strong and stable market? Are the 
policy limits high enough to cover against one of 
the sky-high awards so common today? A. F. 
Shaw & Co. has the policy that scores highest with 
clients on both points . . . plus the service that 
makes your job easier. Call or write today. 


EXTENSIVE MARKETING FACILITIES 


CHICAGO 4 + WABASH 2-1068 








PRITCHARD anp BAIRD 


123 William St., New York 38, N. Y. 


Phone WOrth 4-1981 
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Aetna Casualty Raises 
Wilson And Anderson 


Aetna Casualty has appointed Je- 
rome W. Wilson manager at San 
Francisco to succeed John R. Holmes, 
who retired after 38 years with the 
company. Frederick B. Anderson will 
replace Mr. Wilson as manager at 
Louisville. 

Mr. Wilson joined the company in 
1937 and has headed the Louisville 
office for the past four years. Mr. 
Holmes was manager at Springfield, 
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Mass., before going to San Francisco. 

Mr. Anderson, with the company 
since 1935, has been superintendent 
of the bond department at Cleveland 
since 1955, and previously held a 
similar position at Bridgeport. 


W. Va. Department Travels 

The West Virginia insurance de- 
partment has established a traveling 
counseling service for agents, compa- 
nies and policyholders in the larger 
communities in the state. Agents’ li- 
censing examinations are a part of the 





iDON'’T WAIT TILL THE VOTES 


clinic program. Attorneys from the de- 
partment are members of the counsel- 
ing plan. 

More than 150 persons havs been 
served since the clinic began at the 
end of July. The travel plan is ex- 
pected to lighten the clerical and cor- 
respondence work of the department 
at headquarters. 

The Milwaukee offices of Home and 
Home Indemnity, covering Wisconsin 
and Upper Michigan, have been moved 
to 611 North Broadway. 
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For a plentiful harvest of premiums on Public 
Official Bonds plant your sales seeds now. 


Many new officials will soon be in office and 
will need Public Official Bonds. 











Western Department, Kansas 
City 41, Mo. Philadelphia De- 
partment, Philadelphia 5, Pa. 
Southern Department, 
Atlanta 8, Ga. Michigan-Ohio 
Department, Detroit 26, 
Mich. Midwestern Depart- 
ment, Chicago 6, III. Pacific 
Department, San Francisco 4, 
Calif. Dallas Office, Davis 
Bidg., Dallas 2, Tex. Denver 
Office, University Bldg., 
Denver 2, Colo. 


office: 111 John St., N. Y. 38, N.Y. « 
home office: 1737 McGee St., Kansas City 41, Mo. 





A MULTIPLE LINE GROUP 


NORTH BRITISH AND MERCANTILE INSURANCE COMPANY LIMITED + THE PENNSYL- 
VANIA FIRE INSURANCE CO. * THE COMMONWEALTH INSURANCE CO. OF NEW YORK 
THE MERCANTILE INSURANCE CO. OF AMERICA, administrative office: 150 William 
St., N. Y. 38, N.Y. © THE OCEAN MARINE INSURANCE CO. LIMITED, administrative 
CENTRAL SURETY AND INSURANCE CORP., 


Don’t wait for election returns. See as many 
candidates as you can BEFORE election. Offer 
information on Public Official Bonds as a 
courtesy of your Agency. 


Candidates will appreciate knowing about the 
Bonds they may need. And when you contact 
them again—after the votes are counted—they’ll 
remember you favorably. 


You'll be pleased with the profitable election 
results ... if you start your electioneering now! 












Ni, 8.62 ML 
INSURANCE GROUP 
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Four Insurers Lay Egg 
With Poultry Coverage 


Fireman’s Fund, American Bankers, 
U. S. Fire, and Employers Liability 
testified before a congressional smal] 
business subcommittee studying prob- 
lems in the poultry industry, that they 
had cancelled all policies covering 
poultry market impairment, due to 
poor experience. Hearings were held in 
May, 1957, and a report was issued 
this year. 

Fireman’s Fund was represented at 
the hearings by Charles Martell, man- 
ager of its marine department. The 
other companies submitted prepared 
‘statements and questionnaires. The 
period of coverage discussed was late 
1955 to early 1957. Insured in nearly 
all cases were large feed companies 
which were in the broiler business, 
either directly or indirectly. 

Fireman’s Fund, which, according to 
Mr. Martell, pioneered impairment of 
poultry investment insurance, insured 
approximately 54 million _ broilers, 
mainly in the south and midwest, or 
4% of those raised in 1956. The com- 
pany had losses equal to four times 
the premiums paid. Lack of experience 
and the instability of poultry meat 
prices prompted the company to cease 
writing this coverage. 


Five To Three Loss Ratio 


American Bankers wrote loss of mar- 
ket policies on more than 22 million 
broilers, mainly in the midwest, be- 
tween late 1956 and early 1957, re- 
ceiving $343,663 total premiums but 
paying out $533,038 in losses. The 
company thereupon eliminated loss of 
market forms from their poultry pol- 
icies. 

U. S. Fire wrote coverages on al- 
most 7 million broilers, nearly all in 
the Texas area, from late 1955 to 
early 1957. Since premium income was 
$91,476 and total losses were $150,883, 
the company withdrew this coverage. 

Employers Liability had limited ex- 
perience in impairment coverage poli- 
cies in the poultry field. Only two 
policies were written, and those by a 
regional office, without the knowledge 
of the home office. They were sum- 
marily canceled. 

Facts uncovered by the subcom- 
mittee indicated that the _ radical 
changes and instability in the poultry 
meat market resulted from the ex- 
tremely large percentage of the na- 
tion’s poultry meat being produced by 
a small number of large scale opera- 
tors. 


L. P. Hellerich Joins 
Masonite Corp. As Buyer 


Leonard P. Hellerich, insurance su- 
pervisor at International Minerals & 
Chemicals Corp., has joined Masonite 
Corp. of Chicago to head the new in- 
surance department. 

With International Minerals since 
1953, he has served there as assistant 
to C.Z. Greenley, who is also vice- 
president of the insurance section of 
American Management Assn. Pre- 
viously Mr. Hellerich had been in cas- 
ualty underwriting for two years with 
Liberty Mutual. 


GAB Opens Monterey Office 

General Adjustment Bureau has 
opened a resident office at Monterey, 
Cal., which will also serve Carmel, 
Pebble Beach and other towns in the 
area. Aubrey M. Brown, recently at 
the Los Angeles office, will be resident 
adjuster. He has been with Hartford 
Accident in the casualty field for four 
years. 
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Has Auto Renewal Form To Reduce Detail 


(CONTINUED FROM PAGE 30) 


in the set is a certificate for a lien- 
holder, stating that the coverage has 
been extended for another year. This 
would only be sent to the lien-holder 
after the agent had received the pre- 
mium. 

The certificate has the advantage 
of allowing the agent to extend lim- 
ited credit facilities which he may 
want to extend at his discretion. It 


would dovetail to a great extent into 
his own accounting system. The prin- 
cipal difference is that he would in- 
voice it at a different time. It would 
fit well into the company’s method of 
handling business as they now do. It 
is designed for use with a size ‘734 
window envelope, and would work 
with a size 9 window envelope. 

It is my belief that we are going 


to have to change our method of han- 
dling automobile business sooner or 
later. While our national advertising 
is a help and is needed, we also have 
to have a competitive plan to go with 
it. We can only come up with com- 
petitive plans after we have worked 
together on methods to reduce han- 
dling expenses for both the compa- 
nies and the agents. 

In several other areas expenses can 
be reduced for both companies and 
agents. These are in control of the 
companies, but the latter can definitely 
















“We represent Atlantic and Centennial 
for several reasons... 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

“We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 
and ungrudgingly. 

“Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 
our special problems. 





my agency represent 
the Atlantic Companies?” 
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ANNUAL REPORT ’ oN 
for the year ending December 33 ‘ 
1967 ’ } 
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N6th Annual Report 








ATLaWTic MUTUAL 
IN@URANCE COMPANY 


16th Annual Report 
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“Most important of all, I suppose, is the 
combination that makes up the Atlantic 
Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 





Have one of our Special Agents come and tell 
you how our unique team—stock company 
and mutual company—can benefit you. Your 
inquiry is invited. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY e CENTENNIAL INSURANCE COMPANY 


P. O. Box 6, Wall Street Station « New York 5 


Baltimore - Boston - Charlotte - Chicago - Cincinnati - Columbus - Dallas - Denver- Detroit -Grand Rapids - Houston - Indianapolis - Los Angeles 


Milwaukee - Minneapolis - Newark - New Haven - New Orleans - Philadelphia - Pittsburgh - Portland - St. Louis - San Francisco - Seattle - Syracuse 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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encourage their agents with these 
changes. These suggestions are: 

We need uniform forms for auto. 
mobile and other casualty coverages 
We also need uniform forms for claim 
reports. The companies do this in their 
fire departments and there is no reg. 
son at all why they cannot do it ip 
their casualty departments. We nee 
something similar to the central forms 
committee, which is set up to sim. 
plify homeowners and comprehensive 
dwelling policy forms, which have been 
a great success. 

I would like to be able to purchase 
from my companies high quality aq- 
vertising and selling material. In this 
way, agents would only order the ma- 
terial that they need and can use and 
would not order material to have it 
lie around the office and later get 
thrown away. 


Less Free Supplies 


Stationery and envelopes should be 
furnished by the agents themselves 
and not be provided free by insurers, 
Most letterheads printed by the com- 
panies belittle the local agent—the 
company name is spread over the let- 
terhead and the agent’s name is print- 
ed in small type in a corner. Many 
agents already feel it is worth the 
cost to them of having their own let- 
terhead printed, rather than have the 
office cluttered with a dozen different 
letterheads emphasizing companies. | 
know of no other business except ours 
where 12 or 15 letterheads are used 
in the office. 

On all new automobile risks a uni- 
form, one-time carbon application 
should be completed with either the 
agent or insured signing the applica- 
tion. This would force agents to take 
a little more time to get additional 
needed information while making a 
sale. In many cases, this can cut down 
on the number of credit reports or- 
dered by the companies on new risks. 
Many company men feel that insured 
should sign the application, because 
he is less likely to tell a falsehood. 
But in the 10 years that I have been 
a local agent I cannot remember a 
time when an applicant has lied to 
me when I asked him a direct ques- 
tion in connection with his past driv- 
ing experience. So it seems to me that 
we do not need to require the appli- 
cant to sign the application. 


Commissiors Would Vary 


As to commissions, this should vary 
depending upon the amount of policy- 
writing, endorsing and other work that 
the agent does. 

Company field men should direct 
their effort to service alone and dis- 
courage the idea that they are .around 
to provide entertainment. 

In a recent survey of our agency 
operation, we discovered that 20% of 
our renewal invoices were for premi- 
ums under $30, but accounted for only 
2% of our net premium volume. In 
the survey we did not count premiums 
in excess of $1,000 each. In other 
words, one fifth of our office effort 
is directed toward the handling of 2% 
of our premium volume. We now have 
an office minimum premium per pol- 
icy of $30, and will only write a pol- 
icy with a lower premium as an ac- 
comodation. If an annual premium 
figures at less than $30, we require 
a two or three year policy, instead. 
This is working very successfully in 
our office, and we wish that we had 
made this move five years ago. 

Field men should work toward short- 
ening their visits with agents to a min- 
imum unless they have definite busi- 
ness to discuss. We have requested 
all of our field men to do this. 
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Program Ready For 
Buyers’ Conference 


Self insurance and corporate liability 
to the employe will be emphasized at 
American Management Assn.’s fall in- 
surance conference at the Drake Hotel, 
Chicago, Nov. 17-19. 

Coverage for atomic hazards, com- 
prehensive medical insurance, and 
ocean marine cargo, the unauthorized 
insurance market, and various aspects 
of the insurance manager’s job also 
will be stressed. 

D. J. Berry, Borden Co., will tell 
why his firm assumes a large portion 
of its own risks, and Gordon Garn- 
hart, Westinghouse Electric Corp., will 
explain why Westinghouse, though 
large enough to assume substantial 
risk, carries nearly full coverage. 


Insured-Owner Insurer 


The tax and other advantages of 
the insured-owned reciprocal will be 
outlined by A. Grant Whitney, Belk 
Stores Reciprocal, which handles all 
fire and allied line coverage for more 
than 400 Belk department stores. The 
arguments for and against self insur- 
ance of the employe benefits program 
will be presented by Martin E. Segal, 
New York consultant, who has had 
experience in both types of plan. 

Workmen’s compensation, third par- 
ty suits, impleader and subrogation 
actions, and other aspects of corporate 
liability to employes will be the topic 
of a panel session at which Melvin 
Belli, San Francisco, and Joseph O. 
Edwards, New York, attorneys, will 
represent employe and employer view- 
points. Thomas V. Murphy, Maryland 
Shipbuilding & Drydock Co., Balti- 
more, will analyze some of the legal, 
ethical, and insurance problems fac- 
ing management in this area. 


Using Non-Admitted Market 


William H. Berry, vice-president of 
America Fore, and Hubert W. Yount, 
executive vice-president of Liberty 
Mutual, will bring insurance manag- 
ers up to date on the current status of 
atomic hazards coverage. David V. 
Palmer, vice-president Lumley, Den- 
nant & Co., and Ernest L. Clark, 
president Corporate Advisors, both of 
New York, will describe the nature 
and uses of the non-admitted insur- 
ance market. 

Guidance in deciding whether the 
company can afford comprehensive 
medical insurance will be provided by 
S. Gwyn Dulaney, 2nd vice-president 
of Travelers. George M. Marshall Jr., 
marine manager of Atlantic Mutual 
at Chicago, will present the basic 
facts about ocean marine cargo in- 
surance. 

Virgil K. Rowland, Detroit Edison, 
will discuss managerial standards of 
performance and demonstrate how 
they can be used in measuring the 
effectiveness of the corporate insur- 
ance department. At the concluding 
luncheon Dr. H. W. Snider, Wharton 
School, will discuss the direction that 
professional risk management may 
take in the next decade. 


Wikler On Brokers’ Card 


Superintendent Wikler of New York 
will be the principal speaker at the 
annual dinner of General Insurance 
Brokers Assn. of New York at the 
Waldorf-Astoria hotel Oct. 29. 


New Air Trip Rules In Va. 


State corporation commission of Vir- 
ginia has approved new regulations 
on air trip insurance sold through 
Vending machines and on life policies 
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containing coupon benefits. The new 
air trip cover rules require that vend- 
ing machines be kept in order and 
that each machine be supervised by 
an individual agent to protect the 
public and to make sure that policy 
provisions are clear to the purchaser. 

Regulations on coupon bearing life 
policies were designed to prevent mis- 
leading statements which would lead 
buyers to believe that they were mak- 
ing deposits in savings accounts or 
purchasing a bond or similar invest- 
ment. 


Protest In Vain On 
U.S. Self Insurance 


The U. S. Department of Defense 
adhered to its directive substituting 
self insurance for commercial public 
liability coverage on army and air 
force post exchanges and_ similar 
establishments, despite protests by 
insurance industry representatives at 
a meeting held in Washington at their 
request. 
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J. Dewey Dorsett, general manager 
of Assn. of Casualty & Surety Com- 
panies, contended that the resources 
of private insurance should be fully 
utilized before the government en- 
croaches upon the business and that 
this is the intent of Congress in the 
atomic energy reactor statute and in 
other instances. National Assn. of 
Insurance Agents formally protested 
the directive, and a number of state 
associations sent the department mail 
in cbjection to the move. Nevertheless 
it became effective Oct. 1. 
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Whatever your insurance requirements—business or per- 


sonal, you may rely on a CHUBB & SON representative. 
This responsible independent agent, carefully selected for 
character and competence, has the facilities to protect 
your interests properly. 


INSURANCE UNDERWRITERS 
90 John Street, New York 38, New York 
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Editorial Comment 


Warns Of Need For Information 


The best editorial we have read on 
the necessity of sound information 
from applicant and agent so that in- 
surers can properly underwrite the 
coverage is contained in a “public ad- 
monition” issued by Commissioner C. 
Judson Pearson of West Virginia. Mr. 
Pearson reminds residents of their re- 
sponsibility to fill out insurance appli- 
cations properly: 

“Some insurance agents treat appli- 
cations lightly and do not report full 
information for fear their companies 
will reject the applications. No agent 
has the authority to waive answering 
all the questions on an application, 
and if he does so, he may lose his li- 
cense and be subject to damages for 


loss to the insured resulting from this 
improper conduct. 

“Agents should think of the future 
and do the best underwriting possible 
to build goodwill for themselves and 
the companies they represent. Failure 
to report complete information on the 
application may later result in the de- 
nial of a claim which, in turn, reflects 
adversely on the company involved 
and the agent who took the applica- 
tion. If the agent works for the best 
interest of both his company and the 
insurance applicant, the claims com- 
plaints in the insurance department 
will be held to a minimum so that the 
full work may be handled more effi- 
ciently.”—K.O.F. 


The Business Doth Protest Too Much 


In the past few years of distressing 
underwriting experience, a_ slight 
note of complaint has crept into an- 
nual reports and other published 
statements of some company presi- 
dents and other executives. Their dis- 
comfort and their attempts to portray 
the impact of economic and _ social 
conditions upon the business are fully 
understandable to those in it. But the 
layman may have little patience with 
continuing explanations which he may 
come to construe as excuses. Leaders 
of the business might recall that in- 
surance is basically a device to com- 
fort the afflicted—-not to afflict the 
customers. 

People look to insurance to sustain 
them in times of distress. They may 
be puzzled by complaints from an in- 
stitution they regard as a bulwark of 
strength. Probably they do not enjoy 
a reiteration of insurance company 
problems any more than a company 
president would relish repetition of 
institutional difficulties by the presi- 
dent of the bank where he keeps his 
savings account. Such a banker might 


drive savings back to the mattress. 

In a short time, insurance company 
presidents will be preparing their an- 
nual report messages—probably the 
most important statements they make 
during the year from the standpoint 
of public relations. In this regard, 
they might well recall that the best 
way to present problems is in terms 
of what is being done to solve them. 
That is all the public wants to know. 

Some observers believe that in an 
annual report all that matters is addi- 
tion and subtraction—the rest being 
conversation. This viewpoint is ex- 
treme. The president’s explanation of 
results is vitally important and his 
treatment of current problems in his 
message is equally so. But if he can- 
not clarify these problems and point 
up their proposed solution through a 
constructive program—because he 
lacks one—then he has _ something 
more fundamental than public rela- 
tions to worry about. In that case, 
the advocates of annual reports 
which stick to addition and subtraction 
may have a point.—J. N.C 





Personal Side Of The Business 


Frank D. Moses, secretary-manag- 
er of Pennsylvania Assn. of Insurance 
Agents, was honored on his 30th an- 
niversary by Independent Insurance 
Agents & Brokers Assn. of Philadel- 
phia & Suburbs. The group set up a 
permanent golf award, the Frank D. 
Moses Agents Bowl, which will be 
awarded each year to the iowest net 
scorer in the state convention tourna- 
ment. The winner’s name is inscribed 
on the bowl, and he receives a small 
replica for permanent possession. J. C. 
Walters of Reading was the first win- 
ner. 


W. A. Sawyer, retired Ohio state 
agent of Fireman’s Fund, and Mrs. 
Sawyer, recently marked their 50th 
wedding anniversary. The Sawyers 
live in Temple City, Cal., but spent 
their golden wedding anniversary vis- 
iting their daughter, Mrs. J. E. Mc- 
Ilvain of Cleveland. J. E. MclIlvain is 
vice-president of the Seaway agency 
of Cleveland. 

Mr.Sawyer is a charter member of 


Ohio Blue Goose and the past president 
of Ohio Fire Underwriters Assn. His 
insurance career began in 1906 in a 
local agency at Marysville, O. He re- 
tired in 1946 after 35 years with Fire- 
man’s Fund. 


Harold Jackson, president of Wm. 
H. McGee & Co., New York, was 
honored at a cocktail party given by 
the personnel, on the 25th anniversary 
of his joining the firm. He was pre- 
sented with a ship’s clock. Mr. Jackson 
originally joined the company in 1919, 
and from 1930 until his return in 1933 
conducted his own general marine 
agency. 


Ambrose Ryder, retired vice-pres- 
ident of Great American Indemnity, 
who has devised an east-north loca- 
tion system, recently had an article on 
the mapping system in the Office mag- 
azine. International Systems Assn. has 
invited Mr. Ryder to exhibit “East- 
North” at its convention in Pittsburgh 
Oct. 15. 


Deaths 


JOHN GUILFOYLE, 73, assistant 
manager of marine claims for Albert 
Uliman marine office, New York 
City, died at his home in Richmond 
Hill. He had been with the firm for 
more than 10 years. Prior to that he 
had been with U. S. Maritime Com- 
mission as an adjuster, and in the bro- 
kerage business for 20 years. 


G. 8. WHELAN, 59, Brockton, 
Mass., agent, died in the hospital there. 
He suffered a heart attack last June. 


WILLIAM BARNETT, 54, manager 
of the insurance department of Ward 
Smith, Inc., local agency at Tacoma, 
Wash., died. In insurance for 30 years, 
he had been with General of America 
for 10 years. 


J. D. WHITEGON, 46, manager 
for eight years of the Salem, Ore., 
office of Giesy & Greer, independent 
adjusters, died. He had been with the 
firm nine years. 


KENNETH G. PAGE, 36, district 
manager at Cincinnati for Great 
American group, died there after an 
auto accident. He joined Great Amer- 
ical as special agent at Detroit in 
1949. Previously, he had been with 
Michigan Inspection Bureau 


VAL GOTTSCHALK, 63, operator 
of an agency at Milwaukee, died. He 
is a past president of Milwaukee Assn. 
of Insurance Agents, and a son Don- 
aid, is current president of the associ- 
ation 


GEORGE F. McFARLAND, 70, ex- 
ecutive secretary of Maine Assn. of 
Insurance Agents, died in Portland, 
after a prolonged illness. 


CHARLES B. ALEXANDER, 81, a 
co-founder in 1899 of the brokerage 
firm of Alexander & Alexander in 
Baltimore, died suddenly at his home 
at Eccleston, Md. He had been active 
in the business until the day before 
his death when he visited the Balti- 
more office. Long active in politics, he 
was chairman of the Maryland Demo- 
cratic finance committee in the presi- 
dential campaign of John W. Davis in 
1924. 


CHARLES W. WALTER, 71, presi- 
dent of West Bend Mutual died in his 
home at West Bend, Wis., after an ill- 
ness of about two years. Mr. Walter 
had been very active in the growth of 
the company, being a director since 
1926 and president for the past 12 
years. He was also principal owner of 
West Bend Lithia Brewery. The Wal- 
ters would have celebrated their gold- 
en wedding anniversary on October 19. 


WALTER J. HANLEY, 59, retired 
traffic manager at Travelers, home of- 
fice, died at East Hartford, Conn. 


PAUL L. WELLENER, 66, retired 
vice-president of Fidelity & Deposit 
died in Baltimore after a long illness. 
For many years he was in charge of 
the company’s public official depart- 
ment. He was widely recognized for 
his work with Surety Assn. of America, 
particularly in the development of the 
public employes blanket bond 


LOUIS F. McINTYRE SR., 59, part- 
ner of Tierney, Braithwaite and McIn- 
tyre, New York fire adjusters, died at 
his home in White Plains, N. Y. 


RUSSELL F. STEPHENS, 53, as- 
sistant treasurer of the Tribune Co. 
and head of the insurance, benefit, 
and medical department, died of a 
heart attack in his office. Mr. Ste- 
phens joined the Chicago Tribune as 
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manager of the insurance department 
jin 1941 after having been for 15 years 
with Factory Insurance Association. He 
became treasurer and director of the 
Chicago American after it was pur- 
chased by the Tribune Co. in 1956. 
For a number of years, Mr. Stephens 
was an Officer and leader in the activ- 
ities of Mid-West Insurance Buyers 
Assn., now known as the Chicago 
chapter of American Society of Insur- 
ance Management. 


A. B. WILLIAMS, 74, adjuster for 
50 years with Western Adjustment, 
General Adjustment Bureau and vari- 
ous independent companies, died at 
Faribault, Minn. 


HENRY J. THORNTON, 45, Florida 
state agent of North British, died sud- 
denly at his home in Jacksonville. 


HERBERT G. FAIRFIELD, 87, a 
founder of Fairfield & Ellis agency, 
died at Boston. He began with Royal 
Exchange as a special agent and later 
organized his own agency which ulti- 
mately became Fairfield & Ellis. 


EDMUND C. ARMES, 69, vice- 
president of Jemison-Seibels, Inc., 
Birmingham agency, died of a heart 
attack there. 


THOMAS C. LITTLE, 63, former 
Iowa state agent for Fireman’s Fund 
for 20 years, died of a heart attack in 
Lancaster, Tex., where he had retired 
in 1949. 


ROBERT W. CANTWELL, 36, local 
agent at Youngstown, O., died. 


WILLIAM VREDENBURGH, 91, 
died at Springfield (Ill.) Memorial 
Hospital. Mr. Vredenburgh went with 
the internal revenue office in 1893, 
where he served as chief deputy for 
eight years, when he joined the IIli- 
nois insurance department, remaining 
there for six years, four of them 
serving as director. He later rejoined 
the lumber company bearing his name 
which he founded previous to going 
with the revenue service and with 
which he remained 50 years. 
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Illinois Fire Now Illinois Ins. 

Illinois Fire, the affiliate of Millers 
National, has changed its corporate 
name to Illinois Ins. Co. in order to 
reflect the multiple line facilities it 
offers. 

Ralph E. Watts, recently appointed 
manager of Appleton & Cox at Buf- 
falo, was formerly at the Atlanta of- 
fice but not manager there as reported 
in a recent issue. George E. May is 
Atlanta manager. 


Stocks 


Bv H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, October 7, 1958 
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Makes the Difference 


The only Excess & Surplus lines facility making a regu- 
lar nationwide mailing to its producers is Geo. F. Brown 
& Sons. Supplying news or “info” on new coverages and 
sales ideas to more than 40,000 producers is just one 
more bonus feature of this different Surplus line service. 
You can get this informative bulletin too, for better serv- 
ice to clients and a larger share of business. 


See what the difference does for you. Place your next 
special risk through the bonus Surplus line service... 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Boulevard * 
116 John Street . 


WaAbash 2-4280 
WOrth 40745 


Chicago 4 @ 
New York 38 + 
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ADMITTED REINSURANCE 


AS CASUALTY UNDERWRITERS 
FOR THIS POOL OF COMPANIES 


THE NORTHERN ASSURANCE COMPANY, LTD. 
CITIZENS CASUALTY COMPANY OF NEW YORK 
AMeRICAN HOME ASSURANCE COMPANY 


AGENCY MANAGERS LIMITED 


BEN D. COOKE—PRESIDENT 


102 MAIDEN LANE e NEW YORK 5, N.Y. 
Telephone: Digby 4-1752 Teletype: NY1-4082 
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2-WAY SAVINGS 


for Homeowners and Tenants 





Topay’s best insurance buy 
for the homeowner or tenant is the 
residence package policy which 
combines fire, theft, and personal 
liability protection. 

The quick acceptance of the 
“all-in-one” package has, in fact, 
opened up the whole field of the 
residence and personal lines to 
those agents who do the systematic 
promotion required to inform and 
sell the many buyers of these 
coverages. 

A feature of the Grain Dealers 
AGENCY PLAN is the wide selection 


Cui Dealausbfitid, 


INSURANCE COMPANY 
INDIANAPOLIS 7, 
Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY» AUTOMOBILE+INLAND MARINE 
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NFPA Analyzes 1957 
Record Fire Losses 


National Fire Protection Assn. has 
analyzed fire losses for 1957, the third 
successive record breaking year. Al- 
most $1,280,000,000 in property was 
destroyed in more than 2 million 
fires—an increase of approximately 
$48,350,000 over 1956. The NFPA es- 
timate of fire causes and losses is 
compiled from reports of federal, 
state and local authorities, as well as 
from industrial and other sources, and 
includes uninsured as well as insured 
losses. 

Fire damaged or destroyed 530,000 
7 dwellings with a loss of approximate- 
- ly $276,250,000 in 1957. Both figures 
are new highs, representing an in- 
crease of 6,500 in number and $16, 
250,000 in loss cost over 1956. Dam- 
age to all buildings was up $52,115,- 
000 to a total of $1,068,115,000, with 
843,900 structures involved. A $24,- 
540,000 increase in manufacturing 
plant losses, plus the rise in dwelling 
losses, was partly responsible for the 
year’s increase. 
of advertising material that is 
available to producers to aid them 
in getting a full share of the resi- 
dence package business. All of it 
points up the ¢wo-way savings our 
packages provide: through low 
initial cost, and savings through 
policyholder dividends. Backed by 
our 56-year record of dependabil- 
ity, it’s a package that is hard totop. 

Our special agents can show you 
examples of this field-tested pro- 
motional material. Better yet, how 
to put it to work in your com- 
munity. See one of them soon. 


Non-Building Fires 


There were an additional 1,181,600 
fires not involving buildings—princi- 
pally aircraft, motor vehicles, forest, 
ships, rubbish and grass fires—which 
accounted for an estimated $211,811,- 
000 loss. 


There was a marked decrease of 
$18,450,000 in warehouse losses. Hos- 
pital and other institutional losses de- 
clined about $2,934,000. Schools and 
colleges showed a drop of $2,625,000. 
Aircraft fires numbered 200 in 1957, 
a decline of 50 from 1956. Losses 
were $115 million compared with $130 
million the year before. Motor vehicle 
fires were also down, from 173,500 to 
160,000, and losses declined from $18.6 
million to $17.2 million. 

Smoking and matches, and defec- 
tive or overheated cooking and heat- 
ing equipment were the chief causes 
of building fires. 


INDIANA 


Clarence W. Price Jr., cf the engi- 
neering staff of Marsh & McLennan 
at Chicago, will speak at the October 
meeting of the New York chapter of 
Society of Fire Protection Engineers. 
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topflight agents are swinging to 
Indiana Lumbermens in growing numbers! 
1. Prompt claims service. 2. The best in cov- 
ages. 3. Planned advertising aids. 4. Solid 
support from all departments—these plus 
factors can make your selling job 

easier and more profitable. 
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Home Office for 
Details 


INDIANA LUMBERMENS 


MUTUAL n4nrance— Lompa ny- 
r / 


429 NORTH PENNSYLVANIA STREET 
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Spering Is Loyalty 
V-P; Three Advance 


Loyalty Group has advanced Robey 
Spering from secretary to vice-pregj. 
dent to succeed 
Thomas A. Smith 
Jr., vice-president, 
who is retiring aft- 
er 37 years with 
the group. Seabury 
B. Hough has been 
appointed assistant 
secretary to suc- 
ceed Mr. Spering. 

MaxwellaA. 
Booth has_ been 
advanced from as- 
sistant secretary 
to secretary at 
Los Angeles to succeed Frank J. Hagan, 
secretary, who is retiring after 31 years 
with the group. 

Leighton M. Lobdell, formerly ip 
the America Fore companies’ financial 
investment division at New York, has 
been appointed an assistant treasurer 
of Loyalty group companies, assisting 
Robert W. MacGrath, vice-president, in 
the investment department at Newark, 

Mr. Spering began in insurance ip 
1911 with National Surety. He was 
later with Royal Indemnity, Globe 
Indemnity, London & Lancashire, In- 
demnity of North America, and Stand- 
ard Accident. He joined Loyalty group 
in 1927 and was appointed secretary 
last April. 

Mr. Hough began in 1921 with Na- 
tional Surety and joined Loyalty 
group in 1926. He later advanced to 
superintendent of the fidelity section 
of the head office bonding division. 

Mr. Booth began in 1937 at San 
Francisco. He was later special agent 
at San Diego and then at San Joaquin 
Valley. He returned to San Diego as 
branch manager and then went to 
Los Angeles as assistant manager. 
He has been assistant secretary since 
1953. 

Mr. Lobdell was with the New York 
Trust Co. as a personal trust admin- 
istrator before he joined America Fore 
in 1954 as a financial investigator in 
the financial department. 


Began Career In 1912 


Mr. Smith began in 1912 with 
U.S.F.&G. in the judicial department 
and was later with Globe Indemnity 
and in the general agency business. 
He joined Commercial in 1921 as as- 
sociate manager of the fidelity and 
surety department and was promoted 
to manager, then assistant secretary. 
When the company joined Loyalty 
group in 1929, he was appointed a 
third vice-president of Commercial 
and of Metropolitan Casualty. He be- 
came second vice-president of all 
Loyalty group companies in 1956, and 
a vice-president earlier this year. 

Mr. Hagan began in 1922 with 
Massachusetts Bonding where he be- 
came assistant manager of the Pacific 
department. He joined Loyalty group 
in 1927 as superintendent of the auto- 
mobile department, became assistant 
secretary in 1935 and a secretary in 
1945. 


Robert Spering 


Loy Joins Ky. Department 

C. Russell Loy has been named 
assistant director of the company and 
agents division of the Kentucky de- 
partment. He has been for 12 years 
with Commonwealth Life. 


Farm Bureau Mutual of New Hamp- 
shire has moved to its new home office 
on Bouton street, in Concord. 
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Several Changes In 
La. Laws Are Made 


A good deal of new insurance legis- 
lation was passed by the Louisiana 
legislature. Minimum surplus require- 
ments for domestic stock insurers was 
increased from $25,000 to $50,000 per 
line, except for fidelity and surety, 
fire and extended coverage, and ma- 
rine and transportation, which were 
doubled from $50,000 to $100,000 each. 
The requirement for livestock only is 
$5,000. Insurers already organized will 
continue to have the same underwrit- 
ing powers, but they must increase the 
capital and surplus requirements to 
the new amounts on or before Aug 1, 
1960. 

Domestic reciprocals, for which there 
was the requirement of a minimum 
surplus of $125,000 per line, are now 
required to have $150,000; except for 
fire and EC, and marine and trans- 
portation, where the requirement is 
increased from $250,000 to $300,000, 
and except for fidelity and surety, 
where the increase is from $125,000 to 
$300,000. Here, too, insurers keep their 
underwriting powers but will have to 
meet the new requirements on surplus 
by Aug 1, 1960. 


Requirements The Same 


The surplus requirements for domes- 
tic mutuals are substantially those of 
the reciprocals. For both, the minimum 
surplus requirement $30,000 for insur- 
ers of livestock only is deleted. For 
Lloyds plan insurers, the U. S. attor- 
ney or committee must increase the 
deposit from $200,000 to $300,000 for 
one kind of insurance, and must put up 
$100,000 (instead of $50,000) for each 
additional kind of insurance. They 
have the same time to meet the sur- 
plus requirements, 1960. 

Another important change is the re- 
quirement of membership in Louisiana 
Rating & Fire Prevention Bureau from 
all stock fire insurers to all insurers 
licensed to write fire in the state. Pre- 
viously only stock fire insurers were 
required to be members. Certain in- 
surers writing special or particular 
kinds of risks are excluded from this 
requirement. Directors of the bureau 
will be apportioned between stock 
and non-stock members in ratio to 
the premiums each type of company 
wrote in the calendar year preceding 
the election. The bureau shall audit all 
policies issued by member companies. 

The duties and powers of the com- 
missioner are clarified and strength- 
ened. 

Insurance stocks must be registered 
with the insurance commissioner and 
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certain information filed with him as 
to the stocks and the companies owning 
them. 

Several changes were made in the 
state income tax law with respect to 
insurance payments, including work- 
men’s compensation and A&S. 

Another change prohibits issuance 
of hospitalization policies which ex- 
clude payment of benefits to insured 
for services rendered by a publicly 
owned charity hospital. 

Also, the insurer shall not use as a 
defense to suits the governmental im- 
munity of school boards. 


Employment-Feature Noted 


One change provides that when an 
insurer issues to an employer insur- 
ance covering claims for injuries to 
employes which may arise within the 
scope of the business, the insurer shall 
not deny liability on grounds that the 
employment was not hazardous. This 
amendment also requires that the em- 
ploye’s claims for injuries occurring 
during the policy period are exclu- 
sively under the workmen’s compen- 
sation act. The minimum authorized 
attorney’s fees in connection with WC 
claims are changed from 20% of the 
award, not to exceed $1,000, to 20% of 
the first $5,000 of the award and 10% 
of any part of an award in excess of 
$5,000. Another change is that when 
a WC suit is removed to the U. S. dis- 
trict court by an employer or his in- 
surer, the award made to the employe 
shall include reasonable attorney’s fees 
set by the federal court. However, the 
fee is subject to the maximum set out 
in the WC law. 


Long Island Casualty 
Files Stock Offering 


Long Island Casualty has filed a 
statement with Securities & Exchange 
commission seeking registration of 
100,000 shares of $2.50 par capital 
stock which it proposes to offer at 
$6 a share to holders of the outstand- 
ing 55,975 shares. Proceeds of the of- 
fering would enable the company 
which has been writing A&S business 
in New York state since May, to ex- 
pand operations. 

The offering will not be underwrit- 
ten, but the company may pay com- 
missions up to 45 cents a share to 
broker-dealer firms assisting in the 
sale. Franklin D. Roosevelt Jr. is 
chairman, and Bertram Hartnett is 
president of the company. 


Hunter Lyon Inc., Miami general 
agency, has taken on representation 
of National Union group. 
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INSURANCE Corp. of New York 
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Russell W. Spicer, President 
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Correspondents Llopd’s, London 
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Need for Eand O crippling your operations? 


— PROFESSIONAL INDEMNITY — 


Our capacity for Errors and Omissions is up to $50,000 — 
and more if needed! Don’t hesitate to sell it to Lawyers, Account- 
ants, Engineers, Architects, Adjusters, Real Estate Agents and 
others needing this Coverage in higher limits! 

Call, wire or write us today. We can take care of your needs. 


Loonhart and Gompany, Ine. 
SOUTH AND WATER STREETS °* 
TELEPHONE SARATOGA 7-3500 


BALTIMORE 3, MARYLAND 














56 


HeNATIONAL UNDERWRITER 


NYFIRO Cites Cosis Allstate Faces In The Commercial Field 


and allied lines. Highlight of this 
grilling was Mr. Kaplan’s assertion that 
the company based its commercial ex- 
pense projection entirely on a single 
aspect of the testimony given by H. 
Sumner Stanley, in his former capaci- 
ty as general manager of NYFIRO, 
which was removed from the context 
of his statements at the department’s 
hearing on North America’s inde- 


( WANT ADS | 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—-175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 


in advance. 
iis 
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AGENCY WANTED 


Old established Agency now in expansion 
program desires to purchase established fire 
and casualty agency upward of $100,000 premi- 
um volume, South Centra! or Southeastern Mich- 
igon, preferably Detroit area. Have cash for 
outright purchase or percentage basis as de- 
sired. All replies held confidential and all will 
be acknowledged. If interested, merely reveal 
your identity. We will contact you for particu- 
lars. Write Box C-75, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Wi. 








BOND UNDERWRITER 


Prefer man with a minimum of five yeors of con- 
tract bond experience. Excelient opportunity 
for advancement in newest department of old 
multiple line company. Address C-68, c/o The 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Iilinois. 








Managing General Agent for State of 
Indiona desires to represent additional 
companies. We provide competent, well- 
trained men for Underwriting, Claims and 
Field representation. If you are interested 
please contact: United Mutual Agency, 
Inc., Box +148, Ft. Wayne, Indiana. 








CLAIM MANAGER AVAILABLE 
Presently employed, age 29. Wants challenging 
position as Claim Manager anywhere south from 
Wash., D.C. and west to Cinn., O. 4 years col- 
lege, experienced as multiple line claim man- 
ager and independent adjuster, can g 
personnel and handle large risks, wants respon- 
sibility. Reply Box C-72 c/o The National Un- 
derwriter Co., 175 W. Jackson Bivd., Chicago 4, 
iI nois. 











CASUALTY CLAIMS MAN 


desires position H. O. Examiner or Branch 
Claims Manager. Proven ability to effect sub- 
stantial reduction loss ratio as result thorough 
evaluation serious BI claims all casualty lines. 
i8 years experience including fire, intand marine. 
Legal education. BSL-JD. Reply Box C-74, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED... 


Experienced Automobile and Casualty Un- 
derwriter for small, fast growing company. 
Write to Box C-70, c/o The National 





Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








CLAIMS MANAGER 


Available immediately, age 35, ‘LB, broad 
practical and supervisory experience in all lines, 
desires top claims administrative position of- 
fering future and security. Will relocate any- 
where. Write Box C-76, c/o The National Under- 
writer Co., 175 W. Jackson Bilvd., Chicago 4, Ill. 








SEEKING CASUALTY POSITION 


9 years experience, all lines, as Casualty Under- 
writer, Supervisor or Office Manager. Home 
Office and Branch experience. May consider 
Agency. Age 35, college graduate. Prefer Chi- 
cago—may relocate. Address Box C77, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill 
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pendent dwelling filing concluded last 
year, NYFIRO opposed that filing and 
appealed its approval. 

The testimony of Mr. Stanley, now 
assistant general manager of Factory 
Insurance Assn., which Mr. Kaplan al- 
leged was “culled from the entire 
proceedings” by Mr. McKnight or a 
colleague, was based on a single day’s 
run of all types of business through 
NYFIRO. An exhibit bearing on this 
run was introduced at that hearing 
by the bureau. Mr. Kaplan contends 
that Allstate took the average expense 
per policy for other acquisition and 
general expense costs for all types of 
risks and related this figure to aver- 
age premium for commercial risks. 
The latter figure would be high due 
to the complex risks processed through 
NYFIRO, he maintains, and would 
not be typical of premiums Allstate 
would realize on its contemplated 
limited operation. Allstate has pre- 
dicted other acquisition and general 
expense cost for commercial lines at 
9.4%. 

Donald Schaffer, assistant counsel 
of Allstate, asked Mr. Kaplan who had 
introduced Mr. Stanley as a witness at 
the North America hearing. Mr. Kap- 
lan was irritated by the “interruption” 
which elicited the obvious answer 
that Mr. Stanley appeared _ for 
NYFIRO. 

Mr. McKnight, who remained on the 
stand throughout the long proceed- 
ings, had a temporary respite when 
Mr. Kline requested a drink of water 
for the witness. The hearing officer, 
Arthur L. Lamanda, first deputy sup- 
erintendent, acceded, and the more 
amiable aspect of the proceedings was 
illustrated when George I. Gross, also 
of Powers, Kaplan & Berger, represent- 
ing NYFIRO, brought in a tray bear- 
ing dixie cups and a pitcher of ice- 
water. This was shared by the con- 
tenders in the dispute and department 
members present, but not extended 
to the sparse audience of five at this 
important hearing—two of whom were 
reporters. 


Participating Policies Favored 


Mr. Kaplan guided Mr. McKnight 
through a review of Allstate’s auto- 
mobile writing history in New York. 
This revealed that the company began 
by writing participating policies in 
1936, and returned dividends to poli- 
cyholders until 1948 when it began 
writing at reduced rates. Mr. Kaplan 
declared that the company was not 
permitted to seek reduced rates in 
those 12 years. He said there was no 
objection to its practice of returning 
savings through dividends. But he 
opposed granting Allstate a trade ad- 
vantage through a deviation permit- 
ting it to go to the public with lower 
costs. Mr. Kaplan contended at the 
‘irst hearing that Allstate should be- 
gin writing commercial lines on a 
participating basis in New York and 
should seek a deviation only after ex- 
perience of five years. 

Mr. Kline pointed out that the com- 
pany began to write automobile at a 
deviation after amendment to the rat- 
ing articles of the New York law, fol- 
lowing the SEUA decision, Public Law 
15 and the All Industry bills. This 
amendment guarantees companies the 
right to compete by selling for less 
in advance, he declared. Mr. Schaffer 
noted that there is legal machinery 
for NYFIRO members to compete, 
and Mr. Lamanda agreed that the right 
does exist. 


Mr. McKnight testified that Allstate 
has only written about $50,000 in 
commercial premiums in the seven 
states in which it has obtained its 
15% deviation. Mr. Kaplan then got 
him to agree that this is a small vol- 
ume and to specify that the writings 
were confined to mercantile buildings 
and contents, barber shops, hotels, 
public garages, dentists—in_ short, 
mostly non-manufacturing risks. Mr. 
Kaplan developed further testimony 
that the company wrote no big oil 
risks, no railroad risks, no complex 
lines such as FIA writes. This line of 
questioning was intended to reveal 
that Allstate’s writings have produced 
only small premiums on which the 
expense factor would be relatively 
high. 

Mr. Kaplan then put Mr. McKnight 
to work figuring what the rate would 
be on the modern, fire resistive build- 
ing in which the hearing was held. 
Mr. McKnight said it would be about 
5 cents for fire and EC. (This figure 
is exactly right, a subsequent check 
by this publication revealed). Mr. 
Kaplan used this homely example, 
presumably, because the building is a 
choice risk of the type Mr. McKnight 
favored. Pursuing a logical and ten- 
acious line of inquiry, Mr. Kaplan 
learned from the witness that Allstate 
will take a commercial line up to $1 
million and probably more with re- 
insurance. Mr. McKnight believes the 
largest line yet written by the com- 
pany may be around $400,000. Mr. 
Kaplan then compared the complex 
risks, particularly characteristic of 
New York City, processed through 
NYFIRO by the 270 old and experi- 
enced member companies, with the 
eontemplated selective writings of 
Allstate. The other companies’ aver- 
age rate would be based on all classes, 
he observed, but Allstate’s would rest 
on what it was willing to write. Mr. 
Kaplan again emphasized that with a 
small operation, Allstate’s average 
premium per day would be much 
smaller than the average premium 
per day on commercial lines processed 
through NYFIRO. 


Special Expense Factors Cited 


Next, Mr. Kaplan wanted to know 
if expenses in connection with com- 
mercial lines would not include en- 
gineering, surveys, special underwrit- 
ing requirements and other factors. 
Mr. McKnight allowed this was true 
to some extent. Thereupon, Mr. Kaplan 
quoted prior testimony by the witness 
and by Henry Moser, Allstate vice- 
president, at the 1955 dwelling hear- 
ing, which emphasized the higher ex- 
penses due to necessary specialized 
services in writing commercial lines. 
These greater expenses, expressed in 
dollars per risk, exceed dwelling ex- 
pense factors, but this picture changes 
when the expenses are ratioed to the 
higher premiums of commercial lines. 
Mr. Kaplan had therefore taken pains 
to point out that Allstate’s commer- 
cial writings to date in other states and 
contemplated in New York involved 
smaller premiums. The company has 
declared that its plans are on a pro- 
gressive basis with larger premiums 
developing later. 

Mr. Kaplan next drew testimony 
that Allstate is a subscriber to 
NYFIRO for the lines in question, 
that the company is fully aware of 
the many services the bureau offers 
and is glad to have them. Mr. Kaplan 
declared that the bureau rates are 





based on the long experience of thg 
venerable member companies he 
he asserted that Allstate is willing 
accept the services as a_ subscriber 
but, without a single day’s experieng 
in commercial lines in the state, dog 
not want to write business at tp 
same rate as the seasoned companies 

Moreover, he went on, Allstate iy 
asking to write at a deviation in the 
face of heavy losses in commercigj 
risks which prompted rate increase; 
last June. At this point, Mr. Kling 
protested that Mr. Kaplan was making 
a speech, not conducting a cross ex. 
amination. The latter more thay 
obliged then by proceeding to gril) 
Mr. McKnight relentlessly on the 
Stanley testimony. 


Allstate N. Y. Staff Is Small 


Mr. Kaplan next went into the mat. 
ter of added personnel and equipment 
Allstate would need to write commer. 
cial risks in New York. Mr. McKnight 
agreed that these facilities would be 
necessary in a large operation, but 
stated that for the immediate present 
a small venture was contemplated, 
He said that the company has about 
five men in New York experienced in 
fire lines. Mr. Kaplan emphasized 
this small staff in relation to the re. 
quirements of writing commercial 
lines. The unmistakable implication 
was that Allstate would have to add 
personnel at considerable expense. 
Mr. McKnight said that commercial 
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business elsewhere has not been sold 
over the counter but has been pi 
duced by solicitors. He noted tha 
Allstate agents spend a _ relativ 
small amount of their time in th 
booths and devote the rest to outsi 
solicitation as do other agents. - 

Mr. Kaplan wanted to know 
these “booth men” were going out to 


handle complex lines, and Mr. Me-|| 


Knight said they would do so when 
they had acquired sufficient confi- 
dence. Confidence is not the required 
quality, Mr. Kaplan tartly observed, 
but knowledge and experience are. 
Mr. McKnight said that some of the 
company’s agents had previous experi- 
ence with other companies. He added 
that agents are trained by the com- 
pany’s district sales managers. 


Time Factor In Predictions 


Mr. Kaplan emphasized that All- 
state did not succeed in bringing its 
expenses into line with the predicted 
figures for dwelling lines until 1957 
after three years of operation. He 
noted that while the company had 
made an independent filing on dwel- 


lings, the commercial filing is a devia-| jo4 


tion which is limited by law to one 
year and must be renewed. The com- 
mercial expense predictions may not 
work out either for four or five years, 
he observed. Mr. McKnight replied that 
these lines would be written not only 
on a one but on a three and five 
year basis. NYFIRO has a term rule. 

Mr. Kaplan wanted to know who 
was sitting out at Skokie, home office 
of Allstate, allocating expenses be- 
tween the auto and fire operation and, 
in effect, telling the New York de- 
partment how to distribute such 
charges. He said that such judgment 
was a vital factor, since a difference 
in allocation as small as 1% on the 
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- O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
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the LAWRENCE WILSON COMPANY 
Managing General Agents 
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Representing LLOYD’S, LONDON 
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AGENCIES, INC. 
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REINSURANCE 
1231 Ste. Catherine St., West 
Montreal, Canada 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND = ATLANTA ss NEW YORK 
PORTLAND 














CONSULTANTS 


(NW MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


Frank LANGEAAsSsociatEs 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINO!: 


$21 FIFTH AVENUE 
NEW YORK 17, N.Y. 





GRADY’S 
AUTO CRASH APPRAISAL SERVICE 
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GRADY HENLEY 623 HOUSTON ST. 
MANAGER MOBILE, ALA. 
GREENWOOD 1-3589 














STATEMENT REQUIRED BY THE ACT OF AUGUST 
4, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933 AND JULY 2, 1946 (Title 39, United States 
Code, Section 233) SHOWING THE OWNERSHIP, 
MANAGEMENT, AND CIRCULATION OF The 
National Underwriter, published weekly, at Chicago, 
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1. The names and addresses of the publisher, editor, 
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Publisher, The National Underwriter Co., Chicago, Il. 
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The National Underwriter Co., Chicago, New York, 

ti; John Z. Herschede and Elizabeth W. Her- 
shede, Trustees, Cincinnati, Ohio; Cartwright, Val- 
lau & Co., Chicago, Ill.; H. J. Burridge, Cincinnati, 
Ohio; Levering Cartwright, Evanston, I1].; Russell 
Cartwright, Evanston, Ill.; Ruth Cartwright, Evans- 
‘on, Tll.; Lessie K. Wadsworth, Highland Park, I11.; 
8. E. Richman, Holland, Mich.; George W. Wads- 
orth, Highland Park, I1l.; How & Co., Chicago, Il. 


3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
Wes are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases where the 
Soekholder or security holder appears upon the books 
of the company as trustee or in any other fiduciary 
tlation, the name of the person or corporation for 
hom such trustee is acting; also the statements in 
the two paragraphs show the affiants full knowledge 
ind belief as to the circumstances and conditions 

which stockholders and security holders who 
not appear upon the books of the company as 
‘tustees, hold stock and securities in a capacity other 
than that of a bona fide owner. 


5. The average number of copies of each issue of 
this publication sold or distributed, through the mails 
% otherwise, to paid subscribers during the 12 months 
meceding the date shown above was: (This informa- 
lon is required from daily, weekly, semiweekly, and 

kly newspapers only.) 19,741. 


R. J. O’Brien. 
Sworn to and subscribed before me this 30th day oi 
ber, 1958. 
H. E. LISTUG. 
(Seal) 


My commission expires Sept. 3, 1961. 
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company’s huge volume of business 
could be most significant. Mr. Mc- 
Knight said the accounting division 
determined such matters, and identi- 
fied A. J. Regenburg, accounting di- 
rector, as the executive in charge. Mr. 
Kaplan asked that Mr. Regenburg be 
introduced at the next session of the 
hearing. He has been at both held so 
far. 


Another Session Set 


At the end of the afternoon, Mr. 
Kaplan did not conclusively indicate 
that he had finished his cross exam- 
ination of Mr. McKnight. Mr. Kline 
pressed him on this point in an effort 
to follow up immediately with his 
own redirect examination of Mr. Mc- 
Knight which would make the latter’s 
presence at the next session unneces- 
sary. This would save travel and ex- 
pense and allow Mr. McKnight to 
perform other duties, he indicated. 
However, the unresolved question of 
further cross examination will bring 
Mr. McKnight back to New York. 

The main topic at the next session 
will be a stipulation on subsidization 
of Allstate by Sears Roebuck & Co., 
on which the opposing counsel! indi- 
cated they had reached substantial 
accord at a private meeting between 
first and second hearings. 

George J. Gross, deputy superin- 
tendent and counsel of the depart- 
ment, confined his cross examination 
of Mr. McKnight to one question. He 
asked if the 9.4% prediction for total 
other acquisition and general ex- 
penses in the commercial projection 
was not 10 points lower than the ac- 
tual result of Allstate on its fire 
writings countrywide in 1957. Mr. Mc- 
Knight agreed that it was. This 
brought the focus of the discussion 
back to the disputed testimony of Mr. 
Stanley. 

The air was not cleared until the 
end of the hearing when someone 
discovered that the air-conditioning 
had not been turned on all day. With 
Mr. Lamanda’s approval, this was done 
—just before the contending parties, 
the department staff, and the small 
audience left the room. The hearing 
will resume Oct. 21. : 


Examine Prudence Mutual Cas. 

The Illinois department has com- 
pleted an examination of Prudence 
Mutual Casualty of Chicago, describ- 
ing the condition as of Dec. 31, 1957 
This is the insurer of which George F. 
Barrett is chairman and with which 
the late Robert Barrett was associated 
before he was appointed Illinois in- 
surance director. 

It is noted that Prudence Mutual 
Casualty makes independent rate fil- 
ings and is not a member of any rating 
or advisory bureau, but is a member 
of Midwestern Independent Statisti- 
cal Service of Chicago. 

Prudence Mutual Casualty has an 
agency contract with Prudence Mutu- 
al Agency, making the agency the sole 
and exclusive agent in Cook County 
for 20 years at a commission of 35% 
of earned premiums. Prudence Mutual 
Agency is owned and controlled by in- 
terests identified with Prudence Mu- 
tual Casualty. 

The report reviews the reinsurance 
agreement of Prudence Mutual and 
Regal Mutual of Chicago effective Dec. 
20, 1956, at which time Prudence took 
over all the outstanding business and 
assets of Regal Mutual. At that time, 
Regal Mutual had a net surplus of 
minus $69,813. 

Boston has moved its Rochester of- 
fice to new headquarters at 1032-1036 
Sibley Tower building. 
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“Our problems have 
been solved with 


+». Says T. R. Harrington, Jr., 






of Knoxville, Tennessee 











T. R. Harrington, Jr., owner of the insurance agency 
that bears his name in Knoxville, had some very knotty 
sales problems 4 or 5 years ago. He describes here how 
SAFECO helped him solve them: 


“We were losing renewals to the direct writers at an alarming 
rate, new business seemed to be non-existent, and office expenses 
were increasing. About then we heard of General’s new automobile 
company — SAFECO — and decided to give it a try — after all, 
we couldn’t lose much more! 


It was one of the best business decisions I ever made. The trend 
completely reversed itself. We are now holding 95% of our re- 
newals, our new business has increased tremendously and even 
with the expanding business we don’t need additional help. Be- 
sides that, our claims service is the best in Knoxville. Yes, our 
problems have really been solved, thanks to SAFECO!” 


HOME OFFICE: SEATTLE, WASH. 








“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 
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Small Brokers Seen 
Losing Mass Market 


Alfred I. Jaffe, New York City 
broker, declared that the mass mark- 
et, with simple, standardized and class 
rated insurance needs, whose buying 
‘habits have led them to super mark- 
ets, chain stores and other outlets 
where price is king, will continue to 
slip away from average sized brok- 
erage firms. The broker whose busi- 
ness is predominantly in this class 
will do well to hold his own in the fu- 
ture. He spoke at a meeting of Brook- 
lyn Insurance Brokers Assn. 

Mr. Jaffe identified the selective 
insurance market as all types of pri- 
vately owned and managed business- 
es, as well as the personal coverage 
of professional and salaried people 
above the $7,500 to $10,000 income 
level. These people know that direct 
writers are cheaper, but will buy 
through brokers as long as they can 
be made aware of the difference in 
service, he said. 


Recommends Improvement Program 


Brokers must be better in every 
way than captive agents, but at pres- 
ent many are not, Mr. Jaffe asserted. 
He said that the smaller broker must 
upgrade his level of contacts and his 
social and civic activities. He must 
be on a full time basis and should in- 
vest in the most capable employes 
available. Above all, the office must 
be efficiently run. Experience as an 
employe or sub-producer in a success- 
ful brokerage firm is almost essential 
training for the broker who wishes to 
establish his own cperation, he be- 
lieves. 

Mr. Jaffe declared that the broker 
should realize that his company mark- 
ets are more important than clients. 
Without markets, clients are of no 
value, but with them he can always 
get clients. The stronger his markets 
and the greater variety of risks they 
handle, the more confidence the brok- 
er will have in soliciting business. He 
suggested that markets should be 
studied and cultivated just as clients 
are. On direct damage lines, loss pay- 
ment practices are more important 
than liberality of underwriting, he 
believes. The broker must respect the 
likes and dislikes of his markets and 
avoid high pressure tactics to place 
unwanted lines, he stated. The cardi- 
nal sin is to bring in moral hazard 
business. Brokers should cooperate 
with their markets in reducing risk 
hazards. This will not guarantee a 
good loss ratio, but over the long pull 
it has to produce a better one, and 
this makes it less likely that a broker 
will lose a market, Mr. Jaffe concluded. 


Mass. Dept. Hears Appeal 


Liberty Mutual will have its appeal 
on the rejection of a proposed $100 
windstorm deductible heard before 
the Massachusetts department Oct. 16. 
The company proposes to write ex- 
tended coverage on dwellings with a 
$100 windstorm deductible, instead of 
the present $50, at a 25% reduction 
in the EC rate of 30 cents per $100. 
The plan, held up by technical ques- 
tions, has been before the department 
for two years. 


National Assn. of Insurance Brokers 
will hold its annual meeting May 11-14 
in New York, with Insurance Brokers 
Assn. of New York State as host. 

The Birmingham office of Standard 
Accident has moved to 2130 Highland 
avenue South. 


HeNATIONAL UNDERWRITER 


Field Men Get Star Billing In Coming Cost Cutting Drama deed any 


field men share the same virtues and 
frailties as any comparable segment 
of persons in insurance or any other 
business. It is impossible to cover 
them all with a blanket statement. 
Some heads with halos will stick out 
at the top, while some feet of clay 
may appear at the bottom. Moreover, 
agents are a varied group with dif- 
ferent interests, capabilities and needs 
—all of which are reflected in their 
opinions. 


Extreme Views Cited 


Some years ago, when neither the 
competitive nor the loss situation was 
so drastic, a leading agent, who was 
a past president of National Assn. of 
Insurance Agents, stated vehemently, 
but unofficially, that he wished that 
his companies would keep the spec- 
ials out of his office, let his agency 
do its own work and reward it ac- 
cordingly. Yet today, when his view- 
point seems to have gained some ac- 
ceptance, we find a more moderate 
expression from an equally competent 
producer who still regards the field 
man as a vital company agency link. 
Sidney Mang of Sidney, regional vice- 
president of New York association, 
observed in an article in the Casualty 
& Surety Journal that the special 
agent can be of considerable help by 
making a specialty of one or more 
lines. When he qualifies as an expert 
in a particular coverage, he has some- 
thing to offer an agent that his con- 
temporaries lack. Mr. Mang sees flaws 
in some field men, but with moderation 
and rare good sense, he calls for 
serious study of the responsibilities of 
companies, agents, claims representa- 
tives and field men. Such a _ study 
would put some of the present com- 
ments on field men in proper perspec- 
tive and would provide a basis for 
action. 

The observation that the _ special 
agents of various companies in any 
agency offer duplicate service and 
that they perform certain functions 
for some agents who should shoulder 
these tasks themselves is both inter- 
esting and paradoxical. Almost every- 
one agrees that many agents, are so 
bogged down with detail that they 
cannot devote enough time to their 
primary function of selling. If field 
men curtail certain agency services, 
which some agents regard as dispens- 
able, it may be found belatedly in 
some cases that the agent has inherit- 
ed more detail and has less time than 
ever for selling. 


Best To Investigate Duplication 


There are of course many areas of 
duplication in field service in an 
agency with a number of companies. 
For example, when homeowners poli- 
cies were first introduced, the various 
companies called in their special 
agents for a course on the new form, 
or held meetings for this purpose at 
central points. The special agents re- 
turned to their fields to educate their 
agents. The agent with eight, nine 
or more companies then had a pro- 
cession of specials who subjected him 
to more education than he could stand. 
This type of duplication is of course 
unnecessary and expensive, but easily 
remedied. For example, agents could 
be gathered at a central point and 
educated by a panel of field men. 
This technique might be applied in 
many similar situations. 


In the day-to-day problems of 
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agencies, however, producers might be 
well advised to consider whether the 
help they have come to count on from 
field men is invariably duplication of 
effort and whether these tasks can be 
taken over by fewer field men or 
shouldered by the agency staff. Some 
companies have their own ideas on 
this subject, as evidenced by recent 
cut backs in field forces and telescop- 
ing of territories. 

Ideally and theoretically, the field 
man’s primary job is to induce agents 
to place desirable business with his 
company, tied in with the public re- 
lations job of “selling” the company 
to present and prospective agents and 
to the public. Fundamentally this is 
sales work with the added factor of 
first line underwriting. Field men 
shave often been distracted from ful- 
fillment of these central tasks and oc- 
rupied with trivia. This led some tart 
rritics to put them in a class with 
waiters, taking orders from everyone. 
¥vhile the characterization might ap- 
ply to special agents who allowed or 
even encouraged some agents to mis- 
vise them, it is hardly fair to the self- 
less field men who started many a 
prosperous agent of today from 
scratch, helped him pass a qualifying 
examination, interpreted the rule 
boooks for him, and performed many 
other legitimate services in establish- 
ing an agency account which the 
sompany would be loath to relinquish 
coday. 


Field Men Without Guidance 


It is true that many special agents 
have strayed down many paths off 
the main highway to their objective. 
The question is how did they lose 
their sense of direction. Was it be- 
cause their companies did not always 
provide a sound road map, telling 
them where they were supposed to 
go, and the recommended company 
route to get there? Or did the com- 
pany expect them to draw their own 
maps? 

The field man’s activities have often 
included, in addition to his sales func- 
tion, inspections, appraisals, collection 
of balances, loss work, interpretation 
of rule changes and other technicali- 
ties for the agency staff, education of 
agents in new lines, entertaining and 
other functions. 


Can One Man Do It All? 


The question has often been asked 
if any one man can do all these jobs 
satisfactorily. A more fundamental 
question is whether or not some of 
these functions are not contradictory 
by nature, and whether one person 
could have the different aptitudes 
necessary to their performance. A 
man who thrives on technical detail, 
for example, is often not the sales- 
man type. This latter observation has 
the same effect on some company ex- 
ecutives as turpentine applied to a 
cat’s aft end. They decry the field 
man whose forte is not technical know 
how, and disparage him as the “per- 
sonality” type. They favor the techni- 
cian who knows the manuals cold. 
Yet the so called personality boy is a 
technician too in a most important ac- 
tivity—persuasion and salesmanship. 
He has mastered the most difficult of 
all studies—men and their motives. 

This type of field man, with at least 
an adequate knowledge of his prod- 
uct, and backed by specialists in each 
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deed any time—with small premium 
agencies. With the cost of each field 
call estimated at about $20, some 
companies concluded that such agen- 
cies are not entitled to calls. They 
can remain on the books, as long as 
they present no problems, but if any 
situation develops where visits are 
necessary, they become a liability. 
Other companies believe that if the 
agency has no potential for expansion, 
it should, in most cases, not be on the 
books in the first place. If it has po- 
tential, the field man must call to 
develop it. If the agency is allowed 
to remain static, one good loss at any 
time can cancel out the volume of 
years. But whatever happens, it’s the 
field man’s baby. 


Field Man Mirrors Agent 


It is neither profound nor original 
to observe that the field man has 
gaited himself to the agents he serves, 
with occasional or frequent hitches 
in his stride at company direction. 
Sometimes an agent gets a volume of 
clean dwelling business and other 
personal lines because he is the di- 
rector of the local bank or building 
and loan. This agent may not be 
primarily in the insurance business, 
and often is the very one who makes 
demands upon the field man’s time 
for routine technical help. The special 
agent may be criticized for performing 
certain functions for him—yet this 
agency has the type of cream busi- 
ness the company wants. Conversely, 
larger agencies may not need mer- 
chandising assistance or underwriting 
guidance and hence may make fewer 
demands on the field man. In between 
these extremes is an endless variety 
of agencies with different needs and 
problems. 

The special agent’s relation to the 
agent is likely to be a direct reflec- 
tion of the agent’s relation to his cus- 
tomers. Now that agents find them- 
selves in an entirely new competitive 
situation—complicated by commission 
cuts, real and expected—they are be- 
ing forced to change their ways, and 
they naturally have taken a hard look 
at the field man and concluded that 
he must change his. They might go 
deeper into the situation and look to 
their companies to change—by inaug- 
urating aggressive marketing and 
merchandising programs within whose 
framework the field men and their 
function would naturally be re-estab- 
lished. 

Everyone knows that stock agency 
companies are suffering from an ail- 
ment which can’t be cured by salve 
but only by surgery. Diagnosticians 
in the case are a dime a dozen. They 
can cause comparatively little harm 
unless self appointed surgeons perform 
the wrong operation. They might cut 
out numerous surface symptoms and 
hever get to the root of the trouble. 
Concentration on lopping off field men 
prematurely may fall under this mis- 
taken procedure. 


Are Fewer Companies Answer? 


Perhaps when agents speak of dupli- 
cation of field effort, they are really 
Saying that they need fewer com- 
panies. If they retain those that are 
best adapted to their particular agen- 
ey needs, in terms of capacity, variety 
of underwriting and competent field 
service, possibly much of the duplica- 
tion would disappear. The company 
with a special agent, inadequate or 
unsuited to the agency’s needs, would 
be dropped. 

George C. Peacock, vice-president 
of Agricultural, provided some sound 
Measures of a company’s value to an 
agency several years ago at Pennsyl- 
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vania Insurance Educational Con- 
ference. He said that all companies 
do not meet the same problems in 
the same way. Some are aggressive 
and progressive. Others follow a policy 
of extreme conservatism. Somewhere 
in between are the majority of com- 
panies. Agents will benefit most, Mr. 
Peacock said, by analyzing their com- 
pany markets and finding out just 
where the field man and his company 
are grouped. If the agent has a field 
man who is aggressive and who has 
an understanding underwriter, sym- 
pathetic to the agent-field man’s 
problems, the agency has a real team. 

Mr. Peacock recommended that 
agents take an inventory of field men’s 
abilities and their company facilities. 
On this basis, the agent would then us 
the different talents in his office to 
the best advantage of all concerned. 


All Areas Of Business Involved 


The business today is moving to- 
ward new objectives. Its progress may 
seem maddeningly slow—particularly 
to those with no responsibility for 
working out the details of what per- 
haps will prove to be the most drastic 
transition in all—not only the field 
man’s—areas of operation. The parade 
of participants toward the goal of 
more effective and economic opera- 
tions includes everyone in the busi- 
ness. They are not as yet marching 
with precision. It seems unreasonable 
to yank the field man alone out of 
the procession for special attention 
because he may be out of step. He 
has plenty of company. As the parade 
of progress continues, and the pace 
becomes faster, incompetents and lag- 
gards in many areas of the business 
will be forced to improve or drop out. 

The criticism which has recently 
brought field men into sharp focus 
was constructively intended by com- 
mentators who have the best interests 
of the business at heart. It would be 
unfortunate if those field men who 
are making a vital contribution to the 
business are upset as a result. Their 
imcompetent colleagues probably are 
immune to criticism, or blithely un- 
aware of it. After all, it’s the faithful 
attendant at church who hears the 
sermons. Those who need them the 
most are elsewhere. 


Field Men Caught In Middle 


Eben Learned Jr. of Norwich, pres- 
ident of Connecticut Assn. of Insur- 
ance Agents, recently told a _ state 
field club meeting that the field man 
today is the man “in the middle,” the 
slave of two masters, the company 
and the agent. He said it was the duty 
of the field man to communicate to 
the company a clear picture of agen- 
cy problems—a picture often forgotten 
by vice-presidents long since out of 
the field. He also remarked that it 
was the duty of the special agent to 
lay the cards on the table with agents 
regarding present day company poli- 
cies and to try to reconcile amicably 
the company—agent relationship. 

If that definition of duties were in- 
cluded in a help wanted ad, it is 
fairly certain there would be few ap- 
plicants. Yet there are many field 
men doing that job today with fair- 
ness to the interests of all concerned. 
They will endure within whatever 
framework of marketing, merchandis- 
ing and _ supervision the business 
eventually adopts. They have an hon- 
ored past, a hectic present, and a 
future with undefined but limitless 
possibilities. 

Some companies have already taken 
steps affecting field men. As this 
trend develops, it will be explored in 
a future issue. 
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Stumbling Blocks--- 
or Stepping Stones ? 


a. SOMETIMES IT’S HARD TO TELL THE DIFFERENCE. 





Ever take a cold, objective view of 
the plans you offer prospects . 

the commissions involved . . . the sales 
aids you employ? Check ANICO’S 
“Agent-First” Policy. It has resulted 
in a fabulous growth of insurance 3 


in force and has pyramided commissions. 





COMMISSIONS 


ANICO SALES LEADERS 


e All forms of A&H. 

Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 

Family Income Term Policy. 


Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 
to age 65. 

© Income Conversion Rider. 
e Annuities. 














Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





CVER 4 BILLIONS OF INSURANC. IN FORCE 








V Excess Coverages 


¥ Reinsurance 
vo Surplus Lines 
_¥ Special Risks 


v Long Haul | 


CAPLIS-HIELSCHER, INC. 
Chicage 26, Illinois 


} 6465 N. Sheridan Road 
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Reject Jones Report, OK Acquisition Study 


(CONTINUED 


reference to the fact that National Au- 
tomobile Underwriters Assn. will not 
discuss these factors in a state filing, 
on the ground that this involves na- 
tional policy 

The Jones report had been given the 
directors Monday afternoon for study. 
When the discussion on it opened 
Tuesday afternoon, Mr. Harman led off 
with an able dissection of what he re- 
garded as objectionable portions. He 
said that, for example, the reference 
to commissions not being “excessive, 
inadequate or unfairly discrimina- 
tory” could be turned against agents 
and he made the same point with 
many other portions of the proposal. 
He said thousands of agents might 
well regret adoption of the report and 
he urged that the commission situa- 
tion be left strictly alone. He moved 
that the committee be discharged, 
with thanks, and that NAIA’s posi- 
tion on commissions be restated as 
simply the six points adopted in 1951. 
They provide, in general, for support 
of private contract and autonomy of 
state associations and for opposition 
to government control and unilateral 
action by companies and rating asso- 
ciations. 

Mr. Bandy, pointing out that he was 
as much opposed to the report as Mr. 
Harman, but for opposite reasons, gave 
a spirited defense of state associa- 
tions’ negotiating acquisition cost, but 
said no more could be accomplished 
without help on the national level. 
After some further discussion, G. J. 
Margraff, Philadelphia, said he could 
not vote without consulting his fellow- 
Pennsylvanians and moved that the 
matter be deferred until the midyear 
meeting. This triggered the first of 
the parliamentary foul-ups, the even- 
tual outcome being that Mr. Margraff 
changed it to a motion to table Mr. 
Harman’s motion. This passed by a 
roll call vote, 38 to 12. 

Mr. Margraff then moved again for 
postponement of the matter until the 
midyear meeting and President L. E. 
Woodbury Jr. and Secretary Counsel 
G. S. Hanson had another bad time 
getting matters straightened. After 
prolonged debate, with strong senti- 
ment expressed on both sides, Mr. 
Margraff’s motion was defeated by a 
voice vote. 

Mr. Harman then attempted to re- 
vive his motion and it was finally 
agreed after another state of confu- 
sion that he might offer one which 
simply rejected the Jones committee 
report. This passed, also by a roll call, 
31 to 18. J. P. Wilson Jr., Mobile then 
moved appointment of the committee 
to secure information to help state as- 
sociations with Mr. Harman got a rous- 


ing hand when he graciously sec- 
onded. It passed unanimously. 
Representatives from at least 28 


states took part in the prolonged dis- 
cussion. There seemed to be no ter- 


J. F. Wyatt, sec- 
retary; L. E. Grigs- 
by, assistant man- 
ager at Dallas, 
Frank C. McVicar, 
vice-president, and 
R. B. Devore, sec- 
retary, all of the 
Hartford Fire 
group, are shown 
in the hospitality 
suite during the 
NAIA convention 
in New Orleans. 
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ritorial pattern in sentiment. For ex- 
ample, Oregon sided with Mr. Har- 
man, but Utah voted the other way. 
Michigan, whose state national direc- 
tor, M. F. McCaffrey, Detroit ,spoke 
forcefully against any NAIA action on 
commissions, voted for Mr. Harman’s 
resolution and so did Ohio, but Illinois 
and Iowa opposed it. The same divi- 
sion was evident in other sections of 
the country. 

At the same session, the directors 
took official notice of Excelsior’s board 
resolution committing itself to take 
no action on commissions without 
consulting each agent involved. On 
Mr. Margraff’s motion, the resolutions 
committee was requested to prepare 
a resolution praising all companies 


Pattern On Auto Reduction 
(CONTINUED FROM PAGE 12) 
by the farm bureaus and the mutuals. 

“Some agents, he said, believe in- 
clusion of PDL in the uninsured 
motorist endorsement would make 
this a thoroughly satisfactory offset to 
compulsory automobile legislation. 
The tendency in southern states is to 
raise financial responsibility limits, 
and he said companies apparently are 
not opposing these rises. Practically 
every state is having trouble with 
fictitious group coverages. 

There is much pressure in the 
states to get more revenue, which in- 
creases the chances of getting boosts 
in premium taxes. 

Jack Neumann of Arlington, Va., 
reported on the NAIA advertising 
campaign. Hayes Kennedy, executive 
secretary of the Alabama association, 
sent word to the dais during Mr. 
Neumann’s talk that Insurors of 
Huntsville, Ala., is the first local 
board to reach a 100% contribution 
to the Big I program. Mr. Neumann 
suggested agents write the company 
presidents, praising their participation 
in the program or asking them about 
their absence if they are not partici- 
pating. 

Wilbur K.. Allen of Birmingham re- 
ported for the future sites committee. 
The 1959 SAC will be in Mobile 
March 27-29, at the Admiral Semmes 
Hotel, 1960 in Atlanta, March 20-22 
at the Biltmore, 1961 at Little Rock, 
March 26-28 at the Marion Hotel, 1962 
at White Sulphur Springs, W. Va., 
April 5-8 at the Greenbrier, and 1963 
at Biloxi, Miss., when SAC will meet 
with the state national directors of 
NAIA at the latter’s midyear. 

John P. Wilson Jr. of Mobile pre- 
sided at the conference, which was 
attended by more than 275, one of 
the largest crowds in SAC’s history. 
Horace Edmond Jr. of Sandy Springs, 
Ga., is the new secretary of the 


group. 


The campaign 
for Cubbedge: At 
NAIA’s convention 
in New Orleans a 
group of Floridi- 
ans supporting the 
candidacy of Coo- 
per M. Cubbedge 
of Jacksonville for 
the executive com- 
mittee are shown 
at the campaign 
stage: Robert A. 
McCord of Jack- 
sonville, Dave 
Johnson of Pensa- 
cola, Mr. Cub- 
bedge, and Eugene 
Wise and Lamar U. 
Hutchinson of Or- 
lando. 


The big issue at the meeting of east- 
ern agents conference, during the 
NAIA New Orleans meeting, was the 
objection of New York to paying an 
assessment to meet the operating ex- 
penses of the organization. There are 
12 states in EAC. 

Charles H. Frankenbach of West- 
field, N. J., conference chairman, 
pointed out that Arthur L. Schaub of 
Staten Island had conveyed to EAC 
the objections of the New York Asso- 
ciation about a year ago. New York 
wants an analysis of EAC expenses 
with the idea of reducing them and 
perhaps eliminating the expensive 
conventions EAC holds each year. 

Far West and Rocky Mountain con- 
ferences are simply holding meetings 
between agent and company commit- 
tees. But EAC has had to assess only 
once, Mr. Frankenbach pointed out, 
two years ago. The indication was 


Many Hospitality 
Suites At NAIA 


Considering the spirit of economy 
now pervading the fire and casualty 
business, the number of hospitality 
suites maintained by the insurers at 
the NAIA convention in New Orleans 
was impressive. In addition to compa- 
nies, associations and general agen- 
cies held open house, including the 
Florida, Ohio, Illinois, Mississippi and 
Tennessee associations, the American 
Assn. of Managing General Agents, 
Bowes & Co., George F. Brown & 
Sons, Illinois R. B. Jones, and George 
A. Kausler. Southeastern Underwrit- 
ers Assn. also had a suite. 

Companies maintaining headquar- 
ters were Aetna Casualty, American 
Casualty, Appleton & Cox, American, 
Boston, Chubb & Son, Commercial 
Union, Continental National group, 
Corroon & Reynolds, Employers, Fi- 
delity & Deposit, Fireman’s Fund, 
General Accident, Great American, 
Hanover, Hartford Fire, Home, North 
America, London & Lancashire, New 
York Underwriters, Marquette Cas- 
ualty, Maryland Casualty, Merchants, 
Fire of N. Y., Millers National, Na- 
tional Union, New Amsterdam and 
U. S. Casualty, New Hampshire Fire, 
Pacific National, Pacific of New York, 
Royal-Globe, St. Paul-Western, Sea- 
board Surety, Springfield F&M, 
Standard Accident, Traders & Gener- 
al, Travelers, U.S.F.&G., Yorkshire 
and Zurich. 

U. S. Aviation Underwriters was on 
hand. Only two life companies, New 
York Life and Northeastern of New 
York dispensed hospitality, a low 
number for recent NAIA conventions. 
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that expenses would be met by asses- 
sing the constituent associations. 
In addition to the report of the con- 


ference committee chairman, E. Stu- 
art Windsor of Baltimore, F. W. Do- 
remus, secretary of EUA, reported that 
rating bureaus will soon make home- 
owners filings. He said Mr. Windsor’s 
suggestion that broader, more expen- 
sive policies should not provide less 
coverage than their predecessors, will 
be given careful study by the compa- 
nies. 

The driver education work of the 
Connecticut Association, which has at- 
tracted wide attention, was described 
by W. Harry Wiley, executive secre- 
tary. He said the group furnished lec- 
turers on insurance at the clinics 
where instructors are trained, fur- 
nishes the rate credit cards for gradu- 
ates, etc. The association also got 
Travelers to write a low cost, broad 
special policy to insure the automo- 
biles used in the school program. Pre- 
miums on such policies are being paid 
by about half the local boards of the 
state. 


Zurich Appoints King 
State Agent AtL. A. 


John J. King has been assigned as 
state agent at Los Angeles for Zurich. 
He will supervise fire operations in 
Arizona and southern Nevada as well 
as the Los Angeles and Fresno areas. 
He has been with the company since 
156 as state agent. 

Assisting Mr. King will be Nels A. 
Madsen Jr., who has been appointed 
fire special agent. Mr. Madsen has had 
12 years experience in the fire and 
marine field before joining Zurich, and 
from 1950 until this year, he was a 
multiple line special agent for Secur- 
ity-Connecticut. 


Rice To Blakely At Topeka 


Robert J. Rice, special agent in 
Kansas for Home for nine years, has 
joined the Blakely general agency of 
Topeka as field man and engineer. 
Mr. Rice began in the business with 
Kansas Inspection Bureau in 1937. He 
joined the bureau after war service, 
and wert with Home in 1949. 


Johnson In Ga. Field 


Northern of London has appointed 
William G. Johnson state agent at 
Atlanta, to succeed Zack E. Ryan who 
resigned. He was formerly district 
manager for Lumbermen’s Mutual Cas- 
ualty at Atlanta. 
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Lang Says Business 
Is Kidding ftself 


Frank Lang, New York insurance 
management consultant, in a discus- 
sion on “Public Understanding” at the 
annual meeting of Wisconsin Assn. of 
Insurance Agents said he was not pri- 
marily concerned with the general 
public’ s misunderstanding of the busi- 
ness; what bothers him is a lack of 
understanding in the business, and the 
tendency of many in it to kid them- 
selves by believing that if a platitude 
is repeated often enough it becomes a 
fact. The so-called crisis in the busi- 
ness stems largely from unwillingness 
to face facts and to adjust to today’s 
dynamic economy, he declared. 

He has no sympathy with those who 
advocate saving the industry. Their 
cries are based on an unwillingness to 
improve their own operations, and 
they use the industry as a smoke- 
screen. Mr. Lang said that the old 
fashioned habit of talking about the 
industry as a whole is dead. He noted 
that there are progressive and back- 
ward companies and agents and quot- 
ed an investment analyst’s recent pre- 
diction that within 10 years the num- 
ber of companies will be reduced to 
10 to 20% of firms now operating. 
Similar statements have been made 
about the number of agents surviving, 
he recalled 


Survey Had Wrong Dope 


Mr. Lang referred to a public opin- 
ion survey taken about 10 years ago 
which disclosed that the vast majority 
of people preferred to buy insurance 
from agents or brokers and not direct- 
ly from companies. Agents relaxed at 
this news, he said. But unfortunately 
those companies in which the public 
supposedly was uninterested began 
to skyrocket in sales. Something went 
wrong in that survey, Mr. Lang ob- 
served. The consuming public does not 
know what it wants, he added, and 
has little understanding of the type of 
protection it needs or the merchandis- 
ing methods through which it is sold. 

He reviewed another survey which 


revealed that 57% of those inter- 
viewed bought coverage from an 
agent because he _ represented the 


company they liked, as opposed to 
only 37% who indicated that they 
bought because of confidence in the 
agent. This study, added to other facts 
gathered by his organization, proved 
that management’s ideas about ac- 
ceptance among the general public as 
well as agents was completely errone- 
ous. Anothes study in the midwest 
showed that 87% of the customers 
questioned said they contacted the 
agent for automobile coverage, 91% 
initiated the purchase of fire insur- 
ance on their homes and 85% started 
negotiations for contents coverage. 
This would indicate that agents are 
not actively soliciting new business, 
and not contacting new prospects, 
probably because they are so bogged 
down in office detail, Mr. Lang 
thought. 

This condition is not confined to the 
agency system, he continued. Almost 
half of the policyholders of an exclu- 
Sive agency company have revealed 
that they did not hear from or see 
their agent once during the past year. 
This is a fatal situation in such a com- 
pany whose existing policyholders are 
the best source of new business, he 
asserted. 


No Corner On Markets 


Mr. Lang does not agree that the 
personal line market is reserved for 
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direct writers. He expects that mass 
merchandising approaches will be de- 
veloped sooner or later by all types of 
companies, if they are to survive. It 
is possible that the largest ultimate 
writer of personal lines will be the life 
companies which have not seriously 
entered the business as yet. Con- 
versely, he does not think that com- 
mercial lines are going to be reserved 
for companies selling through inde- 
pendent agents. Recent entry of new 
forces in this field will disturb the old 
pattern. 

It is not the system of distribution 
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alone or the type of organization 
which determines whether a company 
is coming out in the black or red, Mr. 
Lang said, but rather selection of 
business and quality of management. 


Questions NAIA Campaign 


He referred to the Big I advertising 
campaign of National Assn. of Insur- 
ance Agents and questioned whether 
it would be effective in changing the 
average person’s viewpoint when 
there is every indication that the pub- 
lic is not the least bit interested in 
distribution methods. The three larg- 
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est companies with exclusive agency 
representation are spending almost 10 
times as much as NAIA in advertis- 
ing, he pointed out. Mr. Lang thought 
the advertising budget of the latter 
might be better spent in an objective 
study of the cost of agency operations 
None has been undertaken since the 
1949 study by the New York depart- 
ment 

Loren R. Dodson, secretary and 
treasurer of Continental Can Co., has 
been elected a director of Firemen’s 
Mutual of Providence, R. I. 
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E. S. GARD & CO. 
Adjusters 
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J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 
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John S. Tasch, President 
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McGUIRE ADJUSTMENT CO. 
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Elyria Branch: 313 Elyria Block 
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Cleveland 15, Ohio 
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D. J. SCOTT & SON 
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Tulsa, Oklahoma 
Phones LU 2-5460 
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Servicing a 200 mile radius. 











UTAH-IDAHO 









1) 9 v4 4 te UTAH-IDAHO 
INSURANCE ADJUSTERS 


428 Se. Main-—Salt Lake ¢ = Utah 

515 Eccles Bidg.—Ogden, 

ist Security Bank Bidg.—Idabeo Faits, Idaho 
258 Broadway—Pocatello, Idaho 

121 - 2nd Ave. East-—Twin Falls, idaho 














TORONTO-CANADA 





CHICAGO SUBURBAN 
CLAIMS SERVICE 
Adjusters 
STate 2-4803 


100 N. Lo Selle St. Chicago 2, Ill. 








THOMAS D. GEMERCHAK 
insurance Adjusters 
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Reject Jones Report, OK Acquisition Study 


(CONTINUED 


reference to the fact that National Au- 
tomobile Underwriters Assn. will not 
discuss these factors in a state filing, 
on the ground that this involves na- 
tional policy 

The Jones report had been given the 
directors Monday afternoon for study. 
When the discussion on it opened 
Tuesday afternoon, Mr. Harman led off 
with an able dissection of what he re- 
garded as objectionable portions. He 
said that, for example, the reference 
to commissions not being “excessive. 
inadequate or unfairly discrimina- 
tory” could be turned against agents 
and he made the same point with 
many other portions of the proposal. 
He said thousands of agents might 
well regret adoption of the report and 
he urged that the commission situa- 
tion be left strictly alone. He moved 
that the committee be discharged, 
with thanks, and that NAIA’s posi- 
tion on commissions be restated as 
simply the six points adopted in 1951. 
They provide, in general, for support 
of private contract and autonomy of 
state associations and for opposition 
to government control and unilateral 
action by companies and rating asso- 
clations. 

Mr. Bandy, pointing out that he was 
as much opposed to the report as Mr. 
Harman, but for opposite reasons, gave 
a spirited defense of state associa- 
tions’ negotiating acquisition cost, but 
said no more could be accomplished 
without help on the national level. 
After some further discussion, G. J. 
Margraff, Philadelphia, said he could 
not vote without consulting his fellow- 
Pennsylvanians and moved that the 
matter be deferred until the midyear 
meeting. This triggered the first of 
the parliamentary foul-ups, the even- 
tual outcome being that Mr. Margraff 
changed it to a motion to table Mr. 
Harman’s motion. This passed by a 
roll call vote, 38 to 12. 

Mr. Margraff then moved again for 
postponement of the matter until the 
midyear meeting and President L. E. 
Woodbury Jr. and Secretary Counsel 
G. S. Hanson had another bad time 
getting matters straightened. After 
prolonged debate, with strong senti- 
ment expressed on both sides, Mr. 
Margraff’s motion was defeated by a 
volce vote. 

Mr. Harman then attempted to re- 
vive his motion and it was finally 
agreed after another state of confu- 
sion that he might offer one which 
simply rejected the Jones committee 
report. This passed, also by a roll call, 
31 to 18. J. P. Wilson Jr., Mobile then 
moved appointment of the committee 
to secure information to help state as- 
sociations with Mr. Harman got a rous- 


ing hand when he graciously sec- 
onded. It passed unanimously. 
Representatives from at least 28 


states took part in the prolonged dis- 
cussion. There seemed to be no ter- 


J. F. Wyatt, sec- 
retary; L. E. Grigs- 
by, assistant man- 
ager at Dallas, 
Frank C. McVicar, 
vice-president, and 
R. B. Devore, sec- 
retary, all of the 
Hartford Fire 
group, are shown 
in the hospitality 
suite during the 
NAIA convention 
in New Orleans. 
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ritorial pattern in sentiment. For ex- 
ample, Oregon sided with Mr. Har- 
man, but Utah voted the other way. 
Michigan, whose state national direc- 
tor, M. F. McCaffrey, Detroit ,spoke 
forcefully against any NAIA action on 
commissions, voted for Mr. Harman’s 
resolution and so did Ohio, but Illinois 
and Iowa opposed it. The same divi- 
sion was evident in other sections of 
the country. 

At the same session, the directors 
took official notice of Excelsior’s board 
resolution committing itself to take 
no action on commissions without 
consulting each agent involved. On 
Mr. Margraff’s motion, the resolutions 
committee was requested to prepare 
a resolution praising all companies 
which did the same. 


Urged To Follow Arkansas 
Pattern On Auto Reduction 


(CONTINUED FROM PAGE 12) 
by the farm bureaus and the mutuals. 


Some agents, he said, believe in- 
clusion of PDL in the uninsured 
motorist endorsement would make 
this a thoroughly satisfactory offset to 
compulsory automobile legislation. 
The tendency in southern states is to 
raise financial responsibility limits, 
and he said companies apparently are 
not opposing these rises. Practically 
every state is having trouble with 
fictitious group coverages. 

There is much pressure in the 
states to get more revenue, which in- 
creases the chances of getting boosts 
in premium taxes. 

Jack Neumann of Arlington, Va., 
reported on the NAIA advertising 
campaign. Hayes Kennedy, executive 
secretary of the Alabama association, 


sent word to the dais during Mr. 
Neumann’s talk that Insurors of 
Huntsville, Ala., is the first local 
board to reach a 100% contribution 


to the Big I program. Mr. Neumann 
suggested agents write the company 
presidents, praising their participation 
in the program or asking them about 
their absence if they are not partici- 
pating. 

Wilbur ‘K. Allen of Birmingham re- 
ported for the future sites committee. 
The 1959 SAC will be in Mobile 
March 27-29, at the Admiral Semmes 
Hotel, 1960 in Atlanta, March 20-22 
at the Biltmore, 1961 at Little Rock, 
March 26-28 at the Marion Hotel, 1962 
at White Sulphur Springs, W. Va., 
April 5-8 at the Greenbrier, and 1963 
at Biloxi, Miss., when SAC will meet 
with the state national directors of 
NAIA at the latter’s midyear. 

John P. Wilson Jr. of Mobile pre- 
sided at the conference, which was 
attended by more than 275, one of 
the largest crowds in SAC’s history. 
Horace Edmond Jr. of Sandy Springs, 
Ga., is the new secretary of the 


group. 





The campaign 
for Cubbedge: At 
NAIA’s convention 
in New Orleans a 
group of Floridi- 
ans supporting the 
candidacy of Coo- 
per M. Cubbedge 
of Jacksonville for 
the executive com- 
mittee are shown 
at the campaign 
stage: Robert A. 
McCord of Jack- 
sonville, Dave 
Johnson of Pensa- 
cola, Mr. Cub- 
bedge, and Eugene 
Wise and Lamar U. 
Hutchinson of Or- 
lando. 


Expenses Issue Occupies Eastern Agents 


The big issue at the meeting of east- 
ern agents conference, during the 
NAIA New Orleans meeting, was the 
objection of New York to paying an 
assessment to meet the operating ex- 
penses of the organization. There are 
12 states in EAC. 

Charles H. Frankenbach of West- 
field, N. J., conference chairman, 
pointed out that Arthur L. Schaub of 
Staten Island had conveyed to EAC 
the objections of the New York Asso- 
ciation about a year ago. New York 
wants an analysis of EAC expenses 
with the idea of reducing them and 
perhaps eliminating the expensive 
conventions EAC holds each year. 

Far West and Rocky Mountain con- 
ferences are simply holding meetings 
between agent and company commit- 
tees. But EAC has had to assess only 
once, Mr. Frankenbach pointed out, 
two years ago. The indication was 


Many Hospitality 
Suites At NAIA 


Considering the spirit of economy 
now pervading the fire and casualty 
business, the number of hospitality 
suites maintained by the insurers at 
the NAIA convention in New Orleans 
was impressive. In addition to compa- 
nies, associations and general agen- 
cies held open house, including the 
Florida, Ohio, Illinois, Mississippi and 
Tennessee associations, the American 
Assn. of Managing General Agents, 
Bowes & Co., George F. Brown & 
Sons, Illinois R. B. Jones, and George 
A. Kausler. Southeastern Underwrit- 
ers Assn. also had a suite. 

Companies maintaining headquar- 
ters were Aetna Casualty, American 
Casualty, Appleton & Cox, American, 
Boston, Chubb & Son, Commercial 
Union, Continental National group, 
Corroon & Reynolds, Employers, Fi- 
delity & Deposit, Fireman’s Fund, 
General Accident, Great American, 
Hanover, Hartford Fire, Home, North 
America, London & Lancashire, New 
York Underwriters, Marquette Cas- 
ualty, Maryland Casualty, Merchants, 
Fire of N. Y., Millers National, Na- 
tional Union, New Amsterdam and 
U. S. Casualty, New Hampshire Fire, 
Pacific National, Pacific of New York, 
Royal-Globe, St. Paul-Western, Sea- 
board Surety, Springfield F&M, 
Standard Accident, Traders & Gener- 
al, Travelers, U.S.F.&G., Yorkshire 
and Zurich. 

U. S. Aviation Underwriters was on 
hand. Only two life companies, New 
York Life and Northeastern of New 
York dispensed hospitality, a low 
number for recent NAIA conventions. 
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that expenses would be met by asses- 
sing the constituent associations. 

In addition to the report of the con- 
ference committee chairman, E. Stu- 
art Windsor of Baltimore, F. W. Do- 
remus, secretary of EUA, reported that 
rating bureaus will soon make home- 
owners filings. He said Mr. Windsor’s 
suggestion that broader, more expen- 
sive policies should not provide less 
coverage than their predecessors, will] 
be given careful study by the compa- 
nies. 

The driver education work of the 
Connecticut Association, which has at- 
tracted wide attention, was described 
by W. Harry Wiley, executive secre- 
tary. He said the group furnished lec- 
turers on insurance at the clinics 
where instructors are trained, fur- 
nishes the rate credit cards for gradu- 
ates, etc. The association also got 
Travelers to write a low cost, broad 
special policy to insure the automo- 
biles used in the school program. Pre- 
miums on such policies are being paid 
by about half the local boards of the 
state. 


Zurich Appoints King 
State Agent At L. A. 


John J. King has been assigned as 
state agent at Los Angeles for Zurich. 
He will supervise fire operations in 
Arizona and southern Nevada as well 
as the Los Angeles and Fresno areas. 
He has been with the company since 
1956 as state agent. 

Assisting Mr. King will be Nels A. 
Madsen Jr., who has been appointed 
fire special agent. Mr. Madsen has had 
12 years experience in the fire and 
marine field before joining Zurich, and 
from 1950 until this year, he was a 
multiple line special agent for Secur- 
ity-Connecticut. 


Rice To Blakely At Topeka 


Robert J. Rice, special agent in 
Kansas for Home for nine years, has 
joined the Blakely general agency of 
Topeka as field man and engineer. 
Mr. Rice began in the business with 
Kansas Inspection Bureau in 1937. He 
joined the bureau after war service, 
and wert with Home in 1949. 


Johnson In ey Field 


Northern of London has appointed 
William G. Johnson state agent at 
Atlanta, to succeed Zack E. Ryan who 
resigned. He was formerly district 
manager for Lumbermen’s Mutual Cas- 
ualty at Atlanta. 
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Lang Says Business 
Is Kidding [tself 


Frank Lang, New York insurance 
management consultant, in a discus- 
sion on “Public Understanding” at the 
annual meeting of Wisconsin Assn. of 
Insurance Agents said he was not pri- 
marily concerned with the general 
public’s misunderstanding of the busi- 
ness; what bothers him is a lack of 
understanding in the business, and the 
tendency of many in it to kid them- 
selves by believing that if a platitude 
is repeated often enough it becomes a 
fact. The so-called crisis in the busi- 
ness stems largely from unwillingness 
to face facts and to adjust to today’s 
dynamic economy, he declared. 

He has no sympathy with those who 
advocate saving the industry. Their 
cries are based on an unwillingness to 
improve their own operations, and 
they use the industry as a smoke- 
screen. Mr. Lang said that the old 
fashioned habit of talking about the 
industry as a whole is dead. He noted 
that there are progressive and back- 
ward companies and agents and quot- 
ed an investment analyst’s recent pre- 
diction that within 10 years the num- 
ber of companies will be reduced to 
10 to 20% of firms now operating. 
Similar statements have been made 
about the number of agents surviving, 
he recalled 


Survey Had Wrong Dope 


Mr. Lang referred to a public opin- 
ion survey taken about 10 years ago 
which disclosed that the vast majority 
of people preferred to buy insurance 
from agents or brokers and not direct- 
ly from companies. Agents relaxed at 
this news, he said. But unfortunately 
those companies in which the public 
supposedly was uninterested began 
to skyrocket in sales. Something went 
wrong in that survey, Mr. Lang ob- 
served. The consuming public does not 
know what it wants, he added, and 
has little understanding of the type of 
protection it needs or the merchandis- 
ing methods through which it is sold. 

He reviewed another survey which 


revealed that 57% of those inter- 
viewed bought coverage from an 
agent because he _ represented the 


company they liked, as opposed to 
only 37% who indicated that they 
bought because of confidence in the 
agent. This study, added to other facts 
gathered by his organization, proved 
that management’s ideas about ac- 
ceptance among the general public as 
well as agents was completely errone- 
ous. Anothes study in the midwest 
showed that 87% of the customers 
questioned said they contacted the 
agent for automobile coverage, 91% 
initiated the purchase of fire insur- 
ance on their homes and 85% started 
negotiations for contents coverage. 
This would indicate that agents are 
not actively soliciting new business, 
and not contacting new prospects, 
probably because they are so bogged 
down in office detail, Mr. Lang 
thought. 

This condition is not confined to the 
agency system, he continued. Almost 
half of the policyholders of an exclu- 
Sive agency company have revealed 
that they did not hear from or see 
their agent once during the past year. 
This is a fatal situation in such a com- 
pany whose existing. policyholders are 
the best source of new business, he 
asserted. 


No Corner On Markets 


Mr. Lang does not agree that the 
personal line market is reserved for 
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direct writers. 


companies, if they 


entered the business Con- 


versely, 


as yet 


for companies selling through inde- 


pendent agents. 


pattern. 


It is not the system of distribution 


He expects that mass 
merchandising approaches will be de- 
veloped sooner or later by all types of 
are to survive. It 
is possible that the largest ultimate 
writer of personal lines will be the life 
companies which have not seriously 


he does not think that com- 
mercial lines are going to be reserved 


Recent entry of new 
forces in this field will disturb the old 
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alone or the type of organization 
which determines whether a company 
is coming out in the black or red, Mr. 
Lang said, but rather selection of 
business and quality of management. 


Questions NAIA Campaign 


He referred to the Big I advertising 
campaign of National Assn. of Insur- 
ance Agents and questioned whether 
it would be effective in changing the 
average person’s viewpoint when 
there is every indication that the pub- 
lic is not the least bit interested in 
distribution methods. The three larg- 
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DENT ADJUSTERS s 
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est companies with exclusive agency 
representation are spending almost 10 
times as much as NAIA in advertis- 
ing, he pointed out. Mr. Lang thought 
the advertising budget of the latter 
might be better spent in an objective 
study of the cost of agency operations 
None has been undertaken since the 
1949 study by the New York depart- 
ment 


Loren R. Dodson, secretary and 
treasurer of Continental Can Co., has 
been elected a director of Firemen’s 
Mutual of Providence, R. I. 











FLORIDA 


IOWA-ILLINOIS 


OHIO (Cont.) 





RAYMOND N. POSTON, INC. 


159 S.W. 8th St. renee Fla. 


16 North & a Lake Worth 
EY WEST 
as rae S. 
PETERS 
“486 Ist oq 








ILLINOIS 





E. S. GARD & CO. 
Adjusters 
CHICAGOLAND CASUALTY CLAIMS 
xxewrkxre 


175 W. Jackson Bivd., WAbash 2-8880 











J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 
Phone HArrison 7-3230 
175 W. Jackson Blvd., Chicago 4 








ASSOCIATED CLAIM SERVICE, INC. 


John S. Tasch, President 
ADJUSTERS 
For the Companies and Self- 


Insurers only 
222 W. Adams Street Phone DE 2-5456 








JOHN H. HUNT & CO., INC. 


Chicago Office—330 S. Wells St., HA 7-0830 
Serving Northern Illinois and N. W. indiana 
Branch Offices 
WAUKEGAN, DElta 6-8822 GARY, TUrner 2-9338 
ELMHURST, TErrace 4-9480 JOLIET, Joliet 2-5634 
ELGIN, SHerwood 2-2420 


24 HOUR SERVICE 


ILLINGIS-IOWA CLAIM SERVICE 
Winter & O'Toole 


Rock Island, Illinois 
Burlington, !a.—719 F & M Bank Bldg. 
Davenport, la.—612 Kahl Bidg. 


Fire and Casualty—All Lines 








R. S. LANDEN ADJUSTMENT CO. 


Suite 410 - 83 So. High St. 
Phone CApital 8-2447 
Columbus 15, Ohio 
ALL LINES 








KENTUCKY 


McGUIRE ADJUSTMENT CO. 
REPUBLIC BLDG. LOUISVILLE 2, KY. 
Staffed by experienced personnel for prompt and 
courteous service in adjusting Casualty, Fire and 
allied lines of insurance claims, within radius 
of 75 miles. 

PH. JUniper 4-6764 





Night—MElrose 6-3771 











COHAN INSURANCE ADJMT. CO. 


Phil W. Cohan Tom L. Stinchcomb 
Auto - Casualty - Fire - Inland Marine 
Cargo - Yacht and Aircraft Surveyors 

713 Citizens Bidg. Cleveland 14 


Tel. MA 1-4840 
Night Phones—AC 1-8178 & BE 4-5792 








NEVADA 





R. L. GRESHAM & CO. 


Multiple Line Adjusters 
321 North 5th Street Las Vegas, Nev. 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, California 





LOVELL-PASCOE, INC. 


ADJUSTERS & SURVEYORS 


815 Erieside Cleveland 14, Ohio 
Tel. mene a 
Canton 

820 Peoples s Merchants B Bank Bidg. 














NEW YORK 





In the Insurance Industry 


WORK meons SERVICE 


Ralph A. Work, Inc. 
General Adjusters for the Companies 


17 John St., New York 38 WO 2-1810 
24-HOUR SERVICE - Residence Phone RA 9-2966 











OHIO 








R. L. LYNCH AND COMPANY 


Fire and Casualty—All Lines 


H. O.— Springfield, Illinois 
Illinois Branch Offices 
Alton - Belleville - Decatur 
Jacksonville - Peoria 











LIVINGSTONE 


ADJUSTMENT SERVICE 


619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur - Mattoon 
Mt. Vernon - Belleville - Quincy 
Covering Central and Southern IIlinois 
All Lines of Fire & Casualty 








O. R. BALL, INC. 


Fire - Inland Marine 


Allied Lines 
1544 Hanna Building 
—— 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 

















D. J. SCOTT & SON 
302 Home Savings & Loan Bidg. 


Youngstown 3, Ohio 
Phone Riverside 6-4661 
Night: SKyline 8-5425 and SKyline 8-3978 
FIRE & ALLIED LINES 
36 Yeors Experience 24 Hour Service 








Elyria Branch: 313 Elyria Block 





OKLAHOMA 


C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bidg. 
Tulsa, Oklahoma 
Phones = 2-5460 
G! 7-3850 














H. BRUCE WELCH & ASSOC. 


Multiple Line Adjusters and investigators 
536 So. West 29th St 


je ree 
Oklahoma City 9, Oklahoma 
MElrose 4-1408-09-00 
H. Bruce Welch, Manager 
S. M. D. Clark, Fire Manager 
BiM Pruegert & Jess Horn, Casualty Adjusters 
Servicing a 200 mile radius. 











UTAH-IDAHO 









\'') 444 let UTAH-IDAHO 
INSURANCE ADJUSTERS 


428 Se. Main—Salt Lake City, Utah 
515 Eecles Bldg.—Ogden, Utah 
ist Security Bank Bldg.—Idahe Falls, Idaho 
258 Broadway—Pocatello, Idahe 
- 2nd Ave. East-—-Twin Falls, idaho 
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TORONTO-CANADA 

















CHICAGO SUBURBAN || THOMAS D. GEMERCHAK ADAMSON, LTD. | 

CLAIMS SERVICE Insurance Adjusters : Established 1e94 ms | 
Adjusters All Lines ae ind AUTO, ADJUSTERS 

STate 2-4803 416 Citizens Bidg., Cleveland 14, Ohio oe Eo 

100 N. Lo Salle St. Chicago 2, Ill. Phones Off. Su. 1-2666 - Res. Fa. 1-9442 © Wellington mes tmpire 30223 Toronto 2 | 
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LIBRA 


SEPT. 24- OCT. 23 


Under the sign of Libra (the Scales), your business 
future may hang in the balance. During this period, 
weigh carefully the advantages of aligning yourself 
with a progressive company for progressive agents. 
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REINSURANCE COMPANY 


OF MUNICH, GERMANY 





UNITED STATES BRANCH 

















MULTIPLE LINE REINSURERS 





MUNICH MANAGEMENT CORP. 
United States Manager 











SOUTHERN AND 
FACULTATIVE DEPARTMENTS 
1401 PEACHTREE STREET N.E. 
ATLANTA 9, GA. 
Telephone: TRinity 5-8969 


70 PINE STREET 
NEW YORK 5, NEW YORK 


Telephone: BOwling Green 9-5532 




















Preferred Risk Of Ark. 
Buys Life Company 


Preferred Risk of Fayetteville, Ark., 
has purchased Pioneer Reserve Life of 
Little Rock, a stock company organ- 
ized in 1926 but inactive in recent 
years. Pioneer Reserve Life will be 
changed to Preferred Risk Life and 
its home office moved to Fayetteville. 
It is anticipated that the capitaliza- 
tion of Preferred Risk Life will ex- 
ceed $1 million. 

It is planned to develop Preferred 
Risk Life through the fire and cas- 
ualty agency force of Preferred Risk 
and its affiliated Southwest Casualty. 
These companies are licensed in Okla- 
homa, Kansas, Missouri, Louisiana, 
Florida and Alabama, as well as Ark- 
ansas. In addition to the fire-casualty 
agency plant, Preferred Risk Life will 
operate through a force of regular life 
agents reporting to an agency direc- 
tor. 

E. S. Robinson, executive vice-pres- 
ident of Preferred Risk and Southwest 
Casualty, has been elected director of 
the parent company, Preferred Risk. He 
has been in the business for 30 years 
with Continental Casualty, Aetna Fire, 
and Commercial Standard. 

W. M. Ritter heads the new life 
company. He is president as well of 
Preferred Risk. E. S. Robinson is vice- 
president, K. A. Ritter is secretary 
and M. S. Blundell is treasurer. They 
hold the same offices with the fire 
and casualty companies. Mr. Ritter 
announced the goal for Preferred Risk 
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Close and Keep 
MORE 


Group Business 


WITH 





FOR GROUPS 
OF 25 AND OVER 


WORKING 
GROUP-SALES 
SERVICE! 
SALARIED SALES 
PERSONNEL to help you 


contact and close your 
group cases! 





Life is $10 million in force at the end 
of the first year. 


Two Raised At Boston 
By Maryland Casualty 


Maryland Casualty has advanced 
Francis T. Hill from assistant resident 
manager to resident manager and | 
J. Kenneth MacKenzie from manager | 
of the bonding department to assistant 
resident manager at Boston. They will 
report to Henry W. Webster, resident | 
vice-president. 

Mr. Hill began at Boston in 1921 
as a casualty underwriter. He became 
manager of the casualty department 
in 1937 and assistant resident manager 
in 1950. 

Mr. MacKenzie joined the company 
in 1935 and was at St. Louis, Kansas 
City, and Harrisburg before going to 
Boston as manager of the bonding de- 
partment. 


Study D.C. Commissions 


District of Columbia Assn. of In- 
surance Agents has appointed a spe- 
cial committee on commissions 
comprised of Charles R. Barker Jr., 
president, Carl A. Anderson, vice- 


president, and Huntington T. Block, 
immediate past president. 

The association presented its an- 
nual award for fire company of the 
year to Truck Company No. 2. Mr. 





Barker was a judge. 





Tri-State Insurance Building 





THE 


TRI-STATE GROUP 
All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 


Home Office 





Be in there with: 


e Competitive bids 


|@ Full-payment hospitalization, 


with surgical, medical and 
other benefits 


e Accident and sickness 
disability 
e Life insurance 


e Accidental death 
and dismemberment 


'. Major medical 


Make our group sales and serv- 
ice facilities your working staff. 
Let us show you how it works 
for you. Phone or wire collect 
today! EAstgate 7-2100. 


Robert W. Burmeister 
Manager, Group Brokerage 
or 
George S. Harris 
Vice President, Group Sales 
Dept. 310 


BENEFIT 
ASSOCIATION 


of Railway Employees 


901 W. Montrose Avenue 
Chicago 13, Illinois 



















Tulsa, Oklahoma 
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HteNATIONAL UNDERWRITER 


Dwelling Fire Loss Experience Analyzed 


(CONTINUED FROM PAGE 2) 


may respond to corrective measures 
which the companies have the power 
to apply, and one of these is the 
aggravating question of insurance to 
value. 

A careful study made by Liberty 
Mutual indicates that 32% of the 
policies written on dwellings are for 
less than $10,000, and 21% are for less 
than $7,000. Of the dwelling contents 
policies, more than 50% were for 
$3,000 or less. 

The companies are in the position 
of being expected to know what insur- 
ance a dwelling owner should carry, 
put to write only what the same 
dwelling owner is willing to purchase. 
Mr. Burgoyne said these difficulties 
are being minimized at Liberty Mutual 
by a number of underwriting devices, 
the most important of which is an 
underwriting rule that all new poli- 
cies and all renewals, as soon as 


appropriate modifications can be 
agreed upon with the insured, must 
satisfy certain minimum coverage 


requirements not unlike those estab- 
lished by the homeowners. 


Restricts Standard Fire Policy 


These coverage requirements specify 
minimum amounts of coverage, mini- 
mum percentage of value, minimum 
amount on contents and a minimum 
percentage relationship between in- 
sured values of the dwelling and the 
contents. These specifications recog- 
nize that the higher valued properties 
tend to switch to homeowner coverage 
thus restricting the use of the standard 
fire policy more and more to the lower 
valued properties. “It would seem that 
our success in selling more adequate 
values on the multiple peril policies 
could be duplicated with respect to 
our standard fire business,’ Mr. Bur- 
goyne commented. 

Special problems occur in 
standard neighborhoods and in 
desirable neighborhoods which 
deteriorated. These areas, Mr. Bur- 
goyne said, seem to represent con- 
centrations not only of lower val- 
ued properties exposed to serious fire 
hazards, but of properties which give 
a more than average frequency of 
partial losses. Liberty Mutual is un- 
dertaking to pre-underwrite market 
areas, particularly in large metropoli- 
tan centers, in an effort to acquire a 
better knowledge of the markets so 
that a more intelligent approach can 
be made to the determination of 
values. “It is our conviction,” he added 
“that we do not improve our position 
on this high loss ratio business by 
further impairing our underwriting 


sub- 
once 
have 





HOME OFFICE 
309 West Jackson Boulevard 
Chicago 6, Illinois 


results by actively holding down 
insured values through the operation 
of strict underwriting limitations or by 
failing to positively increase such 
values to adequate levels.” 


Standard Accident Shifts 


Two Bond Men In East 


Standard Accident has appointed 
Herbert P. Mason Jr., formerly senior 
bond underwriter in the New England 
office, bond manager at Buffalo. 

Daniel F. Hurley Jr., former bonding 
field representative at Buffalo, has 
been transferred to Baltimore as a 
bond underwriter. 

Mr. Mason joined Standard Accident 
in 1953 as senior bond underwriter in 
New England, and had previously been 
a bond underwriter for Massachusetts 
Bonding. Mr. Hurley, who went with 
the company in 1955, had been under- 
writer for National Surety Corp. pre- 
viously. 


New Hartford Fire System 

Hartford Fire has ordered the latest 
IBM electronic data processing system 
for delivery early in 1960. The order 
for the completely transistorized sys- 
tem, to be installed at the home office, 
is the first in the fire and casualty 
field in Hartford. 

The company has had the IBM 650 
system for some years. The new 7070 
system has a building-block design, 
which permits the addition of compo- 
nents to meet expanding company re- 
quirements. 

Crum & Forster Names Tomlins 

Appointment of Royden C. Tomlins 
as bonding superintendent of the 
Pacific Coast department has been 
made by Crum & Forster. Prior to 
joining Crum & Forster, he was 
assistant manager of Fidelity & De- 
posit at San Francisco. 

Paul Wollner, group representative 
of Connecticut General Life at the 
Broadway office, New York, was mar- 
ried to Miss Monica Perutz of River- 
dale, N. Y. Miss Perutz is research 
assistant of the public relations firm 
of Carl Byoir Inc. Mr. Wollner is the 
son of Max Wollner, chairman of Jef- 
ferson Ins. Co. of New York. 

James F. Dissell, secretary of the 
fire division of Aetna Casualty, has 
retired. He joined the company in 1918, 
held various production posts, and was 
the organizer of the home office school 
for field representatives. 
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| EXCESS COVERS 


LESLIE H.COOR 


INC. 


175 W. JACKSON BLVD. CHICAGO 4, ILL. 
WAbash 2-8783 

















Olificisl’ Bonds 


OCTOBER 


Public 


is the month for agents to do the 








spade work in building public off- 
cial bond business. Once written, 
public official bonds may remain on 
your books for years. 
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Baltimore 3, Md. 








New York 38, N. Y. | 











REINSURANCE 


FIRE * CASUALTY 


Security Mutual Casualty Company 





FIDELITY > SURETY 


NEW YORK OFFICE 
259 West 14th Street 
New York 11, N. Y. 


45 Einniversary Dear 
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FRREINSURANCE, Too, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY. ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Home Office: GENERAL REINSURANCE BLDG. | Midwestern Dept.; 1012 BALTIMORE BUILDING, KANSAS CITY 5, MISSOUR: 
400 PARK AVENUE, NEW YORK 22. N. Y. | Pacific Dept.:610 SO. HARVARD BOULEVARD,LOS ANGELES 5. CALIFORNIA 




















